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*TRANSLATION. CUTTING OJL 


The performance and the brand 
are the same around the world 


Other Outstanding 

Shell Industrial Lubricants 
Shell Tellus Oil—for closed hydraulic 
systems 
Shell Alvania Grease —multi-purpose 
industrial lubricant 
Shell Turbo Oil—for utility, industrial 
& marine turbines 
Shell Rimula Oil—for heavy-duty 
diesel engines 


Shell Talona R Oil 40—anti-wear 
crankcase oil for diesel locomotives 


SHELL DROMUS OILS 


Shell Dromus Oils, a quality line 
of soluble cutting oils, permit high- 
er speeds and greater feeds while 
extending tool life. They have ex- 
cellent wetting and cooling proper- 
ties and are not sticky or greasy. 

Dromus" Oils have the added 
advantage of being easy to mix in 
hot or cold, hard or soft water. 
They form emulsions which remain 
stable in practically any concentra- 
tion required in the shop. 


Today Dromus Oils are available 
to your customers abroad. You 
can be sure that they will enjoy the 
same efficient performance your 
domestic customers rely upon. 


For more information, write 
Shell Oil Company, 50 West 50th 
Street, New York 20, N. Y., or 
100 Bush Street, San Francisco 
6, California. 
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Century tests every motor... 
to make sure it gives full performance 


Rigorous performance tests are conducted to prove these 
electric motors before they get the Century stamp of ap- 
‘proval. When you see a Century motor put through its 


paces you know this approval is well earned. 


‘ 


In this plant there is no “random sampling” or “‘statistical 
average” on performance. Century tests every motor... 
big as 400 HP, small as 1/20 HP... to make sure you get 
the performance you -expect. Field records—and our cus- 
tomers have furnished us impressive ones—are further proof 
your best motor investment is Century. 


Specify Century’s individually tested motors to take care 
of your requirements. Call your local Century man or 
Authorized Century Distributor. 


MOTORS 


CENTURY ELECTRIC COMPANY 


St. Lovis 3, Missouri « Offices and Stock Points in Principal Cities 
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This jewelry chain of COPPERPLY’® wire 
might give you a gem of an idea! 


® Copperply wire, a National-Standard development, 
is a steel wire, electroplated with copper to required 
thickness and with unmatched coating uniformity and 
concentricity. 

It makes sense for jewelry chain manufacturers to use 
Copperply wire instead of copper or brass wire, because 
material costs are greatly reduced. It also provides an 
ideal base for plating if desired, it excells in strength, 
and provides more footage per pound with resultant 
production and handling economies. 

To date other uses in light coating weights include: 


Y} 


 NaAaTIONAL 


wrapping for piano wires, reinforcement for eyeglass 
temples, decorative tinsel, fanning mill cloth, and 
springs where a combination of power and electrical 
conductivity is needed, A major use in heavy coating 
weights is in the field of communications. 

Here we touch only briefly on a few of the unique 
Copperply features, but perhaps enough to spark an 
idea worth exploring. And you'll find that the word 
“cooperation” has real meaning at National -Standard 
. .. whether your interest lies in Copperply wire or any 
of our other products. Try us. 


ae | STANDARD 








OTVIMIONS: MATIONAL - STANDARD, Niles, Mich.; f/re wire, stainiess, music spring and plated wires > WORCESTER WIRE WORKS, Worcester, Mase.; music spring, stainiess and plated wires, high and low carbon apecialties 
WAGQMER LITHO MACHINERY, Secaucus, N. J.; metal decorating equipment + ATHENIA STEBL, Clifton, N. J. fet high carbon apring steele + REVNOLDS WIRE, Dixon, ti1.; /ndustrial wire cioth 














For highway ...or high-bay | 
... the one-lamp answer to both lighting needs 





Today’s most efficient mercury-vapor 
lamp is the new Sylvania Silver-White 
The greater light output and superior 
color quality of the Silver-White makes 
it an effective, versatile lighting source 
. it serves the high requirements for 
such widely different applications as high- 
way lighting and high-bay plant illumina- 
tion with unequalled efficiency. 
Sylvania’s Silver-White actually de- 
livers up to 33° more lumens of light 
than previous color-improved mercury- 


LIGHTING . RADIO * 
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vapor lamps. The 100-watt lamps, for 
example, are producing an unprecedented 
4000 lumens in actual installations. 

Sylvania Silver-White lamps cost no 
more than conventional color-improved 
lamps— but offer the combined economies 
of superior light output and superior 
construction. 

Silver-White lamps are available in 
100-, 175-, 400-, 700-, and 1000-watt 
types to meet the needs of industry for 
efficient high-bay indoor lighting and 
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The Sylvania Silver-White is the most 
efficient mercury lamp ever made. 


outdoor illumination for parking and 
loading areas . . . and for the govern- 
mental requirements for effective high- 
way lighting. 

For complete information about the 
Sylvania Silver-White Mercury Vapor 
lamp, call your local representative, or 
write: 

SYLVANIA ELECTRIC PRODUCTS INC. 
Lighting Division, Dept. 8L-4503 
60 Boston St., Salem, Mass. 
In Canada: Sylvania Electric (Canada) Ltd. 
Shell Tower Building, Montreal 


SYLVANIA 


... the fastest growing name in sight 


ELECTRONICS e 


TELEVISION e 


ATOMIC ENERGY 
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* ATHENIA STEEL, Clifton, N. J; flat, high carbon spring steals + REYNOLDS WIRE, Dixon, Il. industrial wire cloth | 











Exactly the right G-E Tri/Clad motor in type, speed and power help in picking the right controls. To insure perfect selection 
for every drive job is ready for you through any Graybar location. you don't need to know all about all controls. Just know — 
Through this same convenient source you can get experienced and use — the phone number of your nearest Graybar office. 





How to pick the one best €{) MOTOR and CONTROL 
for any power drive in your plant 


In a single department your plant may have several different motor problems. 
High starting torque may be needed in one case, constant speed in another. 
And many times, motors have to work dependably in dusty, dirty air. For 
each job, and for every other motor drive need, there is one best G-E 
Tri/Clad motor to do the work with complete satisfaction. And matching 
control. For precise selection and prompt, friendly help you or your elec- 
trical contractor can rely on Graybar. : 

Through more than 130 Graybar offices and warehouses you have con- 
veniently available motors, controls and over 100,000 electrical items. 
Further, Graybar Specialists, strategically located throughout the United 
States, are ready and willing to give you or your electrical contractor the 
full benefit of their broad experience in motors, control, wiring, lighting, 
ventilation, electronics and communication. When you need help or advice, 
scheduled or emergency shipments on anything electrical, always CALL These two bulletins give you valuable help in the 
GRAYBAR FIRST. selection of motors and controls for specific jobs. 

Send now for your copies. 


.. GraybaR ~~ 


GRAYBAR ELECTRIC COMPANY, INC., 420 LEXINGTON AVENUE, NEW YORK 17, NEW YORK, 














IN OVER 130 PRINCIPAL CITIES 
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OSCO "cAN DO” 


takes mammoth py ejects in stride 


Take the case of Gould-National Batteries, Inc. 
After personal inspection of many plastic molding 
plants, evaluating engineering personnel and facilities, 
Gould selected Nosco to produce a new line of ten 
stationary battery containers and their covers. Nosco 
“Can Do” started by assigning an experienced sales- 
engineer to supervise and coordinate the program | 
and report progress to Gould every two weeks. Twenty 
molds were completed in little more time than is 
usually required to produce one . . . from drawing 
board through chrome plating. Nosco molded the 


containers of acrylonitrile, running several molds . 


simultaneously on giant pre-plasticized presses. The 


For other case histories—and for a glimpse of the 
Nosco plant and facilities, send for the free 12- 
page brochure, ‘‘How the Nosco Plant Works to 
Produce Your Needs in Practical Plastics.” 


molded pieces were annealed a truckload at a time, 
and decorated by an ingenious method which avoided 
duplication of screens. Finally, solvent dip-testing 
confirmed that the parts would stand up under pro- 
longed field service. 

The Gould-National contract is one more indication 
of the scope of Nosco “Can Do”. More than service, 
engineering, and production know-how, Nosco “Can 
Do” includes the financial ability to carry large tooling 
and warehousing programs. 

When awarding your large plastic parts program, 
call on Nosco “Can Do”’. 

The first step is to write— 


NOSCO plastics, inc. - erie 1, pa. 


World's largest injection molding plant 
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Puise of Business 





medi 
. 1 
The Economist vs. SUDDENLY EVERYONE’S an economist. The recent marked 
The Housewife deepening of the recession has moved economic news from the 


business section to the front page. And right now the outlook is 
so confused that the housewife down the street has as good a 
chance of being right about future business trends as some of the 
big-dome Washington economists. 


If all the stop-the-recession plans being trial-ballooned in Con- 
gress have you mixed up, you’re not alone. But basically here’s 
what’s going on: there’s amazing unanimity in Washington that 
the government should act to end the recession. Some want tax 
cuts, others are pushing for stepped up public works programs. 
It seems likely that a combination of both will be adopted. 


Tax Cuts and Public - P-.A.’s can figure that in the near future this is what will happen: 

Works Programs There'll be an income tax cut—both personal and for business— 
especially small business. Also, there’s likely to be a reduction in 
excise taxes. 

On the public works side, government action will take the form 
of stepped up spending for. roadbuilding, school construction, 
reclamation projects and numerous other government-paid-for 
projects. Pace of defense spending will be speeded with much of 
the money being earmarked for the nation’s critical business areas. 
Unemployment benefits will be extended to cover a longer period. 
Housing will be given a boost as a result of an increase in Federal 
mortgage insurance money. 


The odds are that these programs which are expected to result 
in a possible budget deficit of $10-$15 billion will be successful in 
ending the recession. However, it will be a while before these pro- 
grams are put into effect. The Administration still has a “let’s look 
at the March figures” attitude, even though it’s fairly obvious the 
March statistics will show that we’re still deep in the recession. 
And then, once the tax cuts and spending programs are put in 
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Crane Valves Prove Their Value on 
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Out-slugs steam for 34 years! 


Valve records like this can point the way 
to lower piping maintenance costs in your 
own plant! 

Here you see a Crane 175-pound Ferro- 
steel gate valve with 34 cost-free years on 
80 psi. steam service—one of a 40-valve 
installation made in 1923 at Long-Bell 
Division of International Paper Company, 
at Longview, Wash. 

In all that time, only one of the original 


40 valves has been replaced. More im- 
portant, 39 of the original valves. . . and 
the replacement .. . are still giving de- 
pendable control of steam to kilns—with 
no more than routine stuffing box main- 
tenance since installation in 1923. 

Be sure your operation gets low-cost 
valve service: insist on Crane valves and 
fittings, from the big, complete Crane line 
—first choice of industry for over a century. 


Steam Service 








ASK FOR your copy of 
"Valve Performance Facts” 
—32 case histories on valve 
installations throughout in- 
dustry. See your Crane 
Representative or write 
Crane Co. today. 


CRAN E VALVES & FITTINGS 


PIPE e PLUMBING e KITCHENS @ HEATING @ AIR CONDITIONING 
Since 1855—Crane Co., General Offices: Chicago 5, Ill. Branches and Wholesalers Serving All Areas 
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effect, there'll be.a delay before the new money works its way 
through the economic machinery. 


The big gamble of course is whether we'll end up paying more 
later on for ending the recession artificially than if we had tried 
to sweat out the current slump. If the anti-recession plans now 
being readied create an artificial boom, it means that we'll be off 
on another inflation flight and will be setting ourselves up for an 
even more severe business slump later on. 

Whether the current plans for tinkering with the economy are 
right or wrong (and nobody really knows), it’s almost a certainty 
that they'll be put into effect. There’s just too much pressure for 
government action for the few remaining standpatters to win out 
in Congress. The fact that it’s.an election year, that 5.2 million 
people are out of work, and that we’ve had 10 years of almost un- 
interrupted boom make tax cuts and pump priming just about 
inevitable. 


So for the P.A. who’s trying to anticipate the tricky turns in 
the economy, the outlook is this: the recession will continue for 
several months more. There’s a good bet the homemade boom 
money will have its effect and that by the end of the year the 
economy will be on the upswing. 

If-it turns out that the current recession hasn’t lasted long 
enough or been deep enough to bring about needed adjustments 
in the economy, we'll be headed for serious inflation followed by 
another sharp recession. 

A certain amount of inflation seems certain in any event. Even 
now in the thick of the recession, with everyone tightening his 
belt, prices are still edging up slightly due to ever-rising labor 


‘ costs and the trend toward more highly engineered products. 


In view of this, so far as the P.A.’s purchasing policy is 
concerned, it looks like a good time to buy if the increased inven- 
tory costs can be justified. In all probability, however, most com- 
panies will hold off until there are definite signs that the business 
slump is over. Then they’ll all come into the market at once and 
find that they will have to pay higher prices. 
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Engineers: Parsons, Brinckerhoff, Hall & Macdonald, New York, N. Y. 


Prime Finishing Contractor: Atlas Tile & Marble Works, Inc., New York, N. Y. 


Porcelainizing: Halrick Inc., New York, N. Y. and Danbury, Conn. 





UP ... Bridgeport Aluminum Extrusions with porcelain finish AND IN 
are first filled with concrete to reduce air drag, add extra suspended from ceiling hangers. Close fit demanded rigid has a clean. modern look. Same idea can be used in other 


rigidity, absorb excessive heat tolerances throughout 


each 12’ 9’’ panel is then hoisted into place and IN PLACE 


the completed ceiling. one side shown in place 


structures including passageways. halls, tunnels, etc 


First-Of-Its-Kind Aluminum Roof 
For New Underwater Highway 


The new 7,480-foot-long Hampton Roads Tunnel, part of 
a four-mile expressway joining Norfolk with Newport News, 
Va., runs under one of the world’s busiest marine arteries. 

An important and unique feature of this vital traffic link 
is the first aluminum ceiling ever used in tunnel construction. 


Made up of 14,200 individual Bridgeport Extruded Alumi-, 


num panels with a porcelainized finish, the ceiling is easily 
cleaned and protected against salt-air corrosion. By using 
Bridgeport Aluminum Extrusions, the new ceiling is only 
one-third the thickness of conventional tunnel ceilings, thus 
adding more room to the ventilating ducts above. Installation 
is simple and rapid. And the ceiling is exceptionally safe in 
case of fire in the tunnel. 

Because of the close fit the panels required, specifications 


for the aluminum extrusions called for better than commer- 
cial tolerances. To meet these, Bridgeport engineers worked 
closely with the project engineers in helping to solve design 
and installation problems. Extreme care in extruding and 
close inspection produced shapes that more than met the 
rigid requirements. 

This unique use of Bridgeport Aluminum Extrusions js 
typical of their wide variety of applications in the architec- 
tural, commercial and industrial fields. Your local Bridgeport 
Sales Office can show you how our talents and resources can 
meet your own extrusion requirements. Just call them today. 

Send for your copy of the new 120-page BRIDGEPORT 
ALUMINUM EXTRUSIONS Handbook. 


For the very newest im 
Béageeprr §=BRIDGEPORT ALUMINUM 
ve Aluminum Extrusion and Forging Facilities at Adrian, Michigan 
Bridgeport Brass Company, Aluminum Division, Bridgeport 2, Conn. ° Sales Offices in Principal Cities 
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The P.A.'s Outlook 





@ P.A.'s Expect Spring 
Business Pickup 


@ But the Upswing 
Will Be Gradual 


@ Purchasing Groups 
Report Inventory Drop 


P URCHASING AGENTS are 
expecting an upturn in the 
economy during the spring, 
PURCHASING Magazine’s Busi- 
ness Confidence Index survey 
shows (see cut). 

Here’s a sampling of the opti- 
mistic comments made by a rep- 
resentative cross-section of pur- 
chasing executives: 

From a P.A. at a New Eng- 
land and wire company: 
“There is reason to believe that 
business will come along, even 
if at a slow pace.” 

From a director of purchases 
at a division of a major diversi- 
fied industrial corporation: “We 
expect a gradual increase month 
after month.” 

From a P.A. at an automotive 
supply manufacturer: “A slight 
upturn in the second quarter is 
anticipated.” 

While these cheery comments 
are not universal, they do rep- 
resent the majority opinion. 
Some P.A.’s place the pickup in 
the third and fourth quarters, 
but all appear confident that the 
recession will have run_ its 
course by the end of 1958, at 
the latest. 


steel 


Inventory Cuts Continue 


Other polls of P.A.’s show 
clearly that the inventory reduc- 
tion of the last quarter of 1957 
is continuing in the first three 
months of this year. This is evi- 
dent in the surveys of the Na- 
tional Association of Purchas- 
ing Agents and the Chicago, 


Maace 31, 1958 
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BUSINESS CONFIDENCE 


How P.A.’s feel about the short-term economic outlook. 
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Purchasing Magazine’s Business Confidence Index continued to reflect 


MAR APR MAY JUN JUL 








the optimism of the nation’s purchasing agents. The index rose another 
2.7 points to 63.2 in March, indicating a belief that business conditions 
will improve during April, May and June. This barometer’s surprising 
rise of the last two months, in the face of many depressing signs in the 
economy, may be a forerunner of increased industrial purchasing in the 


spring months. 


Cleveland and Pittsburgh asso- 
ciations. 

The N.A.P.A. survey notes 
that “purchasing executives con- 
tinue to be extremely inventory 
conscious. Most are taking all 
steps possible to reduce further 
their material on hand.” 

The report points out “there 
are no indications that any 
|P.A.’s| believe now is a good 
time to buy ahead.”’ Almost half 
those questioned have been able 
to effect inventory reductions in 
the last 30 days. Thirty-nine per 
cent say their inventories are 
about the same as they were a 
month ago, and only 15 per cent 
have more material on hand. 
Even the latter group reports 
its inventory rise is “caused by 
lower production schedules rath- 
er than any desire to increase 
stocks.” 

The Chicago association states 
that “inventories are being 
whittled down but rate of de- 
cline has slackened because of 
‘lower! sales volume.” Over 40 
per cent say their inventories 


are smaller compared with the 
previous month, while 11 per 
cent state their stocks are high- 
er. 

“Inventories are being fur- 
ther reduced to keep them in 
line with declining new orders,” 
says the Cleveland association. 
“The point of consistency has 
not been reached in all indus- 
tries but the availability of raw 
material has resulted in smaller 
quantities per order and de- 
mands for quick delivery.” 

The association in Pittsburgh 
reports that 48 per cent of those 
surveyed have smaller inven- 
tories of principal items bought 
for production and resale. The 
previous month 33 per cent re- 
ported smaller inventories. 

Only 14 per cent of those re- 
plying have increased their in- 
ventories while 38 per cent kept 
their stocks at the same level. 
In the prior month, 18 per cent 
had larger stocks and 49 per 
cent reported that they had 
stabilized their inventories. 
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AMERICAN STEEL 


WAREHOUSE ASS'N 








ARISTOLOY BEARING QUALITY STEELS MEET . 





Uniformity . . . minimum size and minimum frequency of 
non-metallic inclusions, freedom from segregation . . . these 
qualities are synonymous with the electric furnace process. 
They are also the prime requirement of bearing grade steels. 


Here at Copperweld, careful selection of raw materials, 
precise melting in electric furnaces, and special care during 
teeming, produce Aristoloy —a steel which excels bearing 
grade steels made by any other method. 


Available in 52100, 4620, 4720, 8620, and 4320, Aristoloy 
can be furnished in hot rolled or cold drawn, annealed 
(spheroidized annealed where required), rough turned, and 
turned, ground and polished. For assistance in selecting the 
best Aristoloy for your job, call or write. A qualified Copper- 
weld Field Metallurgist will be glad to work with you. 





COPPERWELD STEEL COMPANY «© Steel Division 
4029 Mahoning Avenue + WARREN, OHIO 
EXPORT: Copperweld Stee! International CO., 225 Broadway, New York 7, N.Y. 


EXACTING REQUIREMENTS OF BEARING MANUFACTURERS 





New Leaded Steel Catalog 
now available. 
Write for your copy today. 
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likely that even when the March statistics be- 1400 l"hPR_MAY JUN JUL AUG SEP OCT NOV DEC JAN FEB MAR APR 
come available, the economic trend will still be _ 
down. A few of the figures may show an Bil. $ 
increase because of seasonal influences, but 3.5 
even the increases will be less than might nor- 33 
mally be expected. 31 

Rounding up some of the more important 
monthly economic indicators, here’s what’s been 2.9 
happening: 27 

2.5 = 

Industrial Production (see chart on p. 7): 23 wile 
Dropped another substantial 3 points to 130 21 i A® 
(’47-'49—100). Since August, the index has’ ; F. W. Dodge Corp 
dipped more than 10 per cent. This means that 1.9 FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC JAN FEB 
in terms of this figure alone, the current reces- 1957 1958 
sion just about equals the 1953-54 and the 1948- Mil. $ 


49 recessions. Leading the decline are the dur- 





able goods industries, especially primary metals [ a 
and the metal fabricating industries. 80 ie 
Unemployment: Was at a much-publicized 5.2 ” 
million in February, a postwar record. There’s so 
a good chance the March figure will be even 30 
higher since this statistic is developed from 40 NEW ORDERS 
samples taken early in the month. 30 
The workweek dipped slightly in February to 20 et Ae ENE 
38.5 hours. This was only one-tenth of an hour 10 . 
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less than in January, however, the drop was 
sufficient to make it the shortest manufactur- 
ing workweek since April 1949. 


Personal Income: Reflecting the high rate of 
unemployment and the dip in take-home pay, 
personal income in February dropped to a 
$341.8 billion per year rate compared with 
$343.6 billion in January. 


Retail Sales: February sales (seasonally ad- 
justed) totaled $16.2 billion, compared with 
January’s $16.7 billion. This is the first major 
decline in retail sales since the recession 
started. 


Construction: January contracts for future 
construction registered the sharpest decline in 
more than a year. F. W. Dodge reports January 
contracts amounted to $2,066,059,000, a 10 per 
cent decline from the same month last year. 


Machine Tools: New orders for metal cutting 
machine tools rose slightly in January to $19.4 
million. By comparison, however, this is far 
below the $55.5 million new-order level of July 
1957 when the machine tool decline started. 
Despite some of the optimism the January 
order upturn created, many top executives in 
the machine tool industry doubt that the in- 
crease signals a real change in the machine tool 
doldrums. 


Capital Investment: Survey by the Commerce 
Dept. and the Securities Exchange Commission 
shows that businessmen plan sharp cutbacks in 
their new plant and equipment outlays this 
year. As it stands now, businessmen expect to 
spend $32 billion on new plant and equipment, 
a 13 per cent drop from the $37 billion paid out 
last year. 
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With ALco’s Hi-Qua-Led Steel forgings, Warner & Swasey reduced time 
for straddle-mill dovetailing of tool holder’s pentagon shape by 71% 


MACHINE TIME CUT 33%, TOOL LIFE TRIPLED 
WITH ALCO’S HI-QUA-LED* STEEL FORGINGS 


With open-die forgings of ALCO’s special free-machining ALCO’s Hi-Qua-Led Steel forgings have unique advan- 
Hi-Qua-Led Steel, Warner & Swasey has reduced ma- tages of machinability, while maintaining the physical 
chining time 33% on a pentagon-bar tool holder for their characteristics of regular forgings of the same grade. 
automatic chucking machine. Time for the various mill- Cost is just a few cents more. Circular shapes, forged 
ing operations has been reduced as much as 71%, and and rolled, range from 18 to 145 in. OD; open-die shapes 
turning time 33%. from 1000 to 30,000 lbs and up to 40 ft long; mandrelled 
Warner & Swasey has found that in every operation ring forgings up to 60 in. wide. 

the use of Hi-Qua-Led forgings has meant savings in tool Contact your nearest ALCO sales office for full infor- 
life, machining time or both. In the trepanning opera- mation on the many advantages of Hi-Qua-Led Steel 
tion, run at the same speed as before, the life of expen- forgings, or write ALCO Products, Department 154, 
sive tools has increased up to three times. Schenectady, New York. 


ALCO PRODUCTS, INC. 


NEW YORK 
SALES OFFICES IN PRINCIPAL CITIES 


LOCOMOTIVES «+ DIESEL ENGINES « NUCLEAR REACTORS e¢ SPRINGS « STEEL PIPE + FORGINGS « OIL FIELD EQUIPMENT 
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@ Stable Signs Seen 
In Copper Market 


e Crude Oil Production 
Dips From Last Year 


Copper PRICES SHOWED signs of stabiliz- 
ing this month, in the wake of two important 
price hikes. The price on the London Metal Ex- 
change rose from its ten-year low and scrap 
copper increased for the first time in several 
months. 

However, the announcement by the Copper 
Institute that U.S. producer stocks were at an 
814 year high in February put the damper 
on some of the industry’s enthusiasm. Total 
world stocks, too, reached a new record. 

Brass mills and ingot producers are anticipat- 
ing increased orders from fabricators in the 
second quarter. Since users’ inventories have 
been virtually cut to the bone, any rise in 
their sales volume is likely to mean a definite 
upturn in copper demand. 

Despite the fact that crude oil production is 
lagging as much as 10 per cent behind that of a 
year ago, lower prices are spreading. Heating 
oils along the East Coast have already been 
reduced by most manufacturers. 


Lead Buyers Hesitant 


A moderate amount of business is being done 
in the lead market, but buyers are hesitant 
about placing large quantity orders. Many are 
waiting for the Tariff Commission’s report on 
the domestic lead producers’ request for a 
higher duty on foreign imports of the metal. 

Demand for zinc, too, has not lived up to 
expectations. Shipments to domestic consumers 
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“Call L.B. FOSTER CO. 


coo 


PIPE 


steel, alloy, and seamless carbon pressure pipe 
.«« they'll deliver fast—from warehouse stocks 











Yes—‘‘Call L. B. Foster” is a phrase you hear more and 
more among today’s pipe buyers. Our ever-growing ware- 
house stocks are a good bet for finding the exact pipe 
you need—and in all the quantities you may need, includ- 
ing the extra-large sizes and the hard-to-get items. Try 
“‘Faster-from-Foster”’ service for all your pipe require- 
ments—seamless, seamless carbon pressure pipe, seam- 
less alloy, prime tested and structural— 1%” thru 36’— 
and now aluminum and PVC pipe, valves, fittings. 


Call or wire today... to your nearest Foster office. 





One of the nation’s largest pipe stocks—in six Foster trucks can deliver to your plant or Carload orders for immediate delivery—from 
Foster warehouses—all sizes, 4” thru 36”. to your job site—our specialty is service. Foster warehouse stocks—or direct-mill. 


PIPE - RAILS - STEEL-SHEET PILING - PIPE PILES - H-BEARING PILE + VALVES & FITTINGS 


SINCE 1901 
cam, SL LLIB ADEA TAL 00 
Welding Fittings 


& Flanges 
(Carbon Steel, Alloy, PVC) PITTSBURGH » NEW YORK - ATLANTA « CHICAGO * HOUSTON - LOS ANGELES 
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last month declined to 49,072 tons, marking the 
second lowest month since July 1952. 

Quantities of Russian tin seem to be in- 
creasingly available on the London Metal Ex- 
change. In this country, tinplate producers are 
encouraged by the increase in soft-drink can- 
ning and look forward to a good month in April. 

Aluminum producers appear to have revised 
their earlier estimates of 1958 production down- 
ward. They now expect to turn out somewhere 
in the neighborhood of 1,660,000 tons. This 
would still be bit over last year’s output. How- 
ever, if removal of “‘fair-trading” in the small 
appliance industry (which traditionally has 
been a substantial aluminum user) creates an 
appreciably greater demand, aluminum produc- 
tion may yet be stepped up this year. 


Steel Scrap Up 


Industrial grades of steel scrap brought 
higher prices this month than in February. But 
uncertainty over scrap exports has created 
some uneasiness over the second quarter pic- 
ture. 

Raw cotton prices are continuing on a rela- 
tively stable level. And in rubber, market de- 
mand for No. 1 rib-smoked sheets has picked 
up somewhat. 

A major lithium producer is now commer- 
cially producing lithium perchlorate. This con- 
tains more oxygen on the basis of volume than 
even liquid oxygen itself. 

Wholesale commodity prices rose slightly last 
month, with foods and farm products largely 
responsible for the advance. The index for 
metals and metal products averaged higher for 
the first time since August. In this group, iron 
and steel scrap advanced for the second suc- 
cessive month, but nonferrous metals continued 
to decline. 
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20™ FLUORESCENT ANNIVERSARY ANNOUNCEMENT 








é 
His face lighted by the pile of “Bonus Phosphors”, General Electric’s W. C. Martyny developed the process 
that gives G-E customers more light from the start ... more light throughout the long life of the lamps 








This new General Electric Bonus Phosphor 
gives G-E Fluorescent Lamp users 7 to 9% 
more light... at no added cost! 


Because G.E. has found a way to throw out the small 10-watt and new Power-Groove—and will soon be 

and least efficient— phosphor particles and save just used in all G-E fluorescent lamp types. For the whole 
the bigger, brighter ones, you now get even more for “Bonus Phosphor” story, write: General Electric Co., 
ill your lighting costs when you specify G-E 40-watt Large Lamp Dept. P-38, Nela Park, Cleveland 12, O. 


fluorescent lamps! 

What Does This Mean To You? In factories and 
offices: added light worth '3 to twice your yearly lamp 
purchases. In stores and schools: 2 to 3 times as much 
added light as your yearly lamp purchases. 


This “Bonus Phosphor” is now available in the 


Progress /s Our Most Important Product 


GENERAL@@ ELECTRIC <—~<« 
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shipments in January declined more than sea- - 

sonally from the previous month. Deliveries 31 | ee AES. 

continued to run higher than new orders which ; | } | 

meant there was another drop in order back- a | -. | 1 7. - 


logs. As a result, manufacturers’ unfilled or- 
ders at the end of January totaled $49 billion, 
a drop of $15 billion from the year ago figure. 

The much watched inventory figures also 
continued their downward trend in January. 
At the end of the month inventories for all 
manufacturing industries stood at $52.9 billion 
(seasonally adjusted) compared with $53.2 bil- 
lion at the end of December. Durable goods in- 
dustries continue to lead the way in inventory 
cutbacks, dropping nearly $500,000 from De- 
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cember to January. 1957 Dept. of Commerce—Seasonally odjusted 1958 
ws ea 1957 | 1958 
anufacturers’ es : 
Seasonally Adjusted (Millions of Dollars) Jon Oct a Dee. (*) Jon. (5) 
All Manvtacturing Industries = 29,956 28,064 27,221 26,690 26,266 
Dureble-goods industries 14,941 13,932 13,548 13,092 12,639 
Primary metal...... : 2,594 2,224 2,156 2,073 1,967 
Fabricated metal. . 1,594 1,535 1,429 1,431 1,389 
Machinery ‘ ‘ 4,342 4,265 4,175 3,954 3,846 
Transportati auipment 2,570 3,297 3,255 3,147 3,011 
Lumber and furniture... ... 1,039 930 850 851 822 
Stone, clay, and glass 751 650 659 654 642 
Nondurable-goods industries 15,015 14,132 13,673 13,598 13,627 
Food and beverage 4,558 4,331 4,257 4,337 4,384 
Tobacco , . 363 356 351 392 384 
Textile 1,174 1,029 1,025 999 967 
Paper oe ‘ 942 917 862 861 865 
Chemical ; 1,996 2,002 1,941 1,890 1,866 
Petroleum and coal : 3,241 2,895 2,717 2,654 2,763 
BC bo nccwhadtecdae ore . 496 490 431 427 n.a. 
Manufacturers’ Inventories 
Seasonally Adjusted (Millions of Dollars) 
All facturing industri ee 6 52,434 54,10? 53,871 53,520 52,948 
Durable-goods indusiries.... ... 30,631 31,754 31,511 31,148 30,630 
Primary metal............... 3,962 4,356 4,279 4,269 4,237 
Fabricated metal........... 3,169 3,143 3,095 3,086 3,030 
Machinery. . nals ian a ec 10,444 10,583 10,517 10,374 10,286 
Transportati i SF 7,632 7,979 7,976 7,801 7,541 
Lumber and furniture ..... 1,839 1,880 1,845 1,827 1,791 
Stone, clay and glass... 1,156 1,273 1,274 1,270 1,251 
Non-durable goods industri 21,803 22,349 22,360 22,372 22,318 
Food and beverage... . me 4,820 4,725 4,732 4,689 4,669 
Tobecco ; ben 2,010 1,980 1,965 1,924 1,926 
Textile : ; 2,766 2,625 2,628 2,679 2,682 
Paper.. , . 1,362 1,423 1,417 1,444 1,436 
Chemical....... anes - 3,593 3,732 3,763 3,820 3,817 
Petrolewm and coal........... be : 3,133 3,623 3,657 3,644 3,618 
GES sa nencecdssacenenesesaaasce cles ‘ 1,047 1,097 1,101 1,092 n.a. 
Manufacturers’ New Orders 
Seasonally Adjusted (Millions of Dollars) 
All facturing indestries........ baa j : — 28,927 26,226 26,030 25,060 24,193 
Durable-goods industries........... =* reer cau 14,176 12,154 12,362 11,399 10,576 
Menduseble-qeeds nGehes oon ccc ccc cccncccccccccccesccccccccsceses 14,751 14,072 13,668 13,661 13,617 
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CONTOUR TRENTWELD TUB- 
ING is furnished in ten basic 
classifications: Pressure Tub- 
ing, Mechanical Tubing, 

Aircraft Tubing, Heat Re- 
sistant Tubing, Orna- 
mental Tubing, Sanitary 

Tubing, Beverage Tub- 

ing, Large Diameter 
Tubing,ShapedTubing, 
and Formed Tubing. 


























TRENTWELD tubing is equal in strength and 
has more uniformity than tubing made by any 
other method of manufacture 


Trent offers tubing in sizes ranging 
from %” to 40” O.D. and in a wide 
range of grades. These include: 
Hastelloy,* Zirconium, Zircaloy, 
Titanium and 19-9-DL grades. All 
are made by an exclusive welding 
process—Contour Trentweld®—which 
virtually eliminates the bead. Fur- 
thermore, by cold working and an- 
nealing after welding, Trent makes 
the weld equal in strength and corro- 
sion resistance to the parent metal. 

To insure that Trentweld tubing 


For More 


is of the highest quality attainable, 
a rigorous quality control program 
is carried out. Samples of each lot 
tested. tests — 


are tensile Periodic 


flattening, reverse bend, flare and 


flange, coil, and pressure — are 
conducted. Rigid corrosion tests are 
made on all lots intended for corro- 
sive applications. When requested, a 
unique “single-wall’’ X-ray inspec- 
tion is made as your final assurance 
of a sound, uniform product. 


Why not take advantage of Trent 


Information Write No. 


quality when you order stainless or 
high alloy tubing? For further in- 
formation, write for the Trent tubing 
handbook, Trent Tube Company, 
East Troy, 


*Trademark of 


Wisconsin. 
te Co 


TRENT 
TUBE 
COMPANY 


Subsidiary of Crucible Steel Company of America 


GENERAL OFFICES: EAST TROY, WISCONSIN 
MILLS: EAST TROY, WIS.; FULLERTON, CALIF. 
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...and if we don’t have them in stock* 


ALLMETAL k 
MANUFACTURES 
STAINLESS STEEL 
FASTENERS 

TO YOUR ORDER- 





- 








ee ie ae 
@ Allmetal specializes @ Batteries of cold headers and @ Now! Headquarters in @ Phone the Alimetal office 
- in all types of stainless automatic screw machines the East, Midwest and nearest you — 
steel fasteners; screws, ready to turn out West for fast local service you can receive the 
nuts, bolts, washers, rivets, special fasteners direct from Allmetal. fasteners you need 
pins, ‘AN’ fasteners, etc. to your specifications. the very next day. 
Send now for your copy of Alimetal’s 52 page Stainless Steel Fastener Stock List and Data Book 











ALLMETAL SCREW PRODUCTS COMPANY, INC. 


821 Stewart Avenue, Garden City, L.I., New York 


MIDWEST DIVISION 
5611 West Lake Street, Chicago 44, Illinois 


WEST COAST DIVISION 
2978 Wilshire Boulevard, Los Angeles 5, California 
manufacturers of stainless steel fasteners 
*Highly improbable since Alilmetal has the largest stock of stainless steel fasteners in the world. Try us and see. 
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Theres a Standard PUTNAM 
END MILL (62 Your Jot/ 


Universal Application of Putnam End Mills (there are over 1700 standard sizes and 
types) permits users to select a standard end mill specifically designed for each job. 


Many standard Putnam End Mills are of a type considered “specials” by other manu- 
facturers. Also, a wide range of sizes are available in every standard type of end mill 
fo provide complete application coverage. 


From smallest to largest sizes—from fine intricate machining to rugged milling oper- 
ations there is probably a standard Putnam End Mill that will mill your job more effi- 
ciently. However, Putnam will also produce “special” end mills to your specs:for those 


extra-special applications. 
Your local Putnam distributor will be happy to discuss end mill tooling with you 


... contact him for quality service and quick delivery. 


Ae urTrn AM 


2981 GHARLEV RIA eee. © Peewee est 7, MICH. 
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See Signs the Business Recession 


May Be Bottoming Out 


a 

I HE “Most Closely Watched” 
recession in the nation’s history 
shows no specific signs of end- 
ing—but conviction is growing 
that the bottom is in sight, and 
an upturn will shortly follow 

Unemployment figures have 
topped five million, are still 
climbing. The rate at which un- 
employment has_ climbed is 
roughly the same as in the 1954 
recession. Unemployment in °54 
bottomed out in February of that 
year, but continued at the Feb- 
ruary level during March and 
April. 

The Prime Concern 

Recession is the prime concern 
of every Government depart- 
ment and agency. Department of 
Defense is crowding to get its 
contracts out. Interior. and Post 


Office are pushing on public 
works. White House is concen- 
trating on maintaining business 


and public confidence, and Fed- 
eral Reserve has been managing 
money aimed at stimulating cred- 
it. 

An attack is being pushed on 
both ends of the economic scale. 
A White House proposal that the 
Federal Government extend the 
period of unemployment 
pensation payments beyond the 
26-week cutoff date prevailing 
in most of the states is aimed at 
putting spending money quickly 
into the pockets of the needy. 
The military step-up and public 
works get into capital spending, 
and will have an impact on the 
materials and equipment market. 

Biggest step-up in spending 
will be by state and local govern- 
ments, which will increase their 


com- 
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net spending this year by $3 
billion. The Federal government 
will also increase its spending this 
year by between $11 billion and 
$2 billion. 

From all sources there is the 
confirmed view that the mea- 
sures already taken and those al- 
ready projected should be enough 
to crack the recession—but if 
they fall short, additional action 
will be taken. 

For purchasing, historically the 
combination of large Government 
expenditures paid for in deficit 
dollars has resulted in deprecia- 
tion of the dollar. Inflation, long 


enna. 


the target of Government action, 
now is being courted—anything to 
bring back a measure of full em- 
ployment, 


e Stockpile Policy 
Revamping Studied 


A SWITCH from government 
buying of stockpile materials in- 
to “survival items” is now under 
study. Materials already in the 
stockpile are now considered to 
be sufficient for all practical pur- 
poses, to sustain our military and 
industrial society over a three- 
year period in a nuclear war. 
For purchasing agents, the 


government’s buying policy in 
materials is of crucial importance, 
as it has been a pivotal factor in 
both price and supply. Since the 
buying 


Korean War, stockpile 





wit, 


Secretary of Labor Mitchell (1.) and AFL-CIO President Meany conferring 


at an “emergency” labor-sponsored conference on the current economic 
situation. Meany accused both Republicans and Democrats of playing poli- 
tics and acting too slowly to counter the business recession. 


bo 
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How 
Earl Singleton* 
cut the cost of 


erinding heavy 





traction gears 


* Abrasive Engineer with Bay State distributor 
Browning Tool & Supply Co., Indianapolis. 





He started by specifying a 14” wheel that cost 
14% less than its predecessor and held form better. 
Then he tried a 15” wheel, figuring that a slightly 
larger wheel might also grind more pieces per 
wheel. It did. After stringent safety tests, the 15“ 
wheel was put to work and more than doubled 
production ... from 16-17 pieces to 35-36 per 
wheel. Down time was cut, too. 

Purchasing Agents, as well as operators and 
proprietors, find Earl Singleton helpful because he 
frequently comes up with ideas that not only im- 
prove grinding efficiency but cut costs, too. The 


same applies to your Bay State distributor. Better 
grinding at lower cost is his business, too. 


Bay State specification cut wheel cost 14% ...and wheel held form so 
well that wheel life was doubled under regular production conditions. 





Sp ae 
WHEELS of PROGRESS 


BAY STATE 
Si” ABRASIVES 


Bay State Abrasive Products Co., Westboro, Massachusetts. 
In Canada: Bay State Abrasive Products Co., (Canada) Ltd., Brantford, Ontario. 
Branch Offices and Warehouses: Bristol, Conn., Chicago, Cleveland, Detroit, Pittsburgh. Distributors: All principal cities. 
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has been a factor in sustaining 
marginal producers of metals— 
particularly nonferrous. 

Now, a report by a _ special 
stockpile advisory committee, 
headed by Chairman Holman D. 
Pettibone, says that we have 
enough in our stockpile, with a 
few minor exceptions, to “easily 
support an expanded defense in- 
dustry for several war years.” 
The thinking is that if the war 
is non-nuclear, the materials 
would go into war industry and 
essential civilian industry. If nu- 
clear, the materials would be 
needed to rebuild the destruc- 
tion that is universally accepted as 
a quick aftermath of nuclear war 


End Stockpile Buying 

With the stockpile require- 
ments filled, the Pettibone report 
suggests that we stop buying, ex- 
cept for the dozen items still 
short of fulfillment and the buy- 
ing to which we are still com- 
mitted. Also, there are a number 
of contract buying requirements 
under which the Government is 
required to buy for the stock- 
pile if market price drops below 
the guaranteed price. 

The Pettibone concept has now 
been generally accepted. Stock- 
pile buying, if further pursued, 
will be a market supporting op- 
eration—not in any sense an 
emergency defense program. 

On the suggestion that we 
stockpile survival items, the pro- 
posal is that the government ac- 
cumulate a supply of items 
needed by our society to survive 
for six months in the event of 
nuclear attack. How much this 
would mean is presently un- 
known. The stockpile would con- 
sist of medical and pharmaceuti- 
cal supplies, shelter provisions, 
sanitation equipment and sup- 
plies, food and water supply. 

The Federal Civil Defense Ad- 
ministration has already accumu- 
lated a $200,000,000 level of sup- 
ply in so-called survival items, 
but the new proposal would rep- 
resent many times this level of 
supply. 

If the Government cut through 
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the usual procedural red tape, 
actual buying of “survival items” 
could begin late this year. 


e Scrap Prices Seen 
Continuing At Lows 


A NALYSIS OF price and sup- 
ply trends in iron and steel by top 
Government analysts shows the 
following: 

Changes in iron and steel oper- 
ating levels will be hard to clock 
until possibly the middle of May. 
An increase in orders placed now 
would still take six weeks to re- 
flect in operations. 

A price increase is inevitable 
July 1 when increased wages 
come due—an increase still ex- 
pected to be between $5 to $7 a 
ton. Buyers are not expected to 
do much hedge buying in antici- 
pation of higher prices. 

Price lows are expected to con- 
tinue in iron and steel scrap, but 
if there is an important pickup in 
steel mill operation, Government 
analysts expect a shortage of 
heavy melting grades. 





Foreign Scrap Demand Dips 


Foreign demand for iron and 
steel scrap will drop off somewhat 
this year. Europe is still calling 
for scrap, but at a reduced level, 
reflecting partial conversion to the 
direct reduction process. United 
Kingdom and European conver- 
sion to direct reduction reflects 
their dependence on low grade 
iron ore—also their inability to 
pay the high prices for coking 
grade coal. Direct reduction oper- 
ates on low grade ores and non- 
coking coals. Japan, however, is 
still calling for large tonnages of 
iron and steel scrap. 

The overall outlook for PA’s 
suggests continued low prices for 
iron and steel scrap. If some 
shortage of heavy melting scrap 
develops, prices in this grade will 
firm. The reason suggested for a 
possible shortage: melting scrap 
supply tends to reflect a 20- to 
25-year cycle — and _ shortages 
would reflect the low manufac- 
turing rates in the 1930’s. 





bh 
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RUGGED 
SALES APPEAL 


In Monarch Aluminum 
Permanent Mold Castings 





Monarch’s ‘‘One Source’’ analysis of 
their end-product casting requirements 
enabled O. M. Scott & Sons Company 
to compare all casting methods before 
freezing final design. Monarch engi- 
neers helped determine that aluminum 
permanent mold castings would pro- 
duce the best end-product performance. 





Monarch’s extensive services in cast- 
ing, machining and finishing provided 
completed castings ready for Scott’s 
assembly. 


This is a typical example of Monarch’s 
approach to more casting value per dol- 
lar. It is underwritten by vast experi- 
ence in mass-production of aluminum 
permanent mold, aluminum die casting, 
zinc die casting—machining and special- 
ized finishing. For details how it works 
write for our new brochure—Today. 


MANUFACTURING 
in MOLTEN 


ACHIEVEMENTS 
ALUMINUM 


MONARCH ALUMINUM MFG. COMPANY 


9205 Detroit Avenue Cleveland 2, Ohio 
For More Information Write No. 170 
on Inquiry Card—Page 32 . 
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Simonds gives these hardened High Spe¢ Rotary 











Files an extra-special terminal hardening empering 
which pays off to you with a sharp in Be in wear- ’ S | AY, | ‘@) N DB) S . 
resistance. This final operation gives the es their dis- SAW AND STEEL-CO.| 
tinctive black color. al 
And this black color now becomes the ‘‘market-mark’”’ of FITCHBURG, MASS 
the longest-lasting, fastest-cutting files of this type. 
Furnished in Hand Cut or Ground-from-Solid types in a Factory Branches in Boston, Chicago, San Francisco and Portland, Oregon 
: = Canedian Factory in Montreal, Que., Simonds Divisions. Simonds Steel Mill, 
full range of standard shapes and sizes. Special shapes made Lockport, N. Y., Heller Too! Co., Newcomerstown, Ohio 
to order. When dull, we can re-sharpen these files by re- Simonds Abrasive Co., Phila., Pa., and Arvida, Que., Conada 
grinding and repeating the terminal hardening process. For Fast Service trom Complete Stocks 
Try these easy-to-recognize, longer-lasting Simonds Call your gn, 
Rotary Files and get more for your file dollars. ONDS a .) 
Look for the Simonds name on the black shank. ar ceo N= 
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e Machine Tools To Be 
Sold By Government 


’ 
S oME 12,000 machine tools will 
be declared surplus by the De- 
fense Department in fiscal ’58. 
This represents about 1,000 more 
surplus tools than in fiscal °57 

Office of Defense Mobilization 
officials point out for purchasing 
agents that, while more tools will 
be declared surplus, fewer will be 
sold on the open market, and of 
those sold most will be “junk.” 

Reason for this hold-back of 
tools, from the market is three- 
fold: (1) a larger number of tools 
will be held in the national re- 
serve to repair disaster in case of 
enemy attack, (2) tools declared 
surplus in fiscal ’58 will be gen- 
eral purpose tools, many in good 
condition, and these will be 
snapped up by other Federal 
agencies and foreign governments, 
and (3) the Government will drag 
its feet in selling tools at public 
sales in view of the economic 
plight of the machine tool indus 
try. 


e Increased Nuclear 
Power Development? 


" 
I: ROM THE standpoint of eco- 
nomics, government and industry 
sources contend that we are go- 
ing about as far and as fast in 
the development of nuclear pow- 
er reactors as conditions warrant. 
Dr. N. Hilberry, director of the 
Argonne National Laboratory, be- 
lieves that this country will not 
really need nuclear power for 
some 15 to 20 years, and that the 
present program of reactor de- 
velopment will meet the projected 
needs. Francis K. McCune, gen- 
eral manager of GE’s Atomic 
Products Division, made a similar 
statement before the Joint Con- 
gressional Committee on Atomic 
Energy. McCune pointed out that 
this country has “a great deal of 
coal and uses it more effectively 
than any other nation to produce 
power.”—A. N. Wecksler 
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ENGINE 
COMPONENTS 
by LAVELLE 


From propeller spinners and cuffs, to flame holders, shrouds, 
combustion chambers, liners, exhaust nozzles and tail pipe 
assemblies —major manufacturers rely on Lavelle components 
to meet exacting performance standards required of today’s 
turbo prop and turbo jet powered aircraft. 














Lavelle has the seasoned experience plus advanced facilities 
and skilled personnel to produce the most critical engine, 
missile, airframe and radar components to rigid government 
or commercial specifications . . . in stainless steel, titanium, 
aluminum, or heat resistant, high strength nickel alloys. 


Where your performance standards demand dependable delivery 
of precision welded sheet metal components or assemblies at 
reasonable cost . . . see Lavelle for the finest in specialized 
fabricating services. 









Write for illustrated brochure describing Lavelle’s services in detail. lO 


Op 


ZZ. Alle S 


LAVELLE AIRCRAFT CORPORATION - NEWTOWN, BUCKS COUNTY, PA. 
Between Philadelphia, Pa., and Trenton, N.dJ. 
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a must for 
your files... 


free data books 
from Allegheny 





SPECIAL STEELS FOR INDUSTRY . . . 16 pages, 
jam-packed with technical information on principal 
Allegheny Ludlum products: stainless, tool and 
electrical steels and Carmet carbide materials. In- 
cludes: a stainless steel Finder chart giving analyses, 
physical data, properties, etc.; data on stainless 
fabrication; stainless corrosion resistance to various 
media; charts on electrical materials and Carmet 
carbide materials; properties and treatment for 
principal A-L tool steels. 


STAINLESS STEEL IN PRODUCT DESIGN... 40 pages of 
useful engineering and fabricating data including practical 
examples showing where, when, how stainless steel improves 
design, adds benefits, helps sales. Information includes 
standard sizes and shapes; designing for lower costs in form- 
ing, joining, finishing, etc. with many pictures of actual 
products made and designed in stainless steel. 











PUBLICATION LIST. . . 8-page folder that lists and describes 
all the current publications offered by Allegheny ‘Ludlum: 9 
general publications, 14 on stainless, 10 on stainless applica- 
tions in specific industries, 16 technical data sheets on stain- 
less, 40 on tool steels, 20 on Carmet carbide materials, 5 on 
forgings and castings, 12 on electrical steels. There is a handy 
order form to use in getting the data you need. 







PUBLICATION 
LIST 





As the major producer of special alloy steels for industry, 
Allegheny Ludlum naturally offers much more than steel. 













TO OBTAIN Ten strategically located plants provide prompt mill deliveries 

copies of and stock shipments are made from warehouses in all indus- 

! trial centers. Staff specialists from the mills working with the 

apeytn te te Son the sales engineers from the sales office provide assistance when 


—— OO 


requested. Whenever you have a problem involving stainless, 
high-temperature, electrical, magnetic or tool steels or sintered 
carbides, let us help. Allegheny Ludlum Steel Corporation, 
Oliver Building, Pittsburgh 22, Pennsylvania. 


three valuable 
data books 
shown above, 
just address 
your request waw e704 


t ALLEGHENY 
DEPT. P-3A LU D LU ivi AL 


PIONEERING on the Horizons of Steel 












| asssoweny tuotum 
“) gresi comporation 
Cue qmpHis + PrTTesURON 22, PA 
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With this buying information at your fingertips a single 
phone call will get you fast, friendly service from your 
nearest Formica Sales Representative in these cities: 


Atlanta ° TRinity 2-3527 


Baltimore HA 6-7688 & HA 6-1088 
Birmingham TRemont 1-6862 


Boston (Quincy) MAyflower 9-4451 


Buffalo MO 2871 
Charlotte EXpress 9-0441 
. Chicago COrnelia 7-6400 
Cincinnati PRinceton 1-5400 
Cleveland ACademy 1-3400 
Dallas Fleetwood 7-1711 
Denver Florida 5-2377 
Detroit UNiversity 2-3813 


East Orange (NJ) 
Grand Rapids 
Hartford (West Hartford) ADams 6-2368 


ORange 2-9019 
GLendale 6-7436 


Holyoke (Mass) HOlyoke 3-0168 
Houston JAckson 4-7261 
indianapolis CLifford 5-8996 
Jacksonville EXbrook 8-4450 


Kansas City (Mo) Victor 2-1780 


Los Angeles RAymond 3-6411 


Louisville TWinbrook 6-1247 
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Memphis JAckson 6-0660 
Miami Highland 4-7373 
Milwaukee WOodruff 2-6056 
Minnecpolis WEst 5-1721 
Nashville AMherst 9-6186 


New Orleans VErnon 1-1301 


New York City MUrray Hill 3-7935 
Omaha REgent 7532 


Philadelphia (Upper Darby) 
GRanite 2-1150 


rast FONMICH 


delivery 
from stock... 


write for 
Free Formica Blue Book 


From this stock list, so compact that it would fit in your 
wallet, you can now implement your laminated plastic order 
by phone — save days of delay 


This valuable list contains information on Copper Clad 
grades carried in stock including XXXP-36 and Cirprint 
. +» plus full details on 

13 grades of engraving stock 

20 grades of standard sheet stock 


9 grades of 36” rod stock with diameters %” to 1” 
CN End Grain Material 


FR aa | Mail the coupon today for copy of 


the time and money saving Formica Blue Book. 


FORMICA CORPORATION 


Subsidiary of American Cyanamid, 4565 Spring Grove Ave., 
Cincinnati 32, Ohio 


©) Please send me copy of Free Formica Blue 
Book 


0 Include copy of Formica-4, the complete 


Pittsburgh LOcust 1-421] 
Portland (Ore) CApital 8-9211 
Rochester Hillside 5-4920 
St. Louis MOhawk 4-5306 
San Diego ACademy 2-0359 


San Francisco 
Seattle 
Toledo 

Tulsa 


Washington, D.C. 


(Silver Spring, Md.) 


York (Pa) 


For More Information Write No. 


GRaystone 4-1616 
AT 2-7954,-5 
CHerry 6-7462 
CHerry 2-7615 


JUniper 5-8390 
8-1907 





laminated plastic service 


Name 





Title 





Company 





Address 








City RS EEE 


Fi-1682 
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Bower Bearings, Inc., Detroit, Michigan, says, “Due to the compactness and 
completeness of Conover-Mast Purchasing Directory, it is the most used.” 


How to Cut Your 
Source-Finding Time in Half 


CONOVER-MAST PURCHASING DIRECTORY is de- 


signed especially for you. It is the handiest buying 
directory available for industrial purchasing men 
—like you. Compact, conveniently arranged— 
complete-in-one-volume — can be kept right on 
your desk. Just read the following advantages: 


g 
e A one-volume directory that is wholly industrial 
—no non-industrial listings to slow you up in get- 
ting what you want. 


e A directory that has 100% verified listings. 


e A directory that uses employment as a size indi- 
cator for each listed company—a most accurate 
measure. 


e A directory that has a modern typographical lay- 
out with coated paper stock.. 
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So, now ... if you want to find 
suppliers twice as fast, CMPD 
can do that for you. Use Con- 
OVER-MAST PURCHASING DIREC- 
TORY in place of the more cumbersome directories. 
Others who have done so now praise the complete- 
ness of CMPD and its time-saving features. Try 
it for one month on all your industrial purchases. 





Conover-Mast 
PURCHASING DIRECTORY 


205 EAST 42nd ST., NEW YORK 17, N. Y. 


BRANCH OFFICES 


CHICAGO + CLEVELAND + DETROIT - LOS ANGELES 
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Got a Real Tough Starting Problem ? 


Single-phase Type RA ‘2 to 15 hp. 


Wagner Repulsion-Start Induction Motors 
start heavy loads with low current 




































: : MOTOR STARTING TORQUES 
Phe Wagner Type RA is the work-horse of the single-phase - GET MORE STARTING = 
motor tield. It combines high starting torque lor quick easy TORQUE WITH THE - 
l } REPULSION START 
starts with low st irting current and minimun oht fhieker It SAME HORSEPOWER soo 
has a constant high oper iting spee d. ever inder overload ind 
i flat efheieneyv curve over a wide operatit range 


MOTOR STARTING CURRENTS 











: 40 
You practically eliminate service problems wher Ou power! 
tough single phase applications with Wagner RA Motors. They 
CAPACITOR START CAPACITOR START 
have unmatched ability to start high inertia or heavy triction j 
loads repeatedly ind they give many vears of unfailing service 





Let a Wagner Sales Engineer show you how these motors can REPULSION START 


AMPERES 


bye applied to vour needs. Call the nearest branch ofhce or write 
for Bulletin MU-220 


% OF FULL LOAD TORQUE 









Wagner Electric Corporation 


6400 Piymouth Ave., St. Louis 14, Mo. 
BRANCHES AND DISTRIBUTORS IN ALL PRINCIPAL CITIES 
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ONE HP, 1750 RPM, 60 CYCLES, 230 VOLTS 


Integral Ratings, 1-5 hp are available in the latest NEMA Frame Sizes 


H. P. OLD FRAME SIZE PRESENT FRAME SIZE 


1 | 203 | 182 


| | t pole (1750 RPM, 60 cycle and 1450 RPM, 50 cycle) ratings 
™” | ei | — are interchangeable in mounting dimensions with capacitor 
a —— | a | start motors of the same ratings. 
225 215 


5 254 | 254U 
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Got a Normal Starting Application? 





EFFICIENT COOLING SYSTEM —The improved ven 


tilating system used in these motors directs a large 


volume of air through the motor to effectively reduce 
temperatures and add to motor life. Cross section 
above indicates direction of air flow 





Single-phase 
Type RK 
Ye through 5 hp. 


WAG N E rae QUICK BREAK SWITCH —The starting winding and 


capacitor are disconnected from the line by this 


CA PAC iTOR -STA. RT M OTTO R Ss Wagner Switch—test-proved to make more than a 


million makes and breaks the equivalent of two 


provide dependable starts... ane Se 
long troublefree life 


Here's the single-phase general purpose motor that gives more horsepower with 
less bulk—is rugged enough to permit direct mounting, compact enough to fit in 
tight spots. Available with sleeve or ball bearings with rigid bases or with 
resilient mountings for exceptionally quiet operation. 


ALL-ANGLE OPERATION 

The sleeve bearing design in fractjonal hp ratings, has a positive lubrication system 
that permits operation in any position. All angle mounting can mean important sav- 
ings in initial costs to manufacturers—can help the design engineer in a tight spot. 
You can get these motors from leading motor distributors in your community 
and from Wagner Sales Offices in 32 principal cities. Your Wagner Sales Engineer 
will be glad to help you select the right motor for your application. Wagner 


Bulletin MU-217 gives full details. 





MYLAR® INSULATION — Mylar-paper laminated 

slot insulation gives top protection against moisture, 

: ~ ° adds thermal stability, to give more application 

Wasner Electric Corporation versatility and longer life when unexpected over 

6400 Plymouth Ave., St. Louis 14, Mo. loads occur *DuPont Trademark 
BRANCHES AND DISTRIBUTORS IN ALL PRINCIPAL CITIES 


WAGNER “48" SPLIT PHASE MOTORS ... 1/6, 1/4, 1/3 hp. 


for low 


If you need a small fractional horsepower motor for use on fans and blowers or on 
starting a wide variety of easy-to-start machines and appliances, you can't beat the Wagner ‘'48" 
Type RB Motor. It offers all the advantages of the Type RK described above, with the exception 
torque of high torque capacitor starting. This smaller, lighter, limited use motor can solve 


by requirements many application problems economically. wnse-s 


3 225 | 21S 


5 254 254uU 


THE WATIONAL SCENE 








* 


NEW PARTS HANDLING SYSTEM CUTS G.E.’s COSTS, speeds product as- 
sembly and saves work space. At General Electric’s Syracuse and 
Auburn (N.Y.) Plants, TV sub-assemblies now travel quickly and 
safely in Kennett Receptacles. Snugly stacked and palletized for 


easy transport, compartmented Kennett Trays prevent damage to 


parts in transit 


end holdups between processing points 
work areas clear 


keep 
permit fast, economical processing. 








‘to )3 be he) > Oe 


NESTING, STACKING FEATURE SIMPLIFIES HANDLING 
and expedites assembly. Tapered design and 
metal guards permit compact nesting and stack- 
‘ing of Kennett Trays without harm to contents. 
Removable partitions segregate parts and give 
them further protection. Stacked and palletized 
trays are transported by fork truck to and from 
assembly stations. 
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NATIONAL CAN HELP YOU CUT COSTS 
TWO WAYS. If your problem is safety in 
materials handling, Kennett Receptacles 
by National can end it. For National Vul- 
canized Fibre is hard, glossy smooth, 
resilient and durable—won’t crack, dent 
or break—won’t rust or corrode. If your 
problem is speed and efficiency in handling, 
National can solve that too. A National 
Materials Handling Specialist is always 
available to help you adapt the broad Ken- 
nett Line of containers to your exact need. 

Simply ask for our booklet — MATERIALS 
IN Motion. No obligation, of course. 
Write direct to Dept. B-3 


JOB-DESIGNED FOR EVERY INDUSTRIAL 
PURPOSE, Kennett Receptacles are 
available in a wide variety of 
sizes, shapes and designs. All are 





@ NATIONAL 


Yr 
engineered of tough, resilient, VULCANIZED FIBRE co. 
long-wearing National Vulcanized WILMINGTON 99, DELAWARE 


me f, lifeti a In Caneda 
Fibre for a lifetime of service.  watigual FIBRE COMPANY OF CAWADA, LTD., Toronto 3, Ontarie 
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Why WOITy about Batteries... 


Specify gould and relax 


Dependable battery performance day in, day out is worth more to 
you than any other single benefit. Right? That’s why Gould has 
carefully perfected the design of Gould Batteries over long test 
years. Manufacturing techniques at Gould are also the result of 
patient development, so that today you are assured of maximum 
power, long life, and trouble-free operation with every Gould battery 
you buy. Ask for new booklet *...so you’re going to buy an industrial 
battery.”’ Write Gould-National Batteries, Inc., Trenton 7, N.J. 





America's Finest— 
Gould Industrial 
Truck Battery 


©1957 Gould-National Batteries, inc. 
Always Use Gould-National Automobile and Truck Batteries JUcre Fewer te You for Coulee 


For More Information Write No. 179 on Inquiry Card—Page 32 For More Information Write No. 180 on Inquiry Card—Page 32 
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4 protecting products the Caplug way 
can save you hundreds $$... for pennies spent 





quick to put on...and quick to take off... fit tremendous 
variety of tubing, threaded fittings and machined parts 


Caplugs 


take your pick from this big closure family 
...10 standardized styles...over 500 sizes in stock 





molded of flexible Polyethylene 
.«. Won't chip, break, shred or collapse 





Setd 


get a free handful of Caplugs like this 
in exchange for the coupon below 





CAPLUGS DIVISION, PROTECTIVE CLOSURES Co., INC. 
2201-5 Elmwood Ave., Buffalo 23, N. Y. 


Mail a free assortment of Caplugs, literature and prices 
to us, without obligation. 


NAME TITLE 





rimu 








ADDRESS 





tough enough to take abuse 
...yet, most kind to threads and polished surfaces erry ZONE __sTare 








How Frantz Manufacturing Co. improves 
with these (ss) products: Amerstrip, 


Serene id 


| 


” 


* 89 t¢¢06 


*hebaed 
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Springs with stamina. ,,.... 


and other Frantz building specialties. American Quality Springs are available in all sizes, shapes, and descriptions. They 


long-lasting American Quality Springs will go into garage doors 


are inspected through every stage of the manufacture and meet the highest standards of quality. 


PURCHASING 





| roller skates and garage doors | 
Amerled, and American Quality Springs 





A were IS USED in the manufacture of almost 
every part of the 15 types of Hustler Corporation 
skates made by Frantz. These skates will stand up 
under the punishing wear children may give them 

yet maintain their attractive finish. Amerstrip is 
tailored to each particular job . . . has the physical 
properties to assure a good performance and effi- 
cient manufacture. 

Tough, durable American Quality Springs play 
a major part in the smooth operation of Frantz 
garage doors. These quality springs make garage 
doors lower in cost and easier to operate than doors 
using counterweights—and they have proven 
equally durable. 








Amerled ups machining speed 17.4% 


Frantz has been machining its own axles and 
bearing cones for roller skates and conveyor wheels. 
Recently they switched to Grade “A” free-machin- 
ing USS Amerled. This easy-to-machine, lead- 
‘bearing steel meets all their requirements at lower 
cost as it permits them to increase machining speed 
from 320 to 375 S.F.M.—a 17.4% jump—with no 
loss in tool life . . . and less rejects. 

American Steel & Wire produces a complete line 
of manufacturers wire products. Our large techni- 
cal staff can tailor these items to fit your individual 
needs. Call our nearest Sales Office today. Ameri- 
can Steel & Wire, General Offices, Rockefeller 
Building, Cleveland 13, Ohio. 


Precision. In the top picture, wheels are 


being added to roller skates at Frantz’s final assemble 
table. In the bottom picture, a Bliss Roll Feed Punch 
Press is stamping ball races from 134” .047 USS 
Amerstrip at the rate of 195 per minute. Frantz also 
makes heels, toes, and channels from Amerstrip. 





USS, American, Amerstrip and Amerled 
are registered trademarks 


; American Steel & Wire 
Division of United States Steel 


Columbie-Ge » Stee! 8 7 ' P - . = Te ssee Coal & tron Division, Fairtield, Ala., Souther Distributors + United States Stee! Export Company. Distributors Abroad 
Solumbia-Geneva Stee! Div : . acit ast Distributors « esse » 


For More Information Write No. 182 on Inquiry Card—Page 32 
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WATCH FOR THE 
VALUE ANALYSIS IN ACTION EDITION 


OF PURCHASING MAGAZINE 
May 12, 1958 


This edition will contain important information on... 


HOW Value Analysis is applied in a small purchasing department. 
HOW Value Analysis training can be made to yield spectacular re- 
sults. 
HOW Value Analysis promotes teamwork between purchasing and 
engineering. 
HOW Value Analysis becomes an integral part of the Materials 
Management Program. 
HOW Value Analysis is applied to small quantity purchases. 
HOW to determine the real economics of hiring a full-time analyst. 
HOW a Value Analysis committee can be organized to get results. 
Also. .. HOW Value Analysis works in the process industries. 
AND... for the first time. .. there will be important 
information on... 





P Re-PRODUCTION P unchase A watysis ... What it is... how it 
works... how to use it in your own department. 


IN ADDITION ... 


this special edition will include about 500 actual case histories of 


audited savings... classified for easy reference into eight complete 
sections as follows: 
Materials Materials Handling 
Component Parts Packaging and Supplies 
Production Tools Office Equipment and Supplies 


Electrical Equipment MRO and Safety 


You’ll want to read and save the Value Analysis in Action edition 
of PURCHASING Magazine .. . published May 12, 1958. 


Order your extra copies NOW!... at the special price of $1.00 per 
copy. Regular price for this edition will be $1.50 per copy. Order 
NOW and save 33.3 percent. 


A Conover-Mast Publication . 205 East 42nd Street, New York 17, N. Y. 





For More Information Write No. 184 
on Inquiry Card—Page 32> 
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MORE OF THE GARLOCK 2,000 


fh MANNING, 
MAXWELL 
& MOORE: 


“Why do you specify Garlock 
Klozure® Oil Seals?” 





For the past five years, the Shaw-Box 
Crane and Hoist Division of Manning, 
Maxwell & Moore, Inc., Muskegon, Michi- 

an, have specified Garlock Klozure Oil 
Sesie for a r "Load-Lifter" Electric “Load-Lifter” Electric Hoist with 1000 

c o c = .* VU a , : a> . 

: : pound capacity. Circles indicate 
Hoists. Recently, we surveyed the com-— ; position of Garlock Klozure Oil Seals. 
pany to find what benefits they received 
by specifying Garlock. 


Here is their reply . Cross section of Model 51 Garlock Klozure 


Oil Seal designed for medium-speed rotary 
service and low pressure reciprocating 
service. Two of these seals are used on the 
motor pinion shaft and a specially designed 
Klozure Oil Seal on the rope drum of 

the Electric Hoist illustrated above. 


"We use Klozure Oil Seals for 
three primary reasons. 





1. dependability. Our hoist is designed 
for heavy duty use. A failure in any 
Oil seal would shortly render the 
hoist inoperable. Therefore, we must 
use oil seals consistent with the 

quality built into the entire hoist. 


2. long-life. The oil seal must permit 
easy maintenance and be reusable 
after hoist repair since replacement 
of oil seals during a minor overhaul 
is undesirable. 


r 
















e Oil Seals ean serve your 


\\. Ask your Garlock repre- 
tion from the 
{ different styles 
for every need. 


Garlock — 
anally we 
-ompany equally - 
ae for his recommenda 
se 3 7 e 
Garlock 2,000" --- two thous : 
Tc pe ‘ a a 
of packings, gaskets ee 
Or write for Klozure Catalog ~ 


5. standardization. The fact that Gar- 
lock can meet nearly every oil seal 
requirement permits us to attail 
greater standardization of hoi 
components." 








THE GARLOCK PACKING COMPANY, Palmyra, N.Y. 


For prompt service, contact one of our 30 sales offices and warehouses throughout the U.S. and Canada. 


Packings, Gaskets, Oil Seals, Mechanical Seals, 
ww. Fe Ku <> <~ Ke Molded and Extruded Rubber, Plastic Products 
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For quality components at competitive 


prices . . . specify precision parts made by 
the Mueller Brass Co.... 


as did these 3 nationally known manufacturers 


If you are purchasing non-ferrous components, you can get better quality and faster delivery from 
the Mueller Brass Co. without paying a premium. Mueller Brass Co. offers over 100 specialized 
alloys for every product design requirement and quality-controlled manufacturing gives you every 


42 


advantage, yet it costs no more. 






U. S. Instrument Corporation, Charlottesville, Va., selected 
abrasive-resistant Mueller bronze alloy bushings for their 
remarkable telephone selector switches after exhaustive 
tests of many materials. A vital communications link on 
today’s U. S. Naval vessels, these sound-powered telephone 
circuits must meet rigid Navy performance-standards. 
Such phones, for example, must have selector switches which 
ore capable of rotating for a minimum of 50,000 torturous 
cycles . . . 360° clockwise, followed by 360° counter- 
clockwise. In addition, the “O” ring must still form a water- 
tight seal AT THE END OF THE TEST! Of the many tested, 
a Mueller Brass Co. special manganese bronze alloy was 
the best one meeting these rigid specifications. 


There were other important reasons why these bushings 
were chosen by U. S. Instrument Corporation for this 


U. S. INSTRUMENT 
CORPORATION 


application. Resistance to abrasive action against the 
rubber “O" ring was a prime one . . . then, too, the stem 
assembly suffered severe pounding through the action of 
the indexing mechanism which, prior to the use of the Mueller 
Brass Co. alloy, caused repeated seizure of the component 
parts. In this particular application, the part was fabricated 
on an automatic screw machine rather than produced as a 
forging. The versatility of Mueller Brass Co. alloys makes 
them readily adaptable to the most economical method of 
fabrication dependent upon the size, shape, and end-use 
requirements of the part. 


In commenting on the success of this part, U. S. Instrument 
Corporation praised the alloy for its tensile strength 
(ordinary brasses could not withstand the 2000 ft. Ib. 
impacts without deformation), for its machinability and 
corrosion-resistance. 


MUELLER BRASS CO. 
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HARLEY-DAVIDSON 
MOTOR CO. 


Harley-Davidson motorcycles (made in Milwaukee, Wis- 
consin) have, since 1903, enjoyed a world famous reputa- 
tion for economical, reliable transportation. These versatile 
machines are ideally suited for pleasure, for commercial or 


business use, as well as the grueling demands of law en- employs Mueller Brass Co. bronze alloy forgings in the form 
forcement work. Harley-Davidsons boast a dependable of rocker-arm bearing caps. Subjected to violent temper- 
engine . . . one which can roll up an astounding mileage ature changes, fast starts and stops and road shock, Mueller 
record with little or no care. The painstaking selection of forgings are proving again and again that they have the 
every engine component is one important reason for this ability necessary to withstand almost any punishment... 
reliability. The new twin-cylinder Harley-Davidson 74 OHV and still provide unfailing service. 


JACOBSEN MFG. CO. 


Jacobsen Mfg. Co., Racine, Wisconsin, was among the first to produce a 
practical power mower for home use. That was more than 35 years ago! 
Today, Jacobsen power-mower dependability is evident itself in more than 
a dozen gleaming new models such as the popular Pacer, Lawn Queen, 
Manor and others. One of the most reliable components in the always 

* dependable Jacobsen hi-torque engine is a Mueller Brass Co. connecting 
rod forged from special bronze alloy. Jacobsen mowers with Mueller-forged 
connecting rods are called upon by some commercial users to operate as 
much as 8 hours daily, 6 days a week ... perhaps as much as 2000 hours 
a year. In searing summer temperatures, thru hours of constant operation, the 
high uniform strength of Mueller bronze forgings constantly withstands 
pounding and vibration with the same conspicuous success as in its many 
other applications. 





@ WRITE TODAY FOR THE 
ENGINEERING MANUAL YOU NEED 


Mueller Brass Co. Forgings 


Why not investigate these specialized alloys for your own Engineering Manual H-58565 


products. We welcome your inquiries. Our engineering staff 


will be happy to make specific recommendations. Both on Tuf Stuf Aluminum Bronze Alloys 
the proper alloy and the best method of fabrication to Engineering Manual H-58563 
meet your needs . . . exactly. Our engineering manuals "600" Series Bearing Alloys 
show many, many examples of how American manufacturers Engineering Manual FM-3000 


have used these alloys to great advantage. 
Copper Base Alloys in Rod Form 
Engineering Manval FM-3010 





227-R 
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ot water always on tap 


Ruud Engineers Say 


WOLVERINE TRUFIN’ 
HAS “NINE TIMES 
THE CAPACITY” 


In its nearly 70 years as a leading manufacturer of water 
heaters, Ruud Manufacturing Company of Kalamazoo, Mich- 
igan has established an enviable reputation for the outstanding 
efficiency and quality of its products. 





Contributing in a high degree to this efficiency and quality is 
Ruud’s use of Wolverine Trufin — the integrally finned heat 
exchanger tube manufactured by Wolverine Tube. 


Because of its great heat transfer capabilities Ruud uses high 
finned Trufin H/A and H/R as the heat exchangers of its water 
heaters. In describing these exchangers, Ruud engineers say 
“The heat exchangers consist of copper fin tubes (Wolverine 
Trufin) having nine times the heat absorbing capacity of plain 
tubing of like diameter.” 


Trufin’s tremendous capacity to transfer more BTU’s per foot 
of tube also helps Ruud design units that are extremely compact 
—requires only 342 square feet of floor space. And because 
Trufin’s fins are actually an integral part of the tube wall, they 
can never shake loose under the stresses of the temperatures and 
vibrations encountered in water heaters. 


Wolverine Trufin is the original integrally finned heat ex- 
changer tube. It is available in a wide range of alloys, types and 
sizes. If your product or manufacturing process calls for finned 
tube don’t settle for substitutes. Like Ruud, specify Wolverine 
Trufin. For complete information write for your copy of the 
Trufin Catalog. 


Wolverine Trufin is available in Canada through 
the Unifin Tube Company, London, Ontario. 





WOLVERINE TRUFIN Pink standart 
TYPE H/R 


CALUMET © WECLA, INC 
LUMET DIVISION 


WOLVERINE TUBE 





CALUMET @ HECLA, INC. 


‘ 17250 Southfield Road 
CALUMET @ HECLA OF CANADA LIMITED 

, WOLVERINE TUBE DIVISION Allen Park, Michigan 
ANADA VULCANIZER & EQUIPMENT CO. LTD poe 





WOLVERINE TRUFIN 
TYPE H/A 


TRUFIN TYPE H/R is used in the Ruud unit above 


PLANTS IN DETROIT, MICHIGAN, AND DECATUR, ALA. 
because of its tremendous heat absorbing capacity. 


SALES OFFICES IN PRINCIPAL CITIES 


EXPORT DEPT., 13 E. 40TH ST., NEW YORK 16, N.Y, 


For More Information Write No. 187 on Inquiry Card—Page 32 
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Information For Your Catalog Files 





AIR GAGE MEMBERS 
A 20-page manual-type brochure, No. 357, de- 
scribes air gage members for all types of circuits. 
A section deals with the 3 major types: back pres- 
sure, flow and differential 
Freeland Gauge Co. 


Write No. 1 on Inquiry Card—Page 32 


BEARINGS (BALL) 


A full range of ball bearings of instrument classi- 
fication is listed in a 2-color, 40-page catalog. Sec- 
tions supply instrument bearing equivalents of 
different makes. 


New Departure 
Write No. 2 on Inquiry Card—Page 32 


BELT DRIVES (TIMING) 


Catalog TB-58 (68 pp) supplies information on 
all five basic “timing” belt pitches (1/5”, 34”, 4” 


> 


7%” 144”). How to select, install and use these 
positive, lubrication-free drives is detailed. 
Morse Chain Co. 


Write No. 3 on Inquiry Card—Page 32 


CARBIDE PRODUCTS 


A colorful 24-page folder discusses facilities and 
methods for producing tungsten carbide products 
by both the hot and cold process. Brazing, grind- 
ing and finishing are presented 


Metal Carbides Corp. 
Write No. 4 on Inquiry Card—Page 32 


COATINGS (PROTECTIVE) 
Catalog No. 257 comprehensively deals with pro- 
tective coatings, both primers and finish. There 
are actual color chips of 102 different coating 
items. Surface preparation is covered. 
Rust-Oleum Corp. 
Write No. 5 on Inquiry Card—Page 32 


CONTACTS 


An aid to selection and application of electrical 
contacts for the original equipment field will be 
found in a 16-page catalog, No. C-520. It tells 
which contacts suit various uses. 
Gibson Electric Co. 
Write No. 6 on Inquiry Card—Page 32 
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CONTROLLERS 


Catalog No. 510 devotes 16 illustrated pages to a 
full line of indicating controllers for automatic 
control of pressure or temperature. Transmitters 
and receiver gages are also covered. 
United States Gauge 
Write No. 7 on Inquiry Card—Page 32 


CUTTING TOOLS 


An 8%” x 11” master manual deals with cutting 
tools of every type. Arranged in self-covered 
sections, all pertinent data, including price, are 
found in one place for easier reading. 


Morse Twist Drill & Machine Co. 
Write No. 8 on Inquiry Card—Page 32 


"DISTRIBUTION CENTER 


The 2-color bulletin, GEA-6619 contains 16 pages 
of data on a new dry-type integral distribution 
center for industrial plants. It shows how 1-piece 
construction saves space. 

General Electric Co. 


Write No. 9 on Inquiry Card—Page 32 


ELECTRODES 


How to select the most efficient electrode for any 
welding job is the subject of a 12-page, 2-color 
directory, No. 7000.1. At back is a wall chart for 
quick reference to pertinent data. 

The Lincoin Electric Co. 


Write No. 10 on Inquiry Card—Pgae 32 


ELECTRONIC PARTS 
All types of electronic parts and equipment are 
listed in a 188 page catalog. It has a detailed 
vacuum tube cress reference, listing almost all 
existing tubes for industrial uses. 
Gifford-Brewn, Inc. 
Write No. 11 on Inquiry Card—Page 32 


GAGES 
Good gaging practices, involving plain and thread 
plug and ring gages are fully described in a 16- 
page, 2-color primer. Tolerances and standard 
gage dimensions are given. 


Rite-O Tool & Gauge Co. 
Write No. 12 on Inquiry Card—Page 32 
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Information For Your Catalog Files 





GRINDING MACHINE ATTACHMENTS 


The 2-color catalog No. G-701 discusses numerous 
attachments for centertype, roll and centerless 
grinding machines. Their use increases versatility, 
keeping, otherwise idle, machines busy. 
The Cincinnati Milling Machine Co. 
Write No. 13 on Inquiry Card—Page 32 


HOISTS 


Frame 2 and Frame 3 electric hoists are covered 
in a 24-page booklet, E-58. Construction features 
of six types with capacities from % to 10 tons are 
explained through cut-away diagrams. 
American Chain & Cable Co. 
Write No. 14 on Inquiry Card—Page 32 


LADDERS 


How greater safety is achieved for persons work- 
ing above ground is shown in 20-page 2-color 
brochure, No. 158. It illustrates 35 ladder models 
of a new pyramid design. 
Ballymore Co. 
Write No. 15 on Inquiry Card—Page 32 


MATERIALS HANDLING EQUIPMENT 


Nearly 100 items, ranging from tiny automatic 
tongs, weighing only 1 lb, to massive units that 
lift loads of many tons, are illustrated and de- 
scribed in a 24-page loose leaf catalog. 
Midvale-Heppenstall Co. 
Write No. 16 on Inquiry Card—Page 32 


MOTORS 
The 12-page, 2-color bulletin, GEA-6134B, sup- 
plies design, dimension, rating, performance and 
application data on a line of fan and blower type 
shaded pole motors. 
General Electric Co. 
Write No. 17 on Inquiry Card—Page 32 


OPTICAL PARTS 


Catalog L-117 has been compiled to facilitate 
description of optical needs. In non-technical 
language, it supplies full information on un- 
mounted lenses, prisms and reflectors. 
Bausch & Lomb Optical Co. 
Write No. 18 on Inquiry Card—Page 32 
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PILLOW BLOCKS 


Copiously illustrated in 3 colors, a 12-page 
brochure describes advanced types of pillow 
blocks in bore sizes from 4%” to 2-15/16.” There 
are 2 pages of interchange tables. 
New Departure 
Write No. 19 on Inquiry Card—Page 32 


PLASTICS (EXTRUDED) 


The latest information on plastic complex shapes, 
rods, tubes and moldings is given in a 12-page 
illustrated brochure. It discusses thermoplastic 
materials suited for extrusion. 
Anchor Plastics Co., Inc. 
Write No. 20 on Inquiry Card—Page 32 


PLUMBING FIXTURES 
A 36-page catalog reviews an entire line of 
plumbing features and related items. Four pages 
are devoted to six decorator colors. Rough-in 
drawings of every fixture are provided. 
Universal-Rundie 
Write No. 21 on Inquiry Card—Page 32 


ROLLER DIE COLD FORMED SHAPES 


Handbook MS 158 (48 pp.) illustrates the basic 
principles of this metal forming process. Material 
selection, dies, forming mills and typical metal 
shapes are covered. 
Van Huffel Tube Corp. 
Write No. 22 on Inquiry Card—Page 32 


SEALS (ROTARY SHAFT) 


A 12-page booklet discusses problems of seals 
for rotating shafts. It describes the principle of 
retaining gases, oils or other liquids under pres- 
sure. Photos accompany text. 
Muskegon Piston Ring Co. 
Write No. 23 on Inquiry Card—Page 32 


TOOLING 


Negative and positive rake tools, roller turner 
tools, boring bars and heavy duty tools, using 
“throw-away” inserts are covered in catalog, 
B-305. It includes 42 styles and 220 holders. 


Kennamental Inc. 
Write No. 24 on Inquiry Card—Page 32 
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40% SAVINGS 40% WASTE 





How to save up to 40% on towels 


It costs you nothing to switch over to a cabinet that will save up to 40% 
on towel costs—if you’re using ordinary roll or folded towels. 

Paper or linen. Why? Because the Westroll Cabinet at the left is 

loaned free of charge to purchasers of soft, absorbent Westroll Towelling. 


How do you save? 


With Westroll Cabinet’s amazing ability to control, but not limit, 

the use of towelling. Without realizing it, users take far less towelling 
than from other cabinets. As proven by over five years of savings by 
Westroll customers across the U. S. and Canada. 

Westroll Cabinets and Towelling also simplify washroom maintenance. 
Reduce litter. Keep washrooms neater. Load easily. Need refilling 
less frequently. 





Westroll Cabinets are tamperproof. They do not require adjustments or 
repairs. They are always available from your nearby West 
Representative. He’ll be glad to demonstrate Westroll in your office and arrange for a 


free trial. No obligation of ‘course. Just send the coupon. Or call your local West Office. 
Prearams and Specialties for pron en qeremenyenecainn sie es anne _-—--——— —-—— — — —. 
Protective Sanitation and Preventive Maintenance WEST CHEMICAL PRODUCTS INC., 42-16 West Street, Long Island City 1, N. Y. 





Branches in principal cities e In Canada: 5621-23 Casgrain Ave., Montreal 


Ly v . pi | Please send your free folder on cutting towel costs with Westroll. 


a Please have a West representative telephone for an appointment. 
HEMICAL 


| 
WE PRODUCTS INC ie ~ 
—— | Position - 
| = 


Mail this coupon with your letterhead to Dept. 15 




















WEST DISINFECTING DIVISION 
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EXTRA VALUE IS ADDED TO LOW-COST FASTENERS | v 
by the secondary functions performed by custom designed 


heads and shanks of Thomson 


~ wg 


Special Rivets. 


we as 


What Does Value Analysis 
of Special Rivets Reveal? 


Careful study of the cost-cutting 
possibilities of special rivets by your 
value analysis group will, I believe, 
lead you to two profitable conclusions. 
You’ll agree that no other fasteners 
offer you a comparable combination of 
versatility and economy. 


Subsequent investigation will lead 
you to conclude that no other source of 
special rivets can match the quality- 
price-delivery combination offered by 
Judson L. Thomson Mfg. Co. A closer 
look at the special rivets pictured 
above provides a logical starting point 
for your value analysis project. 


Look at their heads: Cold-headed by 
a single, high-speed operation or 
capped by a low-cost secondary opera- 
tion, Thomson Special Rivets serve as 
cam followers, studs, stops, electrical 
contacts, decorative spots, protective 
buttons, coding, and trade-marking 
devices and other multi-purpose 
fasteners. 


Look at their shanks! Shouldered by 
the cold-heading process, or by sup- 
plementary turning, Thomson Special 
Rivets double as pivots and fasteners. 
With deep-drilled or split shanks, they 
become self-piercing fasteners for lug- 
gage, brake linings, sporting goods, 
and similar assemblies. Made in male 
and female pairs, they become com- 
pression rivets which are widely used 
for handle fastening by the cutlery 
industry. Consideration of such ap- 


plications may guide your value analy- 
sis group toward design changes or 
parts substitutions that will cut costs 
substantially. 


Look to Thomson! Since 1885 thous- 
ands of fastening problems have been 
solved by Thomson Special Rivets and 
custom-tooled rivet setting machines. 
Our file includes more then 8000 rivet 
specifications, in either die or print 
form. The chances are that one of 
them will fit your requirements. If not, 
our design, engineering and produc- 
tion facilities promise early delivery 
of test samples and production runs. 
More than 250 Thomson Rivet-Setting 
Machine models can be quickly and 
easily adapted to fit any new problem. 
Automatic hopper feed, multiple rivet- 
setting heads, radial and turret feeds 
and special load fixtures are common 
accessories that increase assembly 
speed. 

Free ‘‘Fastener Fact File"’ 

Our new manual on all phases of 
riveting belongs in the hands of every- 
body who buys or specifies rivets. It 
covers rivet types, applications, ma- 
terials, finishes and other factors that 
determine selection of the right design 
and machine for cutting fastening 
costs. Request your copy today. Write 
Judson L. Thomson 
Manufacturing 
Company, De- 
partment P, 

Waltham 54, Mass. 


Gy supson t. Jf (t] OPISOL|) mec. co., warrnam sa, mass. 


SEE US AT BOOTH 308 AT THE DESIGN SHOW 








For More Information Write No. 


BN 
oo 


189 on Inquiry Card—Page 32 


4 VAL BAO 


Catalog Files 





TUBING 
A data card, TDC-115D, de- 


tails dimensional tolerances, 
both cold-drawn and _ hot 
finished, of round, seamless 


carbon and alloy steel me- 
chanical tubing under various 
conditions. 


Write No. 25 on Inquiry Card—Page 32 


TUBES (CONDENSER) 
Fully illustrated manual B-2 
discusses in 44 pages applica- 
tion and installation of copper 


and copper alloy condenser 
and heat exchanger tubes. 
Also, plates for tube sheets, 


and baffles. 
The American Brass Co. 


Write No. 26 on Inquiry Card—Paze 32 


VACUUM COMPONENTS 


A 16-page product summary 
and price list details a full line 
of standard and custom high 
vacuum components and 
equipment. It includes all 
types of mechanical and dif- 
fusion pumps, etc. 


NRC Equipment Corp. 
Write No. 27 on Inquiry Card—Page 32 


VALVES (CONTROL) 


Full details on the construc- 
tion of a line of 3-way control 
valves are supplied in 4-page 
folder $810-16. Single and 
double seated units for mixing 
or diverting service are cov- 
ered. 


Minneapolis-Honeywell Regulator Co. 


Write No. 28 on Inquiry Card—Page 32 


VIBRATION GENERATOR 
SYSTEMS 


The 8-page bulletin C10 de- 
scribes motion and sine wave 
vibration generating systems 
for use by test engineers in 
the metal working industry 
engaged in vibration analysis 
of parts. 


MB Mfg. Co. 


Write No. 29 on Inquiry Card—Page 32 .- 
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How a local phone call found 


critically needed 


... 2,000 miles. away! 


tor John Ziemba 
Materials Estimator 

Cook Technological Center 
of Cook Electric Company 


Morton Grove, Illinois 


“Recently, we desperately needed a special piece of 
2-inch 7075-T6 aluminum plate, 48 inches wide, 
produced to QQA specifications. Without it a criti- 
cal part of our ballistic missile program would have 


been interrupted,” says Mr. Ziemba. 


“So, we called U. S. Steel Supply’s local office, 
explained our problem, and gave them the job. They 
immediately located the much-needed material in 
their Los Angeles Warehouse. Shipping details were 
handled swiftly and accurately, and the aluminum 


was in our plant seven days later.” 


Critical materials, such as aircraft quality alumi- 
num and special stainless steels, can be located 
quickly and delivered promptly, because U. S. Steel 
Supply has a smooth-running system of 18 ware- 


houses stretching from coast to coast 


U. S. Steel Supply ranks high as an aluminum 
distributor, and many aluminum buyers have bene- 
fited from U. S. Steel Supply’s prompt, efficient 
service. If you want to learn more about this service, 
and how U. S. Steel Supply’s far-reaching network 
of warehouses can help you, write to the address 


listed below, now. 


U.S. Steel Supply 


Division of 


aluminum 





(iss) United States Steel 


Mailing Address: P. O. Box 1099, Dept. S3, Chicago 90, III. . General Offices: 208 So. La Salle St., Chicago 4, Ill. 
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+ VAL BANG 


is serious, since the plant works 24 hours a day. Here is just such a 


HFLPI A production breakdown in a cannery during harvesting season 


s breakdown. The place: California—the date: September 23, 1957. 





12:45 A.M. Frank Bellato, Thermovac, Inc. has just checked * 
the mofor inventory in his Stockton office. He was unsuccessful 
in finding a motor to replace one on some Thermovac 
equipment that was smashed. Bellato calls Reliance for a 
replacement. 





« 


Reliance has reserved for Thermovac at the Reliance Dis- 
tribution and Modification Center in Burlingame. The motor 
had been modified, tested and boxed for shipment before 
stocking. 





7:45 A.M. The new Reliance Motor is installed and ready 
for the first shift. Only eight hours of production have been 
lost because Thermovac had the foresight to request that 
Reliance inventory motors for them, and because Frank 
Bellato and Noble Pryor met an impossible delivery time. 






1:17 A.M. Pryor selects the right motor from the stock ® 2:15 A.M. Pryor meets Bellato at San Francisco International 





12:52 A.M. Noble Pryor, Reliance, verifies the availability 
of the motor from Thermovac’s reserve inventory. Arrange- 
ments are made for Bellato to pick up the motor at the air- 
port in his company plane. The Reliance Customer-Tailored 
Inventory Plan has paid off. 


Airport. The motor is loaded and tied down in the back of 
Thermovac's Cessna. Bellato gets off the ground at 3:00 a.m., 
and heads east for the half hour flight to Modesto-Municipal 
Airport. 


Noble Pryor doesn’t like to get out of bed in the middle | 
of the night, but he and the men at all of Reliance’s 16 
Distribution Centers stand ready to-help a customer, 
anytime. 


It is this ability to deliver that is making the Reliance 
Customer-Tailored Inventory Plan an outstanding suc- 
cess. You can use Reliance facilities to warehouse your 
inventory, and buy your motors just as you need them. 


Get the complete details from your Reliance repre- 
sentative, or write today for your copy of Customer- 
Tailored Inventory Plan, Bulletin No. A-2507. 


RELIANCE thinset 


{} DEPT. 253A, CLEVELAND 17, OHIO 


CANADIAN DIVISION: TORONTO, ONTARIO 
Sales Offices and Distributors in principal cities 
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Gear Blanks... of any shape or size... 
we cast them in 


Whatever the shape or size of the gear blank you need, NBD can 
cast it for you in gear bronze, nickel bronze, aluminum bronze, 
manganese bronze—to your specifications. Want iron or steel hubs 
cast in? We can do it. Want castings furnished rough, rough machined, 

| or finished machined? Want sand castings, shell moldings, chilled rim 
or chilled three sides? You name it. 

And we cast many blanks centrifugally . . . in sizes up to and even 
beyond 72” in diameter. Centrifugally cast gears have proved their 
added strength, toughness and long-wearing characteristics for many 
problem applications. Perhaps they can do a job for you. 

Got a metallurgical problem? NBD specializes in bronze metal- 





lurgy and casting techniques; has developed over 40 special alloys for 
ie aners est cur enntielie gear blanks, bushings, bearings, pump components and other parts. 

Take advantage of NBD’s experience and knowledge of bronze 
alloys. Three strategically located plants are available to give you fast 
service. Call or write us for quotes or information. 


———— NATIONAL BEARING DIVISION 
Brake Shoe 717 Grant Building, Pittsburgh 19, Pennsyivania 


OMPANY PLANTS IN: CHICAGO, ST. LOUIS, MEADVILLE, PA. 
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BRA-MOUNT FELIS 





Durable American Felts 
Eliminate Up To 85% 
Of Transmitted Vibration 













Vibra-Mount Felts are used as base supports 
to level and isolate vibrating machinery ... as in- 
sulating materials with which to protect sensitive 
instruments and equipments. In terms of cperating 
efficiency, these resilient Felts eliminate up to 85% 

of normally transmitted vibration...in most cases 
no bolts or lags are needed to hold machinery in place. 
Vibra-Mount Felts are inexpensive, easy to install 
. . cut to fit and they are ready to apply with attached 
adhesive . . . can be reused for even greater economy. 
Standard Vibra-Mount Felt pads fit all conventional 
needs... consult our Engineering Staff for special re- 
quirement data... for standard Vibra-Mount information, 
write for Data Sheet #10, on company letterhead please. 
Remember: American Felt Company provides the larg- 
est and best equipped staff of product engineers in the Felt 
industry with engineered materials for seals, wicks, filters, 
insulation, decoration... 




























and Research 
Laboratories 
74 Glenville Road TRADE MARK 
Glenville, Conn. 


fw soto American 
Com Kent 
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Suppliers In The News 


Three new district sales mana- 
gers have been appointed by Man- 
ning, Maxwell & Moore, Inc., 
Stratford, Connecticut. Robert L. 
Logan, formerly in charge of the 
company’s southeast sales district 
and headquartered in Atlanta, 
Georgia, has been named manager 
for the mid-continent district out 
of Tulsa, Oklahoma. Succeeding 
Mr. Logan in Atlanta is Lamar F 
Kirby, formerly a company sales 
engineer. Arthur H. Barnes has 
been appointed district manager 
for the Pacific coast with head- 
quarters in Los Angeles. He suc- 
. ceeds E. H. Price who has retired 
from the company. 


Michigar Seamless Tube Com- 
pany, South Lyon, Michigan has 
named Oswald Tower, Jr. sales 
manager. He joined the company 
in 1955. Mr. Tower became plant 
superintendent in 1956. He will 
continue his duties as assistant to 
the president, a position that he 
has held since January, 1957 


John T. Harris has been ap- 
pointed national sales manager 
by the Ideal Stencil Machine 


Company, Belleville, Illinois. For 
the past four years he has served 





John T. Harris 


as sales manager of the company’s 
New York office. Mr. Harris will 
pursue a program of close 
ordination with the firm’s 
representatives and dealers. 


Co- 


sales 


Marcu 31, 1958 


American LaFrance Corpora- 
tion, Elmira, New York, has an- 
nounced the appointment of Burt 
Sloan, Great Neck, New York, as 
manufacturer’s agent for the Pro- 
texall dry chemical fire extin- 
guisher. Mr. Sloan’s territory will 
include metropolitan New York 
and Northern New Jersey. 


A. H. Barrere, Jr., has been 
made assistant sales manager of 
the Baldor Electric Company, St. 


Louis, Missouri. Mr.- Barrere 
joined the company in 1955 as 
factory representative. He was 


previously associated with Hank’s 
Electric Motor Service, Las Ve- 


gas, Nevada 


Conrad F. Winn kas _ been 
named district manager of sales 
for the southern California terri- 
tory of Titan Metal Manufactur- 
ing Company, Newark, Califormia. 
The headquarters office has been 
established at 315 E. Ninth Street, 
Los Angeles. 


The L. S. Starrett Company, 
Athol, Massachusetts has named 
Reginald E. Brackett assistant 
sales manager. Mr. Brackett has 
been associated with the company 





Reginald E. Brackett 


since 1930 in various phases of 
sales work. Along with his new 
duties, he will continue in charge 
of the company’s dial gage divi- 
$10n. 





James M. Stevenson has been 
appointed sales manager of vac- 
uum melted products of the met- 
allurgical products department of 
General Electric Company, De- 
troit, Michigan. Formerly a die 
sales engineer in the Philadelphia 
area, Mr. Stevenson has been with 
the company for eight years. He 
has been a training school instruc- 
tor, tool sales engineer, tool and 
die sales engineer and die sales 
engineer for the firm. 


The Yale & Towne Manufac- 
turing Company, Philadelphia, 
Permsylvania, has established a 
factory branch for the sale and 
service of industrial lift trucks in 
San Diego, California. Operating 
under the direction of the com- 
pany branch in Los Angeles, the 
San Diego facility is located at 
6055 Fairmount Extension. James 
B. Cunningham has been named 
manager. He has more than 15 
years experience and has been 
service manager of the Los An- 
geles branch. 


The American Screw Company, 
Willimantic, Connecticut, has an- 
nounced the appointment of John 
R. Tinelli as area representative 





John R. Tirelli 


in the Long Island and Metropoli- 
tan New York territory. Mr. Tin- 
elli has been employed in the 
hardware and industrial fields for 
the past ten years. 
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Suppliers in the News 


Robert K. Waldren has been 
made Midwest major account rep- 
resentative in Chicago for Hyster 
Company, Portland, Oregon. Mr. 





Robert K. Waldren 


Waldren joined the company in 
1957 following several years of 
retail selling with M. H. Equip- 
ment, Inc., Hyster dealers in 
Peoria, Illinois, and St. Louis, 
Missouri. In his new position, Mr. 
Waldren will work with the com- 
pany’s domestic dealers in estab- 
lishing contact with major com- 
panies with headquarters in Chi- 
cago. 


C. M. Capka has been named 
general manager of Despatch 
Oven Company, Minneapolis. For 
the past eight years, Mr. Capka 





C. M. Capka 


has been associated with the 
Eclipse Fuel Engineering Com- 
pany, Rockford, Illinois, as sales 
manager of the Industrial Com- 
bustion Division. Prior to that, 
he had sales, service and en- 


54 


gineering responsibilities with the 
Peabody Engineering Corpora- 
tion, Stamford, Connecticut. 


The Sohio Chemical Company, 


Lima, Ohio, has announced the_ 


reassignment of Stephen B. Simon 
and Harrold W. Goodnight to new 
positions. Mr. Simon, formerly as- 
sistant to the sales manager, has 
been named product distribution 
coordinator. Mr. Goodnight has 
been transferred from an indus- 
trial sales position with the com- 
pany to replace Mr. Simon as 
assistant to the sales manager. 


The appointment of Frank H. 
Hurless to the position of sales 
manager has been announced by 
Anaconda Sales Company, New 





Frank H. Hurless 


York. Mr. Hurless started his 
career with the organization in 
1922 at Akron, Ohio for a former 
subsidiary, International Lead Re- 
fining Company. From 1929 until 
1948, Mr. Hurless had been sales 
manager of the pigment division, 
International Smelting and Re- 
fining Company, East Chicago, 
Indiana. He then became assistant 
to the vice president of the com- 
pany with offices in New York 
City. He has been assistant sales 
manager of the Anaconda Sales 
Company since 1954. 


Cecil A. Cherry has been named 
a steel sales representative in the 
Buffalo area for A. M. Byers Com- 
pany, Pittsburgh. 





The promotion of Laurence S. 
Haynes, Jr. as eastern manager 
of General Logistics sales, has 
been announced by the General 





Laurence S. Haynes Jr. 


Logistics Division of Aeroquip 
Corporation, Pasadena, California. 
His duties will include responsi- 
bility for both OEM and distribu- 
tor sales in the thirty-eight states 
east of the Rocky Mountains. Mr. ° 
Haynes joined the corporation in 
1947 as an industrial sales en- 
gineer, and was most recently 
regional manager of marine sales 
in the territory headquartered in 
Philadelphia. 


John F. Bates has been appoint- 
ed manager, builders hardware 
sales by Stanley Hardware, di- 
vision of the Stanley Works, New 





7 


John F. Bates 


Britain, Connecticut. Mr. Bates 
has been manager of sales of the 
Eastern region of the division 
since July, 1956. 
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Now...from 





Morse Chain 





New \\yom Couplings 


Cost 20% less, need no lubrication, last indefinitely! 


New Morse Nylon Flexible Couplings cost less to buy 
and maintain than steel couplings. They use economical, 
stock roller chain sprockets—need no protective cover. 
They last longer, too . . . operate without lubrication 
because friction and wear are negligible. 

Order complete couplings—'%" pitch links plus stock 
sprockets (plain, finished bore, or taper-lock)—or buy 
just the links and use your own sprockets. Morse 
Nylon Couplings, made of Du Pont “‘Zytel’’ resin, are 


IN POWER TRANSMISSION 
THE TOUGH JOBS COME TO 


REMEMBER: Only Morse offers all four flexible couplings: Chain, 


ideal for loads from fractional to 40 h.p. and speeds 
from 500 to 5000 rpm. And they adjust to misalignment. 

For facts on Nylon Couplings, or the other couplings 
in the most complete line ever offered, call your local 
Morse Distributor. He’s listed in the Yellow Pages 
under “Power Transmission”. Or write: MORSE 
CHAIN COMPANY, DEPT. 15-38, ITHACA, NEW 
YORK. Export Sales: Borg-Warner International, 
Chicago 3, Illinois. 








*Trademark 


Morflex and Radial, Morflex and Radial Driveshafts, and Nylon 


Visit Morse at the Design Engineering Show in Chicago, April 14-17, Booth 945-949 


Marcx 31, 1958 


For More Information Write No. 194 on Inquiry Card—Page 32 


55 











. EURCHASING 


When you buy from U. S. Steel 


STEERS, 2 FASS IN ACTION: 
FACILITIES 


This offshore drilling rig weighs in at 
8 million pounds. It was designed by 
the owner, Kerr McGee Industries, and 
is 100’ high, 242’ long, 202’ wide—the 
twin of the world’s largest ocean-going 
drilling barge. Despite the size of this 
monster rig, our American Bridge Di- 
vision built it in just two pieces, using 
our extra-wide 120-foot marine ways at 
Orange, Texas—a good example of the 
unexcelled steel facilities you can count 
on at United States Steel. 


STEEL, 4 FEUS IN ACTION: 
MARKETING ASSISTANCE 


At United States Steel, we spend a lot 
of time trying to sell our customers’ 
products. For example, this picture was 
taken at the Chemical Industries Ex- 
position. The United States Steel ex- 
hibit explained the many advantages of 
Stainless Steel chemical equipment 
made by our customers. Result: our 
customers sell more equipment because 
our promotional activities help to pre- 
sell products made of USS steels. 


SPSS,» PONS IN ACTION: 
RESEARCH 


U.S. Steel has an unusual X-ray gage 
that measures the thickness of tin on 
tinplate. The X-rays penetrate the tin 
coating, causing the iron atoms in the 
steel base to fluoresce and emit X-rays 
of their own. As these new X-rays 
emerge from the base, they are par- 
tially absorbed by the tin coating as 
they pass through. This absorption is 
measured with a Geiger counter, which 
tells us how thick the tin coating is. 
USS is a registered trademark 








American Bridge + American Steel & Wire and Cyclone Fence - Columbia-Geneva Steel - Consolidated Western Steel - National Tube + Oil Well Supply 
Tennessee Coal & Iron « United States Steel Homes + United States Steel Products + United States Steel Supply and Gerrard Steel Strapping 


United States Steel Export Company - Universal Atlas Cement Company - 
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STES,_ 2 MAUS IN ACTION: TECHNICAL ASSISTANCE 


One of Amerock Corporation’s hardware products is a deep draw yet hard enough to retain a finish suitable 

window sash lift, and it became necessary for them to for plating. Metallurgists from American Steel & Wire 

substitute a less expensive metal in its manufacture. Division suggested a special cold rolled strip steel that 
' They needed a metal soft enough to take the extremely solved the problem where all others had failed. 


United States Steel 
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Here’s a NEW WELDING TORCH that’s 
WATERTIGHT... buitt for HEAVY-DUTY SERVICE 


... yet weighs only 1 OUNCES! 


This new HevLiARC HW-18 Hand Welding Torch weighs 
only 7 ounces, making it easy for you to handle, less 
tiring. The special one-piece water cooling channel elimi- 
nates sources of leakage. And it’s made for rugged, heavy- 
duty service. 



















































YOU GET BETTER SHIELDING 
WITH LESS GAS 


Improved design of collet body and 
closer electrode fit assure uniform ar- 
gon flow, without jetting or turbulence. 


GIVES YOU RUGGED SERVICE 


Torch body is Fiberglas-reinforced phe- 
nolic for greater resistance to heat and 
thermal shock. Handle is tough, pol- 
ished plastic. Gas cups have 4 times the 
impact strength of ordinary cups. 





LEAKPROOF 

Molded, one-piece water cooling pas- 
sage has no joints to permit leakage — 
no water drip to contaminate welds. 





<q Diagram shows leak-} 
proof, one-piece water 
cooling passage in 
LINDE’s new HELIARC 
HW-18 Hand Welding 
Torch. 


EASY, MORE ECONOMICAL 
MAINTENANCE 


Collets, collet bodies, cups and caps are 
interchangeable with those of your HW- 
17 Series 2 Torch. All couplings have 
standard IAA connections, and adap- 
tors are included. Your preduction costs 
are lowered, too, for the new HW-18 
saves time in hard-to-reach spots. Torch 
is designed for continuous 300-amp 
service, a-c or d-c. 


See and try this new HELIARC HW-18 Torch! For a 
demonstration, mail coupon today. Or call your dis- 
tributor or nearest LINDE office. LINDE COMPANY, 
Division of Union Carbide Corporation, 30 East 42nd 
Street, New York 17, N. Y. Offices in other principal 
cities. In Canada: Linde Company, Division of 


Union Carbide Canada Limited. \ i. 
Dept. PC-35, Linve Company, Division of UCC! 
=," 


30 East 42nd Street, New York 17, N. Y. ! ARGON SHUT-OFF VALVE 
| 
| 
| 
| FOR THE BEST IN 
| 
| 
| 


(Optional) saves time, steps and argon. 


NAME 





Please advise me where and when I can examine 
ELECTRIC WELDING 


and try out the new HELIARC HW-18 Hand Weld- 
.00K 10 Mende (et -1-11>) = 


ing Torch. 
TRACE MARK 


COMPANY 
STREET 
CaTY ZONE STATE 


A A A ST — o_o oe oe) 


- 
| 
! 
| 
! 
1 
I 
! 
| 
I 
L 





The terms “Linde,” ‘‘Heliarc,”’ and “‘Union Carbide” are registered trade-marks ef Union Carbide Corporation. 
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hoower locks tube in. dirt out 
for the lifetime of the bearing 


with contact | 
seals of : 


% 
WUBAN, 
J 4 





OTHER HOOVER 
QUALITY BALL BEARINGS: 


Hoover is first to seal ball bearings with TEFLON! Hoover ; - ’ 
(light, medium, heavy series) 


makes sure that lube stays in, dirt stays away from the 
smooth, mirror-like working surfaces of high quality Micro- ® Single and Double Shield 
Velvet Lapped Balls and pete Honed Raceways. You get 
greatly extended bearing life. 

Why TEFLON for seals? TEFLON is the remarkable new 





e Single Row Radial 
e Combination Felt Seal and Shield 


product of chemistry . . . extra tough . . . extra long wearing * Double Row 
. and so slippery that there is practically no torque e Cartridge 

resistance. Hoover seals are ingeniously engineered to main- 

tain positive contact and improve lube circulation. Perman- WEW! BULLETIN 

ently attached full metal shields lock the seals within the pn 

bearing, safe from damage. Reever Reusiads 
Use Hoover Ball Bearings with single or double seals of with Seals of TEF- 

TEFLON for high speed applications, electric motors, or where- LON. To get your 


copy, just return the 
coupon below. 





ever periodic lubrication or maintenance is not practical, 
as in sealed units. They are available in both light and 
medium series. Hoover Ball and Bearing Company 

Ann Arbor, Michigan 

Please mail my copy of Bulletin No. 100 on 
Hoover Bearings with Seals of TEFLON. 


*TEFLON is DuPont's Trademark for its Fluorocarbon Resins. 
M icro- Velvet and Hoover Honed are Hoover Trademarks 








BALL AND BEARING COMPANY Address —— ———_____ 
ANN ARBOR, MICHIGAN City State 
SALES OFFICE AND WAREHOUSE: 2020 SOUTH FIGUEROA, LOS ANGELES 7, CALIFORNIA P-14 
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MORSE 
“TOOLMASTER” 





‘ LLe 


MORSE 


Team is the 


Tor TI 


in the Cutting "Tool 





Here are the four hardest-hitting “linebackers” in the cut- 


ting tool industry . . . good people to have on your side. 
eet 0. <— mad al—saal aap 
From them you get the most in design, quality, service, and 


part of know-how in fitting the product to the job. 


Yes, if you want the most for your cutting-tool dollar, mark 
that order MORSE. 


And call your Morse-Franchised Distributor today. 


ge) ob at —t head: 
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Z| 


LA 


MORSE. 
MORSE “ FRANCHISED 
ENGINEER Ja DISTRIBUTOR 


MORSE 
DISTRICT SALES 
MANAGER 





y NX 





Industry 





MORSE TWIST DRILL & MACHINE COMPANY 
New Bedford, Massachusetts 
A Division of VAN NORMAN INDUSTRIES, INC 
Warehouses in New York, Chicago, Detroit, Dallas, San Francisco 


in Cutting Tools 
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‘IN FASTENERS 
\ SOUTHERN IS 


‘ 


progress 


Southern Screw Company speci- 
alizes in progrcss—through the 
manufacture of finer fasteners 
at less cost if you have 
@ production problem that can 
be solved by Southern Screw’s 
quality, speed, or service, let 
Southern fasteners show you 
the way toward a profitable 
solution. Southern specializes in 
screws AND 


progress and 


progress invariably includes 


a a ee 


Address: Southern Screw Co 
P. O. Box 1360, Statesville, 
North Carolina. 





A, 8, C, & F Tapping Screws 
Machine Screws & Nuts 
Carriage Bolts 
Stove Bolts 


Wood Screws 
Dowel Screws 
Hanger Bolts 
Wood & Type U Drive Screws 


WAREHOUSES: 
New York «¢ Dallas © Chicago © Los Angeles 


SCREW 


sTaTeswmie + 


COMPANY 


mente CAmeLina 
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f.o.b.—"filosofy of buying” 





Historica Note With a 
Present-Day Moral: 

A number of purchasing agents 
have an erroneous idea as to the 
value of their services. The error 
lies in the fact that they hold 


themselves too cheaply. The com-— 


mittee has endeavored to educate 
such men to the advisability of 
setting a proper price on their 
services, not only in justice to 
themselves but in justice to the 
profession of which they are. a 
part—From a report of the Em- 
ployment Committee of the Na- 
tional Association of Purchasing 
Agents, October, 1918. 


Venvor VALUE AWARD 
certificates (offered in the May, 
1957 Value Analysis Edition of 
Purchasing) have gone over big. 
Typical of the enthusiastic re- 
sponse was the presentation of 
certificates to a number of sup- 
pliers of Federal - Mogul - Bower 
Bearings, Inc., during the com- 
pany’s annual purchasing con- 
ference (see photograph). 
Because of continued demand 
for the Vendor Value Awards, we 
have decided to re-offer them, in 


limited numbers, on a first-come, 
first-served basis. These hand- 
some, two-color certificates (print- 
ed on heavy stock suitable for 
framing) will be hand-lettered 
with the name of any vendor you 
designate as having made sub- 
stantial contributions to your cost 
reduction program. Hundreds of 
them now appear dn suppliers’ re- 
ception room walls as a testament 
to the highest type of buyer-seller 
cooperation. Requests for awards 
should be addressed to-our edi- 
torial department. 


Pustic RELATIONS and pur- 
chasing is a favorite topic at As- 
sociation meetings. Progress in 
good public relations has been 
relatively slow among purchasing 
agents, however. The big reason, 
probably, is that P.A.’s are con- 
servative and by nature tend to 
favor the mute over the toot when 
the horn is used. 

The job of “selling” through 


purchasing can, nevertheless, be 
done tastefully and successfully. 
One of the outstanding public re- 
lations practitioners in the Na- 
tional Association of Purchasing 





Vendors and purchasing personnel of Federal-Mogul-Bower Bearings, Inc. 
following presentation of Vendor Value Awards. Vendors honored included 
Uddeholm Co. of America, Inc.; Dayton Manufacturing Company; Bennett- 
Bowen Glove Company; Associated Specialists; National Lead Company. 


PURCHASING 


ee tC 


Agents is Paisley Boney, purchas- 
ing agent for J. P. Stevens & Co., 
Inc., Greensboro, N.C., and 1957 
president ‘of the Carolinas-Vir- 
ginia Association..- 


Recently Paisley did a thorough- Wi a - ¢C LOTH 
going research job on the annual 
purchasing dollar volume con- 
trolled by members of the Caro- PA RTS 
linas-Virginia Association. The fig- 
ures he turned up received wide 






attention and were the subject of 
an extensive article in the 
“Greensboro Daily News.” The 
section on purchases in the State 
of North Carolina (almost a bil- 
lion and a half dollars spent, only 
$72 million of which are spent in 
the state) was hailed by Governor 
Luther Hodges as being helpful 
in his campaign to bring more in- 
dustry into the state. 


A 





Newark is the place to come for your fabricated wire 
cloth parts. We can save you time and money. We 
weave our own wire cloth so you have no quality 
control problem. We take care of production sched- 
uling . . . you have no idle manpower or idle machine 
time worries. We will give you a better part at a lower 
cost. 


For more data on this phase of NEWARK Service, 
send for our Wire Cloth Parts Catalog. If you have an 
individual problem and would like to have us recom- 
mend the best way to insert the wire cloth piece send 
ject: us tentative drawings and specifications. If you are 

“There should be an established ready to order, we'll be glad to quote. 
course in purchasing in every en- 
gineering school. The first thing 
an engineer bumps into on his 
first job is not being able to un- 
derstand or appreciate the prob- 
lems of the company’s purchasing 
department.” 

Newest chapter in this story: 
Paisley has just been named vice- 
chairman of the public relations 
committee of District 5, N.A.P.A. 
In a bit of perceptive understate- 


ire Gloth 
ment, Nels Gibbins, national 


chairman, wrote Paisley that “we Cc oO MPA NY 


expect good things from you.” 351 Verona Avenue, Newark 4, New Jersey 
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Paisley Boney 


In the newspaper interview, 
Paisley revealed another objective 
of the report—to show that pur- 
chasing has “come of age.” After 
pointing out the tremendous re- 
sponsibilities of purchasing, and 
what it can do for profits, he put 
in a plug on another favorite sub-. 
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HINGS YOU GET 
ITH _EX-CELL-O BUS 
posal THE AVERAGE BUSHING LIFE! 


ao ; tests 
ompetitive bushing 4 
soot at ¢ leas automotive plant: 


This was the 
recently, conducted at a 


Ty da 1,045 PIECES 
“B’’ 1,910 PIECES 


2,255 PIECES 
wer 001” of wear) 


BRAND 
BRAND 
EX-CELL-O 


57-105 


Ex-Cell-O Bushings outlast all others 
—give up to twice as much production 


As a cost-conscious manufacturer, you recognize 
the importance of these results—independently 
arrived at—to your own operations. If you are 
not now specifying bushings stamped "XLO”’, 
you may be spending up to twice as much as 
you need be for every bushing you buy. 

You certainly owe it to yourself—on the basis 
of this test alone—to discover the very sub- 
stantial savings Ex-Cell-O bushings offer you. 
Test them—in your own plant—against any, or 
all, competitive bushings. o) 

Send your order to Ex-Cell-O Corporation at 
Detroit, New York, Downey, Cal., Lima, Ohio, 


and London, Canada. You'll get immediate ship- 
ment. Write for an Ex-Cell-O Drill Jig Bushing 
Catalog today. . 


EX-CELL-O 
FOR 
PRECISION 


DETROIT 32, MICHIGAN 


MANUFACTURERS OF PRECISION MACHINE TOOLS + GRINDING AND BORING SPINDLES 
CUTTING TOOLS « TORQUE ACTUATORS + RAILROAD PINS AND BUSHINGS « DRILL JIG 
BUSHINGS » AIRCRAFT AND MISCELLANEOUS PRODUCTION PARTS « DAIRY EQUIPMENT 








Highlights of This Issue PACKAGING 
HAT PAYS OFF! 





v Why You Need a Purchasing Policy 


Many funny gags and stories about policy and 
policy-makers have made the rounds of business 
offices and banquet halls. This probably reflects 
a basic human urge to kid most about those 
things we don’t always like but recognize as 
necessary. Without well-defined policy any or- 
ganization will simply drift aimlessly—or get buf- 





feted about everytime it runs up against some 
other group that knows what it wants and where 
it’s going. Why purchasing departments, particu- 
larly, need sound policies, how they can develop 
and use them, and how they can grow with them, 
are discussed in Stuart Heinritz’ latest article 
on page 69 





v How to Get It Down on Paper 


* 
Thinking about a policy and getting it written ontinental 


out in logical, understandable form are two quite 
different things. On page 76, a prominent pur- - 
chasing executive presents precise, practical in- Stee! Containers 
formation on what to say in your policy manual 
and how to say it. This is a check list for writing 
a policy manual that can be referred to profit- 
ably both by beginners and by purchasing people 
_ with long established policies 


Positive protection 
Superior lithography 
Fast delivery 

Top quality 

Full line 


Full line of pouring spouts 


v Policy-Procedure Manuals for Purchasing . ee 

: Famous Continental service 
Another article by an expert in the field deals 
with the purchasing manual that covers both Call Continental when you need steel 
containers. Get top quality plus 


»0licies anc -ocedure ake > pr >ms : ope ; 
I id procedure. It takes up the problems outstanding Continental service. 





of getting the manual accepted and used—not Engineering and research assistance 
only in the purchasing department but elsewhere available to help you solve any pack- 
in the company. It includes a discussion on aging problem. 





whether or not the small company should have 


a purchasing manual. See page 76 4 
| <a 
V A Clear Eye on Business kad 


While politicians rend the air with charges that wr nD ee 
the other guy is falsifying the business picture, ——a 

business men plug steadily along trying to keep 
up with every aspect of the economic weather— 
not just the wind. P.A.’s especially eschew both 
the pollyanna and the gloom-and-doom ap- 
proaches, since everything they do, and every 
forecast they attempt, are based more on econo- 
mics than on emotion. “The P.A.’s Outlook” on 
what’s to come is a feature of the monthly Pulse 














PERMA-LINED TO 
PROTECT HARD-TO- 
HOLD PRODUCTS 


Airless hot sprayed 
enamel! lining assures 
complete interior cov- 
erage, gucrantees 
100% protection. 





CONTINENTAL (© CAN COMPANY 





of Business Section, which begins on page 7. It’s Eastern Division: 100 E. 42nd St., New York 17 
P ; : ! Centra Division: 135 So. La Satie St., Chicago 3 
particularly interesting this month—don’t miss it. Pacific Division: Russ Building, San francisco 4 
For More Information Write No. 204 For More Information Write No. 203 
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PLANTS COAST To Coast 


GAYLORD @Q w= 


CONTAINER CORPORATION 


Division oF Crown Zellerbach Corporation or 





The Purchasing Agent as an Optimist 











No DISCUSSION of present business uncertainties is complete, or valid, 
without giving due weight to the psychological factor of confidence, or the 
lack of confidence. Figures alone do not tell the whole story. Demand is never 
measured solely by ability to spend; it must be coupled with willingness to 
spend. Demand is stimulated not by increasing need, but by increasing desire. 
Desire creates willingness, and the business activity generated to satisfy the 
desire completes the confident climate of prosperity by providing the necessary 
goods and purchasing power. 





Salesmen today are exhorted to radiate confidence and enthusiasm. They 
are told that failure to act and talk confidently brands them as false to the 
American system, playing into the hands of our economic adversaries. 


In this psychological strategy the purchasing agent is traditionally cast in 
the villain’s role of the arch-conservative. This is an occupational hazard. 
Purchasing agerts are trained to buy without emotion, to be neither optimists 
nor pessimists, but realists. The same management that gives pep talks to : 
its salesmen cautions the purchasing agent to think twice and buy strictly 
according to the facts of the case. What are the facts? 


The fact is that when psychological influences are discounted, 
the business situation is by no means as discouraging as the 
statistics of the moment might seem to indicate. 


The fact is that current cutbacks in many lines are the 
result of excessive optimism in the recent past, needing only 
a sensible breathing spell to bring them again into balance. 


The fact is that we have all the elements for continuing 
growth and expansion in a rapidly increasing population, broad 
distribution of income, and an intense desire for ever higher 
living standards. 





The fact is that despite an unfortunate sense of complacency, 
jarred when Sputnik preceded our satellite into space by a 
few months, our scientific resources and defense potential, 
now roused to action, are the equal of any in the world. 


The fact is that, Mr. Reuther to the contrary notwithstand- 
ing, profit is both the reward and the incentive for capital 
risk, and that purchasing’s creation and conservation of profits 
through effective value buying are among the best possible 
means of building confidence and willingness to produce. 


Purchasing agents appraising the business situation can look forward with 
confidence. They can best serve their companies and the American system, 
not by coloring the facts, but facing them squarely. That way they can help 
avoid excesses in either direction and help maintain a healthy, stable economy 
soundly based on good value for the expenditures that keep the wheels of 
industry and commerce turning. 


i 
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‘..and we saved again this month with 
help on purchasing from Ryerson” 


More and more, cost-conscious man- 
agement is receiving reports like 
this—as a direct result of dollar- 
stretching planned purchasing 
from Ryerson. 


Buying cut-to-size steel the fast, 
convenient Ryerson way cuts your 
costs by making it safe to carry 
lower inventories. This, in turn, 
means reduced investment in equip- 


JOSEPH T. RYERSON & SON, 


INC. PLANTS AT: NEW YORK * BOSTON * WALLINGFORD, CONN 


ment as well as materials—and cuts 
storage space, handling costs, scrap 
loss, taxes, etc. You’re never over- 
loaded ... you’re never caught 
short. You avoid jamming up 
smooth-flowing production lines . ... 
wrecking carefully calculated pro- 


duction schedules. 


A Ryerson specialist is as near as 
your telephone—prepared to rec- 
ommend the best types of materials 
and show you how Ryerson un- 
equaled stocks and facilities can be 
put to work for you. 


€ RYERSON STEEL 


Member of the <Q» Stee! Family 


Principal Products: Carbon, alloy and stainless steel —bars, structurals, plates, 
sheets, tubing — aluminum, industrial plastics, metalworking machinery, etc. 


* PHILADELPHIA * CHARLOTTE * CINCINNATI * CLEVELAND 


DETROIT + PITTSBURGH * BUFFALO * INDIANAPOLIS * CHICAGO * MILWAUKEE « ST. LOUIS * LOS ANGELES + SAN FRANCISCO + SPOKANE » SEATTLE 
For More Information Write No. 206 on Inquiry Card—Page 32 
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Consistent Policies 
Promote Efficient Buying 









Purchasing departments with written statements of policy are almost 
always strong and efficient ones. Developing the policies isn’t an easy job, 
however. Here are some ideas on how to tackle this important task. 


Ly THE STUDY of purchasing and in the ad- 
ministration of purchasing departments, much 
emphasis has been placed on methods and pro- 
cedures as the means of attaining efficiency. This 
is a proper concern, but it is not the first considera- 
tion, for procedures are but the mechanics of the 
job. They are the means of implementing and 
accomplishing specific buying objectives. A good 
system or procedure does not, in itself, insure 
good purchasing. It can save a lot of time and 
paperwork, but it can achieve useful results only 
as it is given direction by sound policy and 
decisions. That’s another way of saying that what 
you do is more important than how you do it. 
Set your goals and plan your purchasing program 
first; then seek and develop the best ways of 
carrying out the plan. 


What Is Policy? 

Purchasing policy starts with the acceptance of 
a set of principles leading to consistent and cor- 
rect purchasing decisions. Some of these prin- 
ciples are basic and common to all purchasing 
operations, inherent in the function itself. Some 
of them must be modified to fit the circumstances 
and aims of the particular company, and to come 
within overall company policy. Some are of a 
special nature, depending on the characteristics 
of an industry or the type of corporate organiza- 
tion and management, or the facilities and per- 
sonnel that are available. Some are evolved per- 
sonally and individually, reflecting the caliber, 
experience and judgment of the purchasing ex- 
ecutive. 
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The purchasing agent has to understand these 
principles clearly in order to do his job acceptably. 
They provide him with the reasons for his course 
of action. The sum of his decisions, consistently 
based on underlying principles, constitutes the 
purchasing policy. To this extent, it may be said 
that every purchasing agent who makes decisions 
is making policy, whether or not that policy is 
committed to writing. But the key word in the 
definition is “consistently”. The buyer who de- 
clines to commit himself to the soundness of his 
reasoning and decision in any given case, as 
a guide to action in similar situations as they arise 
does not have a policy. He does not actually be- 
lieve in the principles he professes. 

There are many good reasons why purchasing 
policy should be formulated and stated in rather 
specific terms. 

It relieves the burden of decision making. Most 
problems and decisions are repetitive. Why go 
through the whole process of analysis and reason- 
ing over and over again when the answers have 
once been found? With a clearly stated policy, 
you have only to recognize the problems, and the 
decision is automatic; the indicated course of 
action is clear. Attention and energy can then 
be turned to new problems and constructive 
decisions, instead of to matters which should be 
routine. 

The decisions are more likely to be right, and 
less likely to be influenced by minor or tem- 
porary factors When a policy is put into writing, 
it is more carefully considered, with all its im- 
plications and with the overall company interest 
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in mind These are the factors that should still 
prevail, even though immediate conditions may 
appear to assume disproportionate importance 
when a situation or problem recurs. A soundly 
considered policy protects even the person who 
originally made it against the tempation to act 
for reasons of expedience. 

It keeps the responsibility and authority for 
policy making where it belongs, by providing 
subordinate personnel with a guide for decision 
and action. Thereby it facilitates the delegation 
of buying authority with the assurance that the 
buying activities will be carried on in con- 
formance with the wishes of the department head 
and without the necessity of constantly coming 
‘o him for decisions. ; 

It assures consistent action throughout the 
buying organization, in contrast to the situation 


Let Suppliers Know Your Policies 


It isn’t just other departments with- 
in the company that should be familiar 
with purchasing policies. Suppliers 
should also be kept informed on policies 
that concern them. Since the purchas- 
ing policy manual is strictly for internal 
use, the vendor welcome booklet is the 
most appropriate vehicle for letting 
suppliers know your policies. 

Ford Motor Company’s vendor wel- 
come booklet, Partners in Progress, is a 
good example of a booklet that frankly 
discusses the company’s purchasing pol- 
icies. In fact, one section of the booklet 
is headed “Policies Which Guide Our 
Buying.” The following important points 
on Ford purchasing policy are covered: 
@ Suppliers will be requested to iden- 
tify recurring costs, such as dunnage, 
packaging, etc., in their quoted piece 
price. Non-recurring costs, such as tool- 
ing, should be stated separately and not 
in the piece price. 

@ One supplier’s quotation must not 
be disclosed to another supplier during 
negotiation, nor should one supplier be 
unfairly played against another. 

@ Suppliers should refrain from pro- 
viding gifts, entertainment, etc. to com- 
pany employees who are instructed not 
to accept them. 

@ Purchasing will keep suppliers fully 
informed of company plans and activi- 
ties which affect them. 

@ Whenever possible, purchases will 
be made on a competitive basis and the 
order awarded the lowest bidder unless 
other factors outweigh price considera- 
tions. 

@ Whenever possible, negotiations will 
be conducted directly with suppliers and 
not through agents or brokers. 
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where varying. degrees of experience and diver- 
gencies in individual judgment are brought to 
bear on similar problems, resulting in a variety 
of different decisions. It can be assumed, of 
course, that the various alternatives have been 
considered in setting up the overall policy that 
represents the most favorable course of action 
under the circumstances. 

It strengthens the negotiating position of the 
buyer by establishing definite standards of de- 
cision and action. Without specific purchasing 
policies, a supplier’s statement of sales policy 
tends to become the arbitrary, unilateral control- 
ling factor in determining the terms of a transac- 
tion, sometimes to the disadvantage of the buyer. 
But when this is countered by an equally valid 
purchasing policy, and there exists a real desire 
to do business together, the way is opened for 
negotiation leading to a true meeting of the minds 
without prejudice to either. 


Policy as a Guide 


Policies relating to matters of procedure us- 
ually have the full force of a regulation. For ex- 
ample, when considering a new material or prod- 


‘uct offered by a vendor, it is helpful to have a 


fixed policy in respect to samples and testing. 
Shall the vendor be asked to supply samples, 
or should the buyer purchase a trial lot, avoiding 
any sense of obligation to the vendor? Should 
the sample be tested in an actual production run? 
What sort of report should be required of the 
using department, and how promptly should this 
report be made? Should the vendor be informed 
of the results of the trial, and if so, in what detail? 
The answers to these questions constitute a policy 
that can be expressed as a standard operating 
procedure to be observed in every case where 
vendors’ samples are involved. 

On matters of procurement policy where out- 
side factors come into play, such as availability 
or conflicting sales policies (as suggested in the 
preceding section), the effect is not so absolute. 
Some compromise may be necessary. However, 
the policy sets a purchasing objective and states 
a.preferred course of action that serves as a guide 
and provides a standard of accomplishment. 
Deviation from a policy may be inevitable under 
certain circumstances, but the existence of a 
policy brings these circumstances under careful 
review and enables the buyer to hew as close 
to the line as possible. 

Thirdly, it must be remembered that policy is 
predicated upon certain underlying principles 
and conditions. The principles do not change, but 
the conditions may. The policy, then, must be 
flexible enough to be adapted to these changes. 
Normally, the policy might be to buy certain 
materials on a contract basis and certain other 
materials on the open market. The principles of 
need and availability, of price protection on rising 
or declining markets, indicate these decisions. 
But if requirements, supply, and price trends 
change, the same principles indicate a reversal 
of policy. Again, policy is not a rigid law but a 
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guide. And again, it is the exceptional case, or 
the changed condition, that commands attention. 
For the normal course, the stable operation, the 
longer view, established policy directs action 


Scope of Purchasing Policy 


Almost every phase of purchasing activity lends 
itself, in some degree to the formulation of guid- 
ing policies. For example: 

Shall purchases be made on a contract basis 
or on the open market? As noted above, that 
decision depends on circumstances. First, there 
will probably be a classification of purchased 
items, some to be bought on contract and others 
on the open market. The considerations for de- 
termining each category would include the na- 
ture of the item and its market, the market trend, 
and the volume required. If the decision is to 
purchase on contract, the nature and duration of 
the contract will also be decided. 

How far in advance should needs be anticipated 
under present conditions? How frequently should 
this policy be reviewed for possible adjustment 
to new factors? 

Shall purchases in general be made from the 
manufacturer or through local distributors? This 
again will probably call for a classification of 
commodities, since both methods have advantages 
of their own under certain circumstances. If the 
policy (preference) on any given item is for 
direct dealings with the manufacturer, but this 
is contrary to his selling policy, shall we seek 
another source, negotiate for a more favorable 
trade discount, or try to earn the rating of a 
“national account’? 

How much preference should be given to local 
supply sources? 

What items should be purchased from more 
than one supplier? From how many different 
sources? How shall the business be divided? 

To what extent should established sources of 
supply be given continuing preference? Should 
they be given the opportunity to meet the terms 
of competitive vendors? Should any vendor be 
permitted to change his bid? If so, should all other 
bidders be advised and given the same oppor- 
tunity? 

What percentage of rejections should classify 
a supplier as an unsatisfactory source? Can this 
quality tolerance be written into the specification 
or contract? 

What sort of warranties should be demanded of 
the vendor? What sort of inspection should be 
made to insure adherence to standards? What is 
the best method of handling rejections and ad- 
justments? 

The list of topics for policy consideration could 
be extended almost indefinitely. To suggest a few 
more: 

Confidential information. 

Entertainment, gifts, gratuities. 

Fixed hours for interviewing salesmen. 

Make or buy 

On-the-job training. 

Personal inspection of vendors’ facilities. 
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Personal purchases for employees. 
Qualifications of buying personnel. 
Reciprocal purchasing. 

Sales contacts with plant personnel. 

Sealed bids vs. negotiation. 

Small orders. 

Vendors’ product development expense. 

Reports to management. 

These are all recurring problems calling for 
consistent decisions and courses of action The 
list includes procedures, administration, procure- 
ment methods, terms of purchase, ethical conduct. 
In other words, the whole range of purchasing 
activities is a field for policy determination. 


Making Policies Known 


Many policies are incorporated. directly in 
standard practice procedures, material specifica- 
tions, and contract terms, but this does not apply 
to all. One reason for making all purchasing 
policies a matter of record is because they are 
daily working guides, not trade secrets. They 
must be specifically stated for the buyers and 
other departmental workers who are to apply 
them. 

Policies affecting relationships with other de- 
partments or with vendors must also be known 
to those parties if conformance to policy is ex- 
pected. Some purchasing departments issue state- 
ments of purchasing policy to all vendors or in- 
clude such a statement in the welcome booklets 
that are given to business callers in the reception 
room. This establishes a basis of understanding 
and negotiation in advance of any controversy on 
policy matters. 

All policies should of course be made known 
to the company management. Some of them may 
require management approval in order to make 
them stick. Quite aside from this, a statement 
of policy is an excellent way of keeping manage- 
ment informed of purchasing objectives and how 
the department is going about attaining them. 

An able purchasing executive who has given 
a great deal of thought and study to ways of 
appraising the caliber and performance of pur- 
chasing departments, eventually came to the con- 
clusion that the answer lies primarily in the field 
of policy rather than in statistical standards. He 
would appraise a department on the basis of 
three questions: 

Is there a purchasing policy? 

Is it a good policy? 

How well is the policy carried out? 
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What Coes Into 
A Purchasing 


Policy Manual? 





Here’s a check list to guide you in making up a policy manual. 
A well-known purchasing executive gives some sound and 


unusually straightforward advice on what to say and how to 





say it. 


By W. Evert Welch 


Corporate Consultant—Inventory Control, Minneapolis-Honeywell Regulator Company 


I. Management Letter 

Get a letter from top manage- 
agement which serves as the offi- 
cial sanction of the policy and en- 
dorses it as being consistent with 
over-all company policy. 


II. This manual is written for: 
(] Purchasing employees, 
(| Employees of other depart- 
ments, 
(] Vendors, 
|] Customers. 
(Can you make one document 
do for all four; or, should you 
write more than one? ) 


III. This is how we are organized: 

(This probably isn’t policy as 
such, but is this manual a logical 
place to clarify your organiza- 
tion? ) 


IV. Our department head reports 
to: 

' | We are given a full voice in 

management decisions. 


V. We purchase the following: 

| Raw materials consisting prin- 
cipally of: 
0 
C] 

[] Production parts, 
principally of— 
CJ 
0 
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consisting 


|] Subcontracted parts, consisting 
principally of— 


[] Supply items, consisting prin- 
cipally of— 
C] 


L] 
(This isn’t really policy perhaps, 
but should it be in such a man- 

ual?) 


VI. We do not purchase the fol- 
lowing: 
[_] Insurance 
(This comes pretty close to pol- 
icy. Shouldn’t a manual say who 
IS_ responsible for these pur- 
chases? ) 


VII. We are responsible for: 
(| Selection of vendors, 
[] Selection of contract form, 
[_] Expediting, 
Handling of rejections and 
complaints, 
Disposal of scrap and surplus, 
Auditing invoices, 
Determining order quantities, 
Inventories, 
Standardization, 
Stores, 
Finding new products 
services, 
[] Studying forward markets, 
[] Governmental priorities and 
regulations, 
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and 


| | Terminations, 

(| Reporting leadtimes, 
[| Value analysis, 

[| Traffic, 

[] Receiving. 

7 


VIII. We are not responsible for: 

| Such items in VII as are spe- 
cifically assigned to another 
department, 

(How candid do you want to be 
about responsibilities that are split 
by management decisions, or by 
long standing precedence? Don’t 
you have specific areas where 
management, production person- 
nel, engineering personnel, or even 
clerical personnel definitely dic- 
tate the vendor from whom items 
are purchased? ) 

[] Selection of contract form, 

(If you’re doing business with 
the government, you'll find a defi- 
nite influence on the form of con- 
tracts; or, you may be directed or 
influenced by management or the 
controller.) 

[] Expediting orders, 
[] Handling rejections and com- 
plaints, 

(How about direct contacts 
from the inspection department? 
Isn’t that condoned sometimes? ) 
[] Finding new products and 

services, 

(Don’t you have other depart- 
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ments who make direct contact 
with the vendors? ) 


O 


IX. In dealing with a vendor, we 
will be: 
| Courteous, 
(_] Honest, 
Fair, 
[| Open, 
| Impartial. 
LJ 
(These are always made as very 
positive statements. Would any- 
body like to be a little more can- 
did and admit we’re human and 
may, at times, cantanker- 
ous? ) 


seem 


X. Our goal is: 

[|] To get maximum value for our 
money 
To purchase for the best inter- 
ests of our company 


XL. In selecting a vendor we con- 
sider: 
] Ability to meet schedules, 
[| Capacity, 
[_] Integrity, 
[] Financial status, 
[| Geographic location, 
[|] Rejection record, 
[] Cost reductions received, 
| Guarantees. 


(Would you care to acknowl- 
edge the presence of reciprocal 
agreements, long-time friendships, 
or that sort of thing?) 


XII. In evaluating a quotation, we 
consider: 
"] Quality, 
| Service, 
[] Price. 


(Could you be more specific as 
to how you will weigh these? ) 


XIII. It is good buying to have: 
] More than one active source, 
| All the sources we can find. 


(Are you willing to specify the 
areas where you are perfectly sat- 
isfied with a single source? Or, 
other areas where too many 
sources are just a nuisance? ) 


XIV. But: 
We will not play one supplier 
against another, 
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(_] We will not be opportunists of 
the moment, 
(| We will not reveal competitive 
prices, 
| We want to be sure that our 
suppliers make a profit. 


XV. We believe in competition, so 
we: 

(| Get three bids on everything, 

| Get as many bids as seem prac- 
tical. 


(Same question as XIII. Are 
you willing to go on record as to 
single source areas or areas where 
too many sources are already 
available and you limit quota- 
tions?) 


XVI. As to your salesmen: 

| We will see all who call, 
We will see salesmen at certain 
hours only. 


(Are you willing to make a 
statement with respect to the 
bothersome salesmen who take 


too much of your time on the 






















@aenner possible. 


Generpl Policy: 


Gifts: 


policy. 
Vendors Contects: To better 


However, since 





As @ current or prospective vendor, we ere anxious to help you in any 


To assist you in your tesks end to sliow us to operete st msximus 
efficiency, we are listing herein our Purchasing Policy; « directory of 
our Buyers; their individuel responsibilities and our buying hours. 


Our Purchasing Policy is thet advocated by the 
Netional Purchasing Agent's Association of which 
Flexonics is @ member. The emphasis is placed on 
price, quality and delivery. We ere willing end 
gled to work with any vendor or prospective vendor 
to obtain the best possible results. 


We feel that our vendors are pert of the Flexonics 
Team end that our relationship with you is based 
upon fairness, consideration and courtesy which 
wutuel cooperation and preserves the in- 
tegrity of beyer and seller alike. In line with 
this thinking it is our firm conviction that gifts 
and gratuities do not heve ea part in good purchasing 


vendor relationships our technical 
staff is always evailable to discuss mtual problems. 


bility of the Purchasing Department, we reserve the 
right to errenge 411 such interviews and consultations 
as the need arises and must be kept informed as to their 
progress and results. 


wrong things at the wrong time? ) 


XVII. With respect to new ideas 
or materials: 

(_] We welcome all those with con- 
structive ideas to offer, 

|] We are interested in any new 
materials or equipment which 
will result in a saving to our 
company. 


CJ 


(Is there a more candid state- 
ment that acknowledges that other 
people have to be sold? Or, that 
purchasing is sometimes biased 
against an idea but will still get it 
to the right people in the best 
possible light? ) 


XVIII. With respect to cash dis- 
counts: 

"| They are always considered as 

a cost element, 

We prefer to do business with 

companies who give cash dis- 

counts, 

Invoices that allow discounts 

are given preferential treat- 

ment. 


aad 


are the responsi- 


Clear cut policy on touchy subjects helps both the company and its sup- 
pliers. This is the beginning of a policy statement of the Flexonics Cor- 


poration. 
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> 
Statements of policy are 
as important to small de- 
partments as they are to 
the large ones. This simple 
but comprehensive _ state- 
ment, approved by top man- 
agement, has proved very 
effective for the 2-man de- 
partment of Automatic Vot- 
ing Machine Corporation. 
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XIX. With respect to speculative 
purchases: 
| We do not purchase specula- 
tively, , 
| We may buy against known 
markets or price changes, 
(-] Any advance buying requires 
management approval. 
LJ 
(This appears in most manuals. 
What is its real significance? ) 


XX. Our policy objectives on in- 

ventory are: 

(] To carry minimum quantities 
of goods necessary to protect 
the continuity of our opera- 
tions, 

| To place orders consistent with 
good order quantity practice. 


XXI. As to inspection: 

|] Goods are inspected on receipt 
and at the point of use, 

(| We try to arrive at a complete 
written understanding regard- 
ing inspection methods. 

LJ . 

(With respect to the first, how 

about the goods that aren’t used 

until months after receipt? ) 


XXII. With respect to other de- 

partments: 

(_] All vendor contracts are to be 
made through purchasing, 

(| No one outside of the purchas- 
ing department is authorized to 
commit the company with re- 
spect to a vendor, 

] The purchasing department 
will arrange all vendor inter- 
views with other departments. 

7 

(Would you consider a more 

candid statement asking vendor 
cooperation when other depart- 
ments of the company do commit 
the company, whether you like it 
or not? ) 


XXIII. In case of emergencies: 

[] Occasional emergency depar- 
ture from plan requires vigor- 
ous support, 

|] Unforeseen emergencies shall 
be mutually interpreted and 
satisfactory action mutually 
decided. 

| 

@ 


XXIV. Blanket orders: 

[] Are sometimes placed for a 
year’s supply of a commodity, 

[_] Contain a provision for down- 
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ward negotiation of price. 


(Upward negotiation of price is 
usually not mentioned. What do 
you really do? Is this the place to 
suggest that annual calls are ad- 
equate on such items? ) 


XXV. With respect to gifts from 
suppliers: 

| Our employees are forbidden 

to accept gifts or gratuities in 

any form from any seller at 


any time for himself or his 
family, 
| We prohibit “immoderate” 


gifts or entertainment, 
| We prohibit gifts, except those 
which would in no way cause 
the company to be embarrassed 
or obligated, 
| Our buyers are instructed to 
refuse gifts or other favors 
which might give rise to doubts 
concerning their impartiality, 
We prefer that the social-busi- 
ness entertainment be paid by 
our own employees. We prefer 
that commercial gift-giving be 
discontinued. 


a 


(Can you define your policy 
more specifically? Do you really 
encourage your employees to par- 
ticipate in the “social-business” 
aspect of business to the point of 
giving them expense accounts? 
Are you really concerned about 
them being influenced, or more 
about the psychological effects of 
being on the receiving end all of 
the time?) 


XXVI. Employee irterest in ven- 
dor companies: 

(] Personal financial interest in 

any vendor company must be 

revealed, 

Personal financial interest in 

any vendor company is prohib- 

ited. 

| “Substantial” interest in the 
ownership or management of 


any vendor company is pro- 
hibited. 


(How far should you go with 
such a statement or with such a 
policy? Does this just apply to 
purchasing or to ANY employee?) 


XXVII. With respect to reciproc- 
ity: 

(| Reciprocity will be considered 

only when all factors are equal, 


/v 


(] If you feel you’re not being 
treated fairly, see the head of 
purchasing. 

(Would anyone like to be more 
specific in their statement? ) 


XXVIII. Buying for employees: 

[] Only with department l.ead 
approval, 

(_] No purchase orders will be is- 
sued, 

[_] We buy only for our company’s 
requirements, 


(Most purchasing departments 
do some buying for some people. 
Could you define this more speci- 
fically? ) 


XXIX. Contract form: 


| The standard contract form 
will be used on the great per- 
centage of our purchases. Ex- 
ceptions must be negotiated. 
(Is this the place to make a clear 
statement on the matter of ac- 
knowledgment copies? ) 


XXX. Vendor visitation: 

[|] We encourage our buyers to 
visit vendor plants frequently, 

|] We insist that our buyers visit 
important vendors periodical- 
ly. 

(No one comes out and says that 
they are limited as to budget on 
this sort of thing. What is your 
policy on vendor-paid visitation? ) 


XXXI. Membership in associa- 

tions: 

[_] We encourage the members of 
our purchasing department to 
become active in associations 
that are allied with their line 
of endeavor. 


(What is your policy with re- 
spect to financial support of this 
sort of activity?) 


XXXII. Government regulations: 

[] It is our intention to comply 
with all local, state and federal 
laws in the conduct of our bus- 
iness, 

(_] In the handling of contracts for 
the government, it is necessary 
that we comply with certain 
provisions as directed by the 
cognizant authorities. 
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Your Purchasing 


Manual Work 


A manual made up without preparation and forethought can 


boomerang on you. It may be completely ignored, or it may 


irritate people—in and out of your department—to the point 


of causing real trouble, Write it to aid rather than instruct; to 


suggest rather than control. 


By John Van de Water 


A PURCHASING manual can 
be many things but unless it is 
planned with care it is apt to be 
an uncertain mixture of them all. 
Best results will be obtained if 
some consideration is given to its 
real purpose. Is the manual to be 
strictly a statement of policy or is 
it to present in detail the exact 
methods for handling purchasing 
routine? Will it show only a 
sketchy organization plan or will 
it have complete position guides 
describing each purchasing func- 
tion and the duties of department 
personnel? 

Regardless of the intended scope 
of the purchasing manual it inevi- 
tably performs some basic func- 
tions: by giving concrete expres- 
sion to certain aspects of the pur- 
chasing activity it contributes to 
the improvement and growth of 
both purchasing and the enter- 
prise as a whole; it aids in the de- 
Vr. Van de Water is a member of the 


purchasing department of a_ well-known 
industrial company. 
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velopment of managers and in the 
training of personnel. 

If these are the most important 
purposes of any organization man- 
ual, it should be written to aid 
rather than instruct; to suggest 
rather than control. A well-pre- 
pared manual combines a descrip- 
tion of the responsibilities and or- 
ganization of the purchasing group 
with a statement of policies and a 
guide to procedures. 


Who Needs a Manual? 


There’s no point in writing a 
purchasing manual just for the 
sake of having one. There must be 
a definite and specific need. 

For the one or two-man pur- 
chasing departments, an extensive 
procedures manual is generally of 
little use—although putting a sys- 
tem on paper sometimes points up 
its shortcomings and suggests im- 
provements. The small department 
may, however, find a manual es- 
sential to define its position in the 
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organization as a whole and to ob- 
tain from management a clear 
statement of its scope and author- 
ity. 

Such a manual can strengthen 
the position of the purchasing 
agent and promote good relations. 
It need not be large: sometimes a 
handful of typewritten pages is 
enough. Procedures involving oth- 
er departments, such as the prepa- 
ration of requisitions or approval 
of invoices, can be mutually 
agreed upon and described in the 
manual. Ground rules can be set 
up for dealing with vendors and 
their salesmen. This can do much 
to eliminate friction and misun- 
derstanding. 

When company organization is 
large and complex a manual is re- 
quired to spell out the responsi- 
bilities of purchasing and its rela- 
tions to other departments. Where 
many people are employed the 
manual will aid in training them 
for new or advanced positions. 
Where there is more than a single 
operating purchasing department 
the manual can be used to estab- 
lish uniform policies. Often it will 
aid in standardizing procedures. 
There are pitfalls to be avoided 
here, however. More about that 
later. 


Pro and Con on Manuals 


A purchasing manual must de- 
velop from the needs of the busi- 
ness. There is no standard concept 
of what a manual should be and 
none can be written to serve any 
company at random. That’s why 
purchasing executives differ on 
how effective manuals are. Those 
in favor’ generally point out its 
usefulness in setting basic routines 
and assigning responsibilities, in 
clarifying policies and as an aid in 
training. 

Those who object say manuals 
cannot take the place of experi- 
ence; that when rigidly written 
they hamper initiative; that they 
are rapidly out-dated by frequent- 
ly changing conditions. Probably 
the most serious criticism is that 
any written procedure or policy is 
subject to many unforeseen excep- 
tions. And when an inflexibly 
written manual is used as a meas- 
ure of performance an unimagina- 
tive if not demoralized purchasing 
staff is usually the result. 

To avoid these criticisms then, 


PURCHASING 








Marcu 31, 1958 


the purchasing manual must be 
flexible and properly adapted to 
its purpose. It can’t provide an 
answer for every problem—so it 
must identify - those situations 
where individual judgment and 
initiative are needed. 


Responsibility for the Manual 


The final responsibility for the 
purchasing manual rests with the 
top purchasing executive. In a 
large multi-plant organization, 
where a purchasing manual is 
needed most, this will generally 

’ be a vice president, a director or a 
general manager of purchases. 

This means that the manual will 
be written by a staff group rather 
than by an operating purchasing 
department. This is a proper func- 
tion of the purchasing staff, since 
the operating group lacks the 
broad view and is too preoccupied 
with everyday buying activities. 
It does, however, produce a feel- 
ing that the manual is being ‘im- 
posed from above which may ulti- 
mately cause considerable resent- 
ment. 

To avoid this it’s a good idea to 
get the cooperation of the local or 
divisional purchasing agents. It 
helps to give them a draft of each 
section for their suggestions and 
criticisms. Often it is even more 
effective to talk to them person- 
ally to explain the purpose of the 
manual, to point out where it can 
help them in their buying work 
and to obtain their views. 

Working closely with local pur- 
chasing people wins their coopera- 
tion by making them feel, as they 
properly are, a part of manage- 
ment. It will also undoubtedly 
produce a number of helpful sug- 
gestions and ideas. Staff people 
can appreciate the broad view- 
point and understand the overall 
activities of the corporation but 
they cannot always see the details 
clearly without close contact with 
operating people. 

Similarly any material affecting 
the operations of other depart- 
ments must be cleared with the 
managers of those departments. 
Purchasing policies and proced- 
ures have repercussions among 
engineering, accounting, stores, 
receiving, inspection and other de- 
partments responsible for requisi- 
tioning or handling materials. 
What is written in a purchasing 
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manual may cause more or less 
work in these departments or af- 
fect their procedures in some 
manner. It is disconcerting and 
often embarrassing to issue a man- 
ual (or even minor instructions) 
only to have another department 
promptly object because the 
change does not conform to its 
own requirements. 

Finally, the purchasing manual 
should be endorsed by the com- 
pany’s chief executive officer. This 
will give it the status of an official 
document and help it gain the rec- 
ognition necessary for its proper 
acceptance. 


Writing the Manual © 


The purchasing manual must be 
kept up to date. No matter how 
carefully a manual is thought out 
in the beginning it is subject to 
constant revision. Organization 
will change; policies may be am- 
plified or adjusted; procedures will 
need amending to include new de- 
velopments or to conform to com- 
pany growth and to new objec- 
tives. 

Physically a manual is best ar- 
ranged in looseleaf form so that 
individual .pages may be revised 


without requiring complete re- 
printing. Major subjects should be 
grouped in sections with pages 
numbered independently. This 
will allow the revision of one sec- 
tion without affecting the page 
numbers of the others. 

If desired, each paragraph may 
be numbered. This is especially 
useful if you want a detailed in- 
dex, but it makes revision some- 
what more difficult when addi- 
tional paragraphs are to be insert- 
ed within the section. Marginal 
summaries of each paragraph are 
useful for locating detailed sub- 
jects easily. 

Whether or not you want an in- 
dex is a matter of personal pref- 
erence. But if the manual is large 
the index can be of great help. 
Usually, however, a table of con- 
tents merely listing the major sec- 
tions will be ample. 


Functions and Organization 

The purchasing manual can be 
particularly useful in describing 
the functions and responsibilities 
of the purchasing department. 
Without some definite statement 
on this subject the extent of a de- 
partment’s control may be nebu- 








The bigger the manual, the more elaborate the format, generally speaking. 
The most popular form is the 3-ring binder type, with tabs indicating sec- 
tions (Raytheon). IBM’s manual (center) has a hard cover and multiple 
rings on a steel spine. Alcoa’s (top) has a cover of heavy paper, and is 
bound with two aluminum posts. 
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lous, ill-defined or needlessly cir- 
cumscribed. However, preparation 
of the manual material will auto- 
matically clarify the function and 
position of the purchasing depart- 
ment in the organization. 

Position guides describing the 
duties and extent of the authority 
of each purchasing position are 
important. They establish the re- 
lationships among the members of 
the purchasing department and 
define the precise limits of their 
work. Guides should cover the po- 
sitions of purchasing executives, 
managers, buyers, assistants and 
expediters. They are of little use 
for positions that are closely su- 
pervised and subject to local va- 
riations in procedures. 

Graphic presentation of the re- 
lationship of positions and of the 
flow of authority is very helpful. 
An organization plan, therefore, is 
an important part of the manual. 
For a complex organization the 
plan may be broken up into vari- 
ous sections. One would show the 
purchasing staff organization; oth- 
ers the structure of one or two 
typical plant purchasing depart- 
ments. If the company is large 
enough to have staff groups de- 
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voted to buying specialty items 
such as stationery, raw materials, 
packaging, construction or plant 
equipment, a detailed organization 
plan for each group should be in- 


cluded. A general plan will, of . 


course, be necessary to show the 
relationship between the staff, the 
operating departments and the 
specialist groups. 

Opinions differ on whether only 
position titles should be shown in 
organization plans. Some purchas- 
ing executives feel that names of 
the individuals currently holding 
those positions should also be in- 
cluded. Admittedly it would be 
both clear and convenient to show 
not only the relationships that ex- 
ist among positions but also the 
relationships among people. In 
most companies, however, fre- 
quent personnel changes are the 
rule rather than the exception and 
it becomes a needless burden and 
expense to reprint organization 
plans. 


Buying Policies 


The purchasing manual should, 
of course, present the company’s 
buying policies. Here is a place 
for good public relations. This is 







the section that will be quoted to 
both vendors and customers. These 
dare the words that will be used by 
management to indicate the high 
mindedness of the purchasing op- 
eration. They must combine the 
proper amount of sound economic 
and business thinking with the 
highest ethics. 

Policies will range from the 
treatment of salesmen to the place 
of reciprocity in the purchasing 
decision. 

Methods of evaluating bids and 
the basis of vendor selection 
should be included. The company: 
position on competitive bidding 
versus single sources and on deal- 
ing with local or national vendors 
should be clear. Who determines 
the need for material, and who is 
ultimately responsible for its prop- 
er procurement should also be 
stated. 

An important part of any man- 
ual is a discussion of vendor rela- 
tions and a statement of the pur- 
chasing department’s business 
principles. Here the NAPA code 
of ethics may be referred to or 
quoted. In addition, each business 
will have some ethical concepts of 
its own. 

It will help a lot to make some 
policy statements regarding those 
activities peculiar to the individual 
business. Process industries for 
example may want to establish 
some rules for the procurement of 
raw materials. Brass mills will un- 
doubtedly have something to say 
regarding the disposition of gener- 
ated scrap metal. 

Other specific policy pronounce- 
ments may be made on subjects 
such as authorized signatures, le- 
gal and insurance requirements, 
special terms of payments or pen- 
alty clauses. 


Procedures and Systems 


Perhaps one of the most com- 
mon misconceptions of the role of 
the purchasing manual is that it is 
primarily a procedural manual, a 
set of standard practice instruc- 
tions. 

You want the manual to define 
the functions of the purchasing 
department, to describe the organ- 
ization and state basic policies. 
But frequently it is looked upon 
as an instrument of control, as a 
means of imposing uniformity of 
procedure upon purchasing people 
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from above. And unfortunately 
many organization manuals (not 
only purchasing manuals) do just 
that. We must remember that most 
manuals are used by multi-plant 
organizations, broken up into di- 
visions for various reasons. There 
is apt to be little uniformity of ac- 
tivity among these divisions and 
therefore little reason for impos- 
ing a single set of standardized 
procedures on them all. 

The smaller company with a 
single purchasing department is 
often justified in writing down its 
procedures in detail. But it should 
remember that these methods are 
not time-honored and immutable 
but must change to meet new con- 
ditions outside the company and 
new requirements within the or- 
ganization. 


You Can't Standardize People 


Before writing any standard 
practices in the manual you must 
remember that standardization is 
for things, not for people—we 
must work with uniform materi- 
als, not with uniform activities. 
Procedures are not matters of 
‘morals but of economics. If you 
want results at lowest cost you 
must admit that different condi- 
tions may require different proce- 
dures. You can’t be upset by any 
divergence from practices based 
on your own necessarily limited 
experience. 

Rigid procedures cannot estab- 
lish right conduct nor can they be 
substituted for judgment. These 
aims can be achieved only by the 
proper selection of competent and 
trustworthy personnel. Too much 
stress on following detailed pro- 
cedures is apt to paralyze judg- 
ment. People then merely try to 
make a “good showing” by con- 
forming rigidly to printed instruc- 
tions. 

This uninspired and unimagina- 
tive approach will not net the 
company a bit of extra value in its 
purchased material. In fact it will 
cost more because everyone will 
be “covering up” with paper work. 
They won’t try any new approach- 
es for fear of being caught out on 
a limb. 

When writing procedural in- 
structions into the purchasing 
manual it is best to write a guide 
rather than a directive. Leave 
room for the operating purchasing 
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people to dot the i’s and cross the 
t's. For example, it may be advan- 
tageous to prescribe a given pur- 
chase order form, especially with 
reference to terms and conditions 
and invoicing requirements. This 
will permit the company to pre- 
sent a solid accounting and legal 
face to the business community 
and aid the central handling of 
these operations. There should be 
no need, however, to govern the 
number of copies to be prepared, 
their distribution or the methods 
of filing. 

Large economies can be effected 
by limiting the number of forms a 
company. uses so the manual 
should call for as much standard- 
ization of purchasing forms as 
possible. No unsuitable form 
should be forced upon a purchas- 
ing department. The apparent sav- 
ings in the printing will be greatly 
outweighed by the increased costs 
resulting from its use. Don’t give 
detailed instructions about han- 
dling negotiations or about condi- 
tions for obtaining competitive 
bids, subject as these are to many 
unforeseeable variations. Sugges- 
tions and recommendations, yes; 
but nothing that will place the 


buyer under strict control on these 
matters. 

On the other hand, some spe- 
cialized activities such as the han- 
dling of construction contracts and 
the sale of scrap materials may be 
written up in considerable detail 
both for legal and accounting uni- 
formity and because there are 
useful trade practices that should 
be followed. 

Flexibility Is a Must 

To be useful and widely accept- 
ed a purchasing manual must be 
flexible and adaptable to changing 
situations. It must be so construct- 
ed that it can be kept up-to-date. 
Too often an organization manual 
is condemned by the statement, 
“Oh, we don’t do it that way any 
more.” 

And if the manual is written 
with a logical and reasonable ap- 
proach and with just recognition 
of the need for individual judg- 
ment and decision, it will be re- 
spected and turned to for informa- 
tion and guidance. It will then 
help bring more recognition of 
the purchasing function and con- 
tribute to raising its status to the 
high professional level we all are 
seeking. 
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Advice to Vendors 


Watch Your Weight 


Jet age aircraft demand lighter and lighter parts and com- 
ponents. Purchasing and engineering at The Martin Com- 





4 
SLENDER 


pany have teamed up to encourage weight consciousness 
among vendors. The vendor who lops the most off his 
products gets the business. 


By R. J. Gonter Weight Evaluation Group 














» 


This whimsical but 
pointed reminder is sent 
out by purchasing with 
each quotation request. 
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The Martin Company, Baltimore, Md. 











... TO REDUCE 


Not your own weight, | bur that-of the 


* products you sell us. 


When you trim an ounce, we can save ten 
ounces of airframe . . . A ten ounce savings on 
each of today’s hundreds of equipment parts 
would add thousands of Funds of thrust 
to the aircraft. 


More thrust means longer mage. greater 
speed, better performance. .. . And these are 
what our customers demand. 


So, watch those ounces: The lightweight 
product is sure to win oug attention. 





Martin employs a cdst-per-pound factor in 
evaluating vendor products. Your bid is consid- 
ered only when you quote a competitive weight 
in addition to your regularly submitted data. 








Ar MARTIN, weight is money. 
The jet-age weapons systems we 
are working on make great de- 
mands on engineers in designing 
to minimum weight. Mission pro- 
files call constantly for more 
speed, higher alkitudes, longer 
range, improved guidance, defense 
and detection systems, better 
crew comfort and safety. 
Aircraft and missile equipment 
components are a large portion of 
the total weapons’ weight. Equip- 


‘ment designers must be both cre- 


ative and ingenious in reducing 
weight—otherwise, his company 
won't stay competitive. The “off 
the shelf” items of 10 years ago 
can't be tolerated. 

Our engineering and purchasing 
departments are now using a sys- 
tem that brings the vendor into 


. the picture in our competitive bat- 


tle against weight. All vendors 
now have to quote, along with 
their regular data, a_ reliable 
weight in order to qualify for any 
of the business. , 


What the Weight Factor Is 


To express what a pound means 
to an airplane, engineers use the 
term “growth factor” as an indica- 
tor. Growth factor is the ratio of 
the airplane weight to the fixed 
weight. Fixed weight includes 
such items as crew, armament, 
equipment, instruments and elec- 
tronics items. These weights re- 
main constant for a given mission 
and are not affected by size, 
strength, quality, performance or 
gross weight changes. This factor 
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And Get the Order 
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The Advance Information Sheet, origi- 
nating in engineering, is used by the 
buyer to obtain quotes from both sug- 
gested vendors and additional ones he 
may select. After quoted prices and 
target weights are evaluated with a 
cost per pound factor by engineering, 
a completed copy of the form is sent 
to purchasing to assist the buyer in 
choosing a vendor. 




































































may vary from 1 to 20 or more 
depending upon the mission re- 
quirements and other considera- 
tions. 

A growth factor of 10 is not un- 
usual today. Here is what this 
means in pounds to the designer: 

In an airplane that weighs 100,- 
000 lbs. if we presume that per- 
formance, range and strength re- 
main constant, a 2000 pound in- 
crease in fixed weight will require 
an addition of 20,000 Ibs. for more 
wing area, engine power, fuel 
and structure. The result is that 
the airplane’s gross weight rises 
* to 120,000 Ibs. 

In missile design, the growth 
factor may go almost as high as 
100. This makes the job of keeping 
weight down extremely difficult. 


How the System Works 


Our cooperative engineering- 
purchasing-vendor weight control 
system begins in engineering. That 
is where requirements for the 
equipment are set. 

The designer prepares an Ad- 
vance Information Sheet form 
(AIS) for each purchased part. 
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This form outlines the specifica- 
tion envelope for the part as well 
as the name of “suggested” ven- 
dors. The AIS form is next re- 
viewed by the Weight Optimiza- 
tion Section to ascertain the need 
for purchasing on a competitive 
dollar per pound basis. Stock item 
parts are evaluated for optimum 
weight prior to selection and the 
AIS form is released directly to 
the purchasing department. If the 
part is a new design, it is auto- 
matically subjected to the opti- 
mum weight procedure. 

To let the buyer know this, the 
AIS form is marked with an X, 
which indicates that a standard 
clause outlining the optimum 
weight specification is applicable. 
This specification clause estab- 
lishes three basic requirements of 
the vendor. He must quote a reli- 
able weight of the part; he must 
consider his weight quotation to 
be binding and as such it is a ma- 
jor consideration in vendor selec- 
tion; and he must use light-weight 
material and design in producing 
his part. The weight engineer then 
establishes a unit target weight 


for the part and forwards the AIS 
form to the purchasing depart- 
ment. 


Buyer Sets Vendor List 


The buyer uses the data from 
this form in making up requests 
for quotation. Requests for quota- 
tion are sent to vendors suggested 
by engineering and to any other 
vendors the buyer considers quali- 
fied to handle the business. Along 
with the quotes goes a pamphlet 
called “Slender Reminder” to keep 
vendors aware of our purchasing 
procedure for lightweight designs. 

When the bids are returned, en- 
gineering approves specification 
conformances of the part. Then, 
the quoted price and weight are 
evaluated with a cost per pound 
factor that varies for each design, 
which gives the maximum price 
that can be paid for a more opti- 
mum weight part. Recommenda- 
tions resulting from this evalua- 
tion are presented to the purchas- 
ing department where it is used in 
the buyer’s overall evaluation of 
the vendors. 


81 





80 


PURCHASING 


What the P. A. Should Know About 


Plaster Mold Castings 








This is the fifth in a series of 
articles on the technical aspects ° 

By 7. C. DuMond of purchasing. The material that 

will be presented is meant to 

provide a “refresher course” for 

experienced buyers and _ basic 

You can save money and boost quality on many instruction for trainees or buy- 

‘ whe ers new to specific commodities. 

parts by switching to plaster mold castings. This Mr. DuMond is the author of 

not-too-well-known process is particularly suited the well-known book, “Fabri- 

aes : Fk cated Materials and Parts’ 

to small precision parts where it often elimi- (Reinhold Publishing  Corp., 

nates the need for a lot of machining. New York). A mechanical en- 

gineer, he has spent many years 

in technical writing and editing. 

He has published two other 

books on engineering materials 

and fabricated shapes. 





A mona THE several casting 
methods available to industry, an 
extremely valuable but somewhat 
less well known process is plaster 
mold casting. Part of the reason 
for its obscurity is the fact that 
plaster mold casting is restricted 
as to the size of part for which it 
is practicable and because its use- 
fulness is limited to a few mate- 
rials. However, when properly se- 
lected plaster mold castings enjoy 
a competitive advantage over 
many other methods of producing 
small, accurate metal parts. 
Among the products which are 
suited to the plaster mold casting 
process we find relatively small 
parts such as are used in the air- 
i craft, electrical, hardware, rail- 
Hot metal is poured into plaster molds held in special . road and home appliance fields. 





fixtures. Other molds ready for use are shown in the Typical parts include _§ gears, 
foreground. ratchet teeth, electronic equip- 


ment components, hardware han- 
dles, pistons, wing nuts, fittings, 
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valves, hand tools and many other 
small parts. Some idea of the qual- 
ity of plaster mold castings can be 
gained from the fact that many 
gears, for example, can be used 
in the as-cast condition, except 
for the finishing of their bores. 


The Process 


The first step in plaster mold 
casting is the development of a 
pattern. The pattern corresponds 
to that used in sand casting ex- 
cept that it must be finished much 
more carefully. A good finish on 
the pattern is essential to the re- 
production of an equally good fin- 
ish on the as-cast piece. As can be 
realized, the better the finish on 
the completed casting, the less is 
the likelihood of any extensive 
machining being required. Pat- 
terns are impressed in a semisolid 
plaster mix and the shaped plas- 
ter is then baked to make it hard 
and to drive out all moisture from 
the mixture. Finally, cores made 
in the same manner and from the 
same material are inserted, the 
cope and drag halves of the mold 
joined together. The completed 
mold is then placed in a flask 
ready for pouring. 

Much of the success of the plas- 
ter mold casting process results 
from the special combination of 
properties to be found in the plas- 
ter. When baked the plaster must 
be permeable to permit air and 
other gases to escape from the 
mold cavity during pouring and 
solidification of the molten metal. 
At the same time, it must be 
strong enough to resist the forces 
of poured hot metal. Too, no mois- 
ture can be retained after baking. 
Although the plaster mold must 
be strong, it cannot be so strong 
as to resist crumbling caused by 
the shrinkage of the cast metal as 
it cools. Molds are destroyed after 
one impression has been cast. 

One pattern can be good for as 
many as 1200 castings per month. 
Under certain conditions, several 
different shapes will be cast in a 
single mold, or several impres- 
sions of the same shape will be 
cast in the same mold. 

Plaster molds cost considerably 
more than molds used in the sand 
casting process and somewhat 
more than those for shell molding. 


All photos 
America 


courtesy Aluminum Co. of 
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When coring is desired to achieve special shapes or openings, 
it is positioned before the mold halves are joined together 
preparatory to receiving molten metal. 





Plaster molds are made by impressing the pattern shape into a 
water-plaster mixture. After the mold section has been baked 
to drive out excess water, it is strong enough to be handled. 


On the other hand they are much 
expensive than permanent 
molds or die casting dies. As is 
true with several other methods, 


less 


. the added costs of patterns and 


molds can often be offset by the 
fine finish imparted to the cast- 
ings. Fine finish, plus good dimen- 
sional control reduces the work 
necessary to prepare cast parts 
for ultimate use. 


Cost Factors 


Cost of plaster mold castings, 
when measured purely on a per 
pound of castings basis, is on the 
high side. However, total cost of 
the finished part can be less than 
for competitive processes. 

Part of the higher cost is due 
to the materials for which plaster 
mold casting is suited. The ma- 


terials, all in the nonferrous 
group, are more expensive than 
the ordinary irons and _ steels 
which can be formed by several 
other casting methods. Plaster 
molds can not be used with ma- 
terials having extremely high 
melting points. 

Tooling costs, too are on the 
moderate to high side. Much of 
this cost comes from the care re- 
quired in making patterns. How- 
ever, the plaster used in molds for 
this method is much less costly 
than the metal required for per- 
manent mold and die casting 
processes. 

In most instances, a moderate 
quantity of parts must be re- 
quired before the plaster mold 
casting process can be consid- 
ered. As a rule of thumb, quanti- 
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Some idea of the complex shapes possible in plaster molds can 
be gained from this casting. One end is rectangular and the 
other is circular. In addition, the entire piece is curved and 
has a third opening and flange extending at an angle. 


ties should fall somewhere be- 
tween 100 and 2000 pieces of a 
given size and shape. If less than 
100 are involved it is likely that 
sand casting would be more eco- 
nomical. When more than 2000 
pieces are required it is probable 
that greater economy can be 
achieved with permanent mold 
casting, die casting or some other 
high production method capable 
of reproducing the required shape. 

Plaster mold casting -requires 
the use of considerable hand la- 
bor, most of which is of the skilled 
or semi-skilled type. Thus, direct 
labor costs are high. As has been 
indicated, though, some labor 
costs are overcome through the 
low machining requirements and 
little, if any, cleaning and finish- 
ing. Too, there is practically no 
scrap loss, because what scrap is 
developed can be remelted and 
reused. 


Materials Used 


Because plaster molds are not 
capable of handling irons and 
steels and other metals with rela- 


S4 


tively high melting points, cast- 
ings made by the process are re- 
stricted to a rather limited group 
of metals. For a long time copper- 
base alloys were the only ones 
cast in plaster molds. In recent 
years the list has been increased 
to include some aluminum and 
beryllium bronze alloys. 
Alloys now being cast 
yellow brass, manganese 
silicon bronze, aluminum bronze, 
aluminum and beryllium bronze. 
Alloys cast in plaster can not have 
a lead content of more than 1.5%. 
Lead reacts with the plaster in 
the mold and causes defects in the 
castings. Maximum melting point 
of alloys for plaster mold casting 
is approximately 2100 deg F. 
Strength properties of alloys 
cast by this method are satisfac- 
tory. For example, the mechanical 
properties of copper-base alloys 
cast in plaster compare favorably 
with those of the same alloys 
when cast in sand molds. The 
aluminum alloys most frequently 
used are subject to some loss in 
strength because of the slow cool- 


include 
bronze, 
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ing rates in plaster molds. To at- 
tain their maximum strength, 
aluminum alloys must be cooled 
rapidly to prevent grain growth 
which has a weakening effect. 


Advantages and Limitations 


The advantages of plaster mold 
casting far outnumber the disad- 
vantages or limitations, although 
the latter have a decided limit- 
ing effect when seeking applica- 
tions for the method. 

Here are the most universally 
accepted advantages: 

1. Because of the complete and 
faithful reproduction of mold 
surfaces, intricate detail can 
be cast into the surfaces of 
parts. Detail can include both 
raised and depressed letter- 
ing and other design and 
decorative detail. 

2. Plaster mold castings are 
uniform in quality from cast- 
ing to casting. Metal struc- 
tures are kept constant be- 
cause of the controlled cool- 
ing achieved through the use 
of plaster. In certain types of 
parts, particularly those in- 
tended for electronic uses, 
uniformity of grain structure 
and characteristics is highly 
valued. 

. The Smooth surfaces pro- 
duced on plaster mold cast- 
ings virtually eliminate the 
need for machining and fin- 
ishing castings. A surface fin- 
ish of 70 microinches is con- 
sidered average. With extra 
care and added cost, finishes 
as smooth as 50 microinches 
can be produced. 

4. Porosity in plaster mold cast- 
ings is kept to a minimum 
level because gases escape 
from the mold cavity through 
the permeable plaster walls. 
Gas pockets in some cast 
forms result in_ porosity 
which tends to weaken the 
casting as well as cause un- 
satisfactory surface condi- 
tions. Because of the freedom 
from porosity, plaster mold 
castings are well suited to 
pressure applications. 

5. Plaster mold castings can be 
made to relatively close di- 
mensional tolerances, ap- 
proaching those of the die 
casting process; equalling 
those of permanent molding 
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and exceeding sand casting. 

6. A minimum of stresses are 
built up in plaster mold cast- 
ings, due largely to the fact 
that the plaster collapses as 
the metal contracts when it 
cools and solidifies. 

7. Because the mold is de- 
stroyed with each casting, it 
is possible to cast intricate 
shapes that cannot be made 
in permanent-type molds. In- 
tricate undercutting and cor- 
ing presents little if any diffi- 
culty. As a result of this fea- 
ture, highly complex assem- 
blies ‘can be made as single 
castings. 

8. The process is ideally suited 
to casting thin sections. Slow 
cooling of the metal permits 
it to flow through thin open- 
ings with a minimum of dif- 
ficulty. Sections as thin as 
0.032 inch are readily cast 

The limited range of materials 

and the restricted sizes of parts 
are the major reasons why plaster 
mold castings are not more exten- 
sively used. Summarizing the lim- 
itations, we have: 

1. Costs of molding are higher 
than for sand castings. Finer 
and more carefully finished 
patterns are required and the 


time for making molds is 
considerably longer. 
2. The process is unsuited to 


the use of irons and steels 
and other high strength ma- 
terials having melting points 
higher than 2100 F. 

3. Parts that 
plaster mold castings must 


can be made as 


be comparatively small, pri- 


marily due to the low 
strength level of the plaster 
molds. 


Sizes and Tolerances 


’ The absolute maximum size of 
plaster mold castings is governed 
by the sizes of standard molding 
flasks. The largest of these is ap- 
proximately 12 x 18 x 4 inches. 
How this is translated into weight 
‘is dependent upon the alloy being 
cast, but a commonly expressed 
weight limitation is 15 pounds. 
(Larger pieces are being made in 
plaster molds reinforced with 
steel, but this is not the true 
plaster mold casting process.) 

Considering average weight of 
parts, some experts agree upon 
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four ounces as a reasonable figure. 
Many parts much smaller than 
this are made as plaster mold 
castings, as well as many larger. 


‘When small parts are involved, 


multiple cavity molds can be used 
to increase production rates as 
well as to reduce costs. 

When considering the thickness 
of cast sections, one must also be 
aware of the overall size of the 
piece. On parts of 2 square inch 
area, 0.040 inch section thickness 
is practicable. Between 4 and 6 
square inch area, thickness must 
be increased to 0.0625 inch, and 
above that the minimum thick- 
ness should be 0.093 inch. 

Dimensional tolerance attain- 
able in plaster mold castings are 
moderately fine. For purposes of 
comparison, they can be grouped 
with those possible in die castings 
and permanent mold castings. 
This, of course, means they are 
superior to the usual tolerances 
available in sand castings. Under 
average conditions and for most 
economical castings, tolerances 
should be in the nature of plus 
or minus 0.010 inch. When re- 
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quirements demand it and the 
added cost is justified, tolerances 
can be narrowed to plus or minus 
0.005 inch. As the size of the cast- 
ing increases it is usual to be 
more liberal with dimensional! 
tolerances. One point to remem- 
ber is that the design of the cast- 
ing often has more to do with the 
tolerances than does the process. 


When to Choose 


Plaster mold castings should 
be seriously considered when 
these conditions exist: 

Parts requirements permit them 
to be made of copper-base alloys 
or a few other alloys which pro- 
vide strength levels ranging from 
50,000 to 100,000 pounds per 
square inch. 

Quantities fall somewhere with- 
in the range of 100 to 2000 pieces. 

Sizes are small to medium, with 
a lower limit of a few ounces and 
an upper limit of approximately 
15 pounds. 

Intricate detail and complex de- 
sign are involved. 

An exceptionally fine finish is 
important. 





After metal has solidified, the plaster mold is destroyed to re- 
cover the cast shape. Two as-cast aluminum impellers are 
shown. Inset shows a typical casting of this type after its riser 
has been cut off. 




















Making Managers 


Out of Buyers 


Some P, A.’s won't admit it but the fact is good pur- 
chasing demands administrative skill plus buying 
know-how. Here’s how one company develops both. 


Goop PURCHASING is as 
much good management as it is 
good buying. In fact, in a big pur- 
chasing department, the top people 
spend practically all their time on 
administrative problems and do 
very little buying. This is the case 
at Rohr Aircraft Corp., Chula Vis- 
ta, Calif. There are nearly 150 
people in the purchasing depart- 
ment and purchasing Agent L. W. 
Jones quite frankly admits that 
one of his major training objec- 
tives is development of adminis- 
trative skills in his supervisors 
and buyers. In other words, Jones 
is trying to make top flight man- 
agers out of his people. 

“One reason we try to develop 
broad administrative skills,” says 
Jones, “is because at Rohr peo- 
ple don’t make a career out of any 
one activity. New men come into 
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purchasing from material control 
and manufacturing and we don’t 
hold back people if better oppor- 
tunities develop outside the pur- 
chasing department.” 

The Rohr program of creating 
broad opportunities for advance- 
ment and recognition in the pur- 
chasing department includes per- 
sonnel rating systems, regular 
meetings, and a number of gim- 
micks more or less unique to Rohr. 

Senior Buyers Added. One 
change—the addition of senior 
buyers—almost doubled the num- 
ber of promotion opportunities. 
Better yet, the organization now 
has more depth. If there’s need 
for a supervisory buyer, there are 
always several qualified senior 
buyers capable of stepping into 
the bigger job without further 
training. And the senior buyers 


.Angeles. 


The biackboard gets a workout at 
Rohr purchasing meetings. Presid- 
ing, at the head of the table, is 
Purchasing Agent L. W. Jones. 


‘ 


can pinch hit for their bosses, the 
supervisory buyers at meetings, 
etc. 

Provide Management Participa- 
tion. Supervisory buyers not only 
meet . together regularly but 
they’re expected to suggest topics 
for the agenda that will be of gen- 
eral interest. In addition each su-' 
pervisor is occasionally given a 
special problem to solve. For ex- 
ample, one assignment was for 
each man to present a written 
definition of his responsibility. 
The same assignment has also 
been given for defining the re- 
sponsibilities of purchasing clerks 
and secretaries. “Problems of this 
sort help stimulate thinking,” says 
Jones. 

Planned Training Helps. All of 
Jones’ supervisors have taken the 
buyers course given by the Pur- 
chasing Agents Association of Los 
Jones broadens | this 
training by requiring a Monday 
report on what each considers an 
important problem area. He also 
develops administrative skills. by 
insisting that all requests for new 
personnel, etc. be justified with 
operating statistics and analysis. 

Persormel Performance Rated. 
Like other progressive companies, 
Rohr evaluates the performance | 
of salaried personnel twice a year. 
In purchasing, a supervisor must 
defend his salary recommenda- 
tions to other supervisors at a 
special meeting. “This,” says 
Jones, “helps promote sound sal- 
ary administration and helps bring 
to the attention of the group the 
exceptionally able buyer for spe- 
cial recognition.” 

That Jones’ program is headed 
in the right direction is proved 
by one experiment. He had each 
supervisor rate his own job per- 
formance. In practically every 
case the ratings were consistent 
with those made by Jones and 
Material Manager C. R. Campbell. 
When a man is capable of evalu- 
ating his own performance ac- 
curately, there’s little question of 
his ability to accurately appraise 
others. 
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Save money with 
NIBROC 


THE BALANCED TOWEL 





i ‘ You can save money with any Nibroc towel. 
| |) With Nibroc in the natural shade, of pure cellu- 


| —_— ° 

| lose fibre ...in multi-fold and single-fold. With 
3 Nibroc white, in the new “white magic” finish 
a ...in multi-fold and C-fold. 


Perfect balance in absorbency, wet strength, softness, 
reduces waste—lowers cost. New delayed action dis- 
penser cuts usage—up to 20%. When bought with 
Sofwite” and Softan™ Toilet Tissue the unit price is less. 
Result: Even more savings! Ask, too, about Nibroc indus- 
trial wipers, .windshield wipers, cabinets. 

Look under “Paper Towels” in Yellow Pages for name 
of nearest distributor. Or, write Dept. GN-3A Boston. 





BROWN [iJ COMPANY 


150 Causeway Street, Boston 14, Mass. 


Mills: Berlin & Gorham, New Hampshire 


For More Information Write No. 207 on Inquiry Card—Page 32 
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Buyer's Rights Limited 


On Defective Purchases 


The buyer has all the remedies available under the Uniform 
Sales Act when he gets defective material. But he'd better make 
sure conditions in his contract aren’t exclusive. 


Ly A CONTRACT for the pur- 
chase by an Ohio buyer of a tur- 
ret lathe in the days of machine 
tool shortages following the war, 
it was stipulated, “If the above 
described reconditioned machine 
is not satisfactory mechanically 
the purchaser may return it with- 
in thirty days and we will refund 
the purchase price in full.” 

Over a month and a half after 
the lathe had been delivered the 
purchaser wrote the seller, “This 
confirms our telephone conversa- 
tion concerning your invoice for 
the turret lathe which we have 
now returned to you, asking that 
you resell the same and refund 
our money inasmuch as this ma- 
chine has not performed in our 
plant to our satisfaction and also 
we notified you of its unsatisfac- 


, 
Tough. Next case. 


But judge, that machine 
breaking down 
cost me. 





By Albert Woodruff Gray 


tory condition before the thirty 
days were up.” 

This demand the buyer fol- 
lowed with a suit for a rescission 
of the contract, a refund of the 
purchase price and for the dam- 
ages claimed to have been in- 
curred in the operation of its 
plant through the failure of this 
lathe to function as promised. 
When the Court of Appeals of 
that state affirmed the judgment 
denying this buyer either a rescis- 
sion of the purchase contract or 
the damages, it said, 

“Notice did not come within 
the terms of the contract. The 
contract required the shipment of 
the lathe to the seller freight pre- 
paid. The purchaser knowing 
that machine tools were hard to 
find, did not want to return the 














A PURCHASER LOSES H.S RIGHTS TO ANY CLAIM FOR 
DAMAGES WHEN THE SALES CONTRACT SAYS HE CAN RETURN 
UNSATISFACTORY GOODS. ALL HE CAN DO IS RETURN THE GOODS. 


88 


machine but instead attempted to 
make it work with full knowl- 
edge of its condition. There is 
nothing indicating a direct and 
unequivocal rescission or that the 
seller by its conduct waived or 
extended the written terms of the 
sale as agreed upon.” 

Several years before this litiga- 
tion in the Ohio courts a purchase 
contract of an ice plant was in- 
volved in a suit in the Federal 
Court of Appeals. In that con- 
tract was a similar provision, 

“If for a period of 30 days after 
the plant so furnished was erect- 
ed ready to charge, the buyer 
should fail to notify the seller in 
writing of any claim that said 
machinery, apparatus or plant 
as furnished, did not fulfill the 
terms and requirements of the 
contract, specifying in what par- 
ticular or particulars it failed, this 
is to be considered an acknowl- 
edgment by the buyer that the 
said machine, apparatus or plant 
so furnished did fulfill the said 
terms and requirements and 
should constitute a complete ac- 
ceptance of the same as fulfilling 
all the terms and requirements of 
the contract.” 

Notice to the buyer that the 
plant was complete was given by 
the seller on June 5th, and on the 
6th of the following month the 
seller demanded payment from 
the purchaser under the contract. 

When payment was not forth- 
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coming suit was brought to col- 
lect. In its defense the buyer as- 
serted that the equipment had 
failed to operate as the seller had 
represented. At the trial the court 
held that the buyer, having failed 
to give notice of these defects 
within thirty days, had under the 
terms of the agreement accepted 
the plant as fully complying with 
the purchase contract and the 
seller’s guarantees. 

From that ‘decision the pur- 
chaser appealed. In its affirmance 
the appellate court said, “Was the 
court correct in its ruling as to 
the effect of the failure of the 
purchaser to point out in writing 
within 30 days after receipt of 
notice that the plant was erected 
ready to charge, wherein the ma- 
chinery apparatus and plant 
failed to fulfill the terms and re- 
quirements of the contract? 


Delayed Acceptance 


“Construing together the clause 
of the contract requiring writ- 
ten notice to be given to the pur- 
chaser of the time the plant is 
ready for charging and the provi- 
sion that if for a period of 30 days 
after such plant is erected ready 
to charge, the purchaser shall fail 
to notify the seller in writing of 
his claim that the same does not 
fulfill the terms and requirements 
of the contract, specifying where- 
in it does so fail, we hold that 
the contract requires that such 
notice shall be given by the pur- 
chaser within 30 days from the 
time when it receives the writ- 
ten notice aforesaid and that the 
failure to give such notice within 
said 30 days constitutes a com- 
plete acceptance of said machin- 
ery, apparatus and plant as ful- 
filling all the said terms and re- 
quirements.” 

When under the provisions of 
a purchase contract rescission is 
conditioned on the return of the 
goods by the buyer or notice with- 
in a stipulated time the effect of 
such limitation is in many in- 
stances greater that the mere limi- 
tation of the time within which the 
notice or the return of the goods 
must be made to be effectual in 
absolving the purchaser from the 
obligations of his agremeent. 

Under the Uniform Sales Act 
that has been adopted as a statute 
by thirty four and followed gen- 
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erally by the courts of the other 
states of the country, four reme- 
dies are available to the purchaser 
for a breach of warranty. 


Four Remedies 


“(1) Accept or keep the goods 
and set up against the seller the 
breach of warranty by way of re- 
coupment in diminution or ex- 
tinguishing of the price. 

“(2) Accept or keep the goods 
and maintain an action against the 
seller for ‘damages for breach of 
warranty. - 

“(3) Refuse to accept the goods 
if the property therein has not 
passed and maintain an action 
against the seller for damages 
for breach of warranty, or 

“(4) Rescind the contract to sell 
or the sale and refuse to receive 
the goods or if the goods have 
already been received, return 
them or offer to return them to 
the seller and recover the price 
or any part thereof which has 
been paid.” 

These provisions of the statute 
are followed by the clause, “When 
the buyer has claimed and been 
granted a remedy in any one of 
these ways no other remedy can 
thereafter be granted.” 


Rescission 


In this case recently before the 
Ohio appellate court involving the 
purchase of the turret lathe it 
was provided in that contract that 
if the machine was not satisfac- 
tory mechanically, “The purchas- 
er could return it freight prepaid 
within thirty days.” 

Of the forfeiture by the pur- 
chaser under such a clause of 
its right to any claim for damages, 


You'll have to help push Mobel. 
We've only got two minutes left. 





that court said, “The action is 
for rescission so that damages for 
breach of warranty are not avail- 
able to the purchaser.” 

Only a few months before that 
decision was rendered a similar 
contract provision in the purchase 
of a hydraulic press was before 
the courts of that same state for 
interpretation 

Here that provision of the con- 
tract restricted the buyer to the 
sole remedy of the return of the 
goods. In the order signed by the 
purchaser and directed to the sell- 
er it was provided, “Defective 
goods will be returned at your 
expense including incoming freight 
and credit taken on vouchers. No 
goods returned as defective may 
be replaced without our formal 
replacement order. All goods shall 
be subject to our inspection and 
rejection.” 


Exclusive Remedy 


Here the seller contended that 
the provisions of this contract un- 
der which it had manufactured 
this hydraulic press set forth ex- 
clusive remedies to which the 
purchaser was restricted in the 
event of any defects. On the other 
hand the purchaser maintained 
that it had a right to damages by 
reason of such defects. In its de- 
cision the Ohio Supreme Court 
said, 

“The most pertinent provisions 
are those relating to defective 
goods which provide, ‘Defective 
goods will be returned at your ex- 
pense, including incoming freight 
and credit taken on vouchers. No 
goods returned as defective may 
be replaced without our formal 
replacement order. All goods shall 
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WHEN A SALES CONTRACT GIVES A CERTAIN TIME IN WHICH 
TO RETURN UNSATISFACTORY GOODS, THE ELASPING OF THE 
TIME ENOS THE BUYERS RIGHT TO RETURN THEM. 
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be subject to our inspection ‘and 
rejection.’ 

“Even if it is conceded that 
there was an implied warranty as 
to the quality and fitness of the 
press for the purposes for which 
it was purchased, nevertheless un- 
der the great-weight of authority, 
where a buyer by contract in 
writing makes return of machin- 
ery purchased or replacement of 
defective parts or rescission of 
of the contract the exclusive rem- 
edy for failure of the machinery 
to work as warranted, such buyer 
cannot have an offset or claim for 
damages to reduce the amount of 
the purchase price. 


Damages Barred 


“The effect of provisions in a 
contract of sale as to the right 
to return articles purchased is 
often determined from the lan- 
guage used and where such lan- 
guage is permissive in nature it 
has been held to state an alterna- 
tive and not an exclusive remedy. 
However it is recognized that 
where the buyer’s remedies for 
a breach of warranty are binding, 
’ such remedies are exclusive. 

“Tt is difficult to construe as 
otherwise than affording an ex- 
clusive remedy as to any rights 
or warranties in favor of the buy- 
er, a provision to the effect that, 
at the expense of the seller, de- 
fective goods will be returned, 
that no goods returned as defec- 
tive may be replaced without a 
formal replacement order from 





“That’s a pretty rotten thing to say 
about our product, Mr. Armitage. 
It’s true, but it’s pretty rotten.” 


the buyer and that all goods shall 
be subject to the inspection and 
rejection of the buyer. The pro- 
visions of the order in question 
are valid and binding on both 
parties and as long as purchasers 
will sign these orders they must 
abide by them.” 

When a fuel oil engine sold to 
an Ohio purchaser, failed in satis- 
factory performance suit was 
brought for damages against the 
manufacturer. In this contract it 
was provided that if any part 
should he found within one year 
to be defective, the manufacturer 
“will repair said part f.o.b. our 
works or will furnish f.o.b. our 
works a similar part to replace 
ag 
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In that suit the Federal court 
denied the purchaser any dam- 
ages. Under the contract, asserted 
the court, this qualified right to 
return the goods was exclusive 
of any other remedies such as 
damage claims. 

“The contract does not say in 
terms that in the event the engine 
proved defective or incapable of 
doing the work the purchaser 
would have no other remedy than 
the right to require the seller to 
replace it or take it back and re- 
fund the purchase price. 


Specific Remedy 


“It does however, specifically 
provide in that contingency for 
replacement by an engine that 
would meet the requirements or 
for the refund of such part of the 
purchase price as had been paid. 
It thus provides for the doing of 
certain things as the specific rem- 
edy available to the buyer and 
enforceable against the seller for 
a breach of the guarantee. It 
seems clear to us that it was in- 
tended to be exclusive.” 

Of the exercise of this right of 
rescission under a purchase agree- 
ment Prof. Samuel Williston of 
the Harvard Law School has writ- 
ten, “It is now quite common for 
warranties to state the remedy or 
remedies to which a buyer shall 
be entitled on breach of the war- 
ranty. It is often not clearly stated 
whether a remedy thus indicated 
in the contract between the par- 
ties is stated as an exclusive re- 
dress or is merely permissive. 

“A slight difference in wording 
in such contracts may justify the 
interpretation that this is the 
buyer’s exclusive remedy or that 
it is a privilege granted to him 
in addition to any that he might 
otherwise have. The latter con- 
struction is more likely to be jus- 
tified where rescission is not al- 
lowed for breach of warranty un- 
less expressly provided for. In 
each case the contract must be 
interpreted, for a contract may 
and frequently does provide for 
rescission as a sole remedy. 

“A right given a buyer by law 
should not be regarded as bar- 
gained away unless the contract 
clearly so states. In most cases, 
however, it is probable that where 
a specific remedy is stated the 
seller intended it to be exclusive.” 
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Sputniks, Schmutnicks! 


I'm reading about A. 0. Smith’s SW-47 





Mac: Sounds like we better pass the word on 
and get a trial order in? 
Smitty: You bet! And the white shirt boys will 
be happier to try it when they know A, O. 
_ Smith lowered the price too! 
Mac: Come to think of it, we better get up and 
see ’em right now ‘cause that man from A. O. 


Mac: What's so special about the new SW-47? I Smith comes ’round just about as often as 
. « . . . < < * = . J ° ' 
always thought it was pretty good as it was. the Sputnik! 


Smitty: Well, it says they did some changing on the 
chemistry to make it even easier to use in down- 
hand and out-of-position work. 


Mac: Is that all? Through research < 


Smitty: Nope, listen to this...compared to other 
rods of the same type, the SW-47 digs deeper and 
with a better crater. On vertical up welds the slag 
washes out of the corner better and arc direction 
is maintained with much less crater flaking. oe J 

CORP OR AT 1. Gem 


WELDING PRODUCTS DIVISION 
Milwaukee 1, Wisconsin 
A. 0. Smith International S. A, Milwaukee 1, Wisconsin, U. S. A, 
; For More Information Write No. 208 on Inquiry Card—Page 32 
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Products and Ideas 
A NEW PLASTIC, Videne, can 


Plastic Has Many 
be adhered under heat and pres- 


Lamination Applications sure to a wide variety of end 


products in a number of indus- 
tries. The plastic, a polyester lam- 
inating film, can be adhered to 
textiles, metals, wood, paper, cer- 
tain plastics, glass, fabric, cotton, 
wool, dacron, orlon, nylon, and 
vinyon fabrics. 

The laminating film is an un- 
oriented, amorphous, thermoplas- 
tic material. that can’t be crystal- 
lized. It differs from other plastics 
in two major respects: it can be 
adhered under heat and pressure, 
and it will vacuum form, or draw, 
to the limits of supporting mate- 
rials. It is being furnished in two 
film finishes, clear and satin, in 
gauges from two to seven and 
one-half mils. The manufacturer 
The packaging field is one of many in which Videne, a new plastic film is -~ Goodyear Tire & Rubber Co., 
finding lamination applications. Akron, Ohio. 

Write No. 30 on Inquiry Card—Page 32 





A BOOM TRUCK is now avail- 
able with these features: 1. pre- 


Boom Truck Positions Load cision control of boom movements 


in all directions; 2. vertical, longi- 

° ° tudinal, and cross-wise movement 

With Machine Tool Accuracy tite jccm under full load; 3. no 
“straddling” of work loads. 

The operator of this boom truck 
can position work: loads to with- 
in 1/100 of an inch in vertical 
longitudinal, and cross-wise direc- 
tions of travel. The vertical and 
longitudinal travel is operated hy- 
draulically and the cross-wise 
travel, mechanically. 

The boom’s hook reaches up to 
48” beyond the front end of the 
truck, keeping the truck away 
from the area to be serviced. It 
reaches over obstacles and into 
otherwise inaccessible places. Ca- 
pacity at maximum boom exten- 
sion is 1500 lbs; with full boom 
retracted, 2500 Ibs. 

Called the hydro-boom, the 
boom truck is available in hand- 
operated or battery-operated 
models, with or without power 
propulsion. The manufacturer is 


= ee i ts Be yu" m Vanguard Engineering Co., 1908 
, aie East 66th Street Cleveland, Ohio. 
This boom truck has precision control of boom movements in all directions. Write No. 31 on Inquiry Card—Page 32 





92 PURCHASING 








Svea seaeewes WS 42° Ww 


IO 


© . 
{ 
= 


T 3 





‘‘We stamp them all using 
just 2 Cities Service Ojils!’’ 


...- Says Res Manufacturing Company 
Milwaukee, Wisconsin 





It's doubtful if anyone makes a more diversified line of 
stamped and formed metal products than Res Manufactur- 
ing Company. 

With its 21 presses, ranging from 15 to 200 tons capacity, 
Res turns out millions of articles a year . . . wire handles, 
metal handles, wire forms, drawn shells, lifting loops, and 
parts for electrical controls, to mention just a few. 

“All require the best possible finish and all get it with the 
use of just two Cities Service oils,” says Assistant Plant Man- 
Presses shift to numerous operations without ever ager Herbert W. Krueger. 
changing oil, thanks to versatility of the 2 Cities 
Service oils used for all jobs. 





“For drawing, shaping, and punching aluminum, we use 
Cities Service Chillo #2 with excellent results. Where draw- 
ing, swedging or forming of steel and brass is required, we 
use Cities Service Chillo 12 and get equally fine results. 

**Not only do these two Cities Service oils handle all 
our jobs and produce the best possible finish, but we also 
find they increase tool life and hold scrap to a minimum. 
In short, these are the best oils we have ever seen.”’ 

Like Res Manufacturing, chances are your operation can 
be simplified with the right Cities Service oils. Talk with a 
Cities Service Lubrication Engineer. Or write: Cities Service 
Oil Company, Sixty Wall Tower, New York 5, N.Y. 


Handles by the thousands are produced by Res for C i T | F S (A) SE RV i C 4 


cooking utensils and similar items. Finish is ex- 





cellent, thanks to Cities Service oil. QUALITY PETROLEUM PRODUCTS 


For More Information Write No. 209 on Inquiry Card—Page 32 
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“Whenever we need new or special 
items from local suppliers...” 





“THE YELLOW PAGES GIVE US 
THE SOURCES WE NEED... 


says E. R. Randall, Director of Purchases 
Walter Kidde & Company, Inc., Belleville, N.J. 





“We use the Yellow Pages consistently when we want to 
locate suppliers of new or special items. Not only do they 
list a source, but usually provide a complete choice of sup- 
pliers. In fact, Kidde is so sold on the Yellow Pages that we 
list nationally almost 100 of our agents under trade-mark 
headings and all of our district offices with display space.” 


In industry after industry, purchas- 
ing agents like Mr. Randall depend 
on the Yellow Pages to locate 
equipment or service. Next time 
you are looking for a supplier, and 
want to find him fast, consult the 
Yellow Pages first! 


Find It Fast 
In The 


Yellow Pages 





America’s Buying Guide For Over 60 Years! 
For More Information Write No. 210 on Inquiry Card—Page 32 
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Trolley Wheels for 


Explosive Atmospheres 





Nylon trolley wheels have been 
developed to eliminate sparking 
from wheel contact in bronze trol- 
ley side plates of overhead con- 
veyors. The wheels operate quiet- 
ly and are clean functioning as 
they require no lubrication. They 
are well suited, therefore, for 
food, canning, laboratory or other 
installations where cleanliness is 
a vital factor. The trolley and ap- 
purtenances are made by Tipp 
Mfg. Co., 4th & Franklin Sts., 
Tipp City, Ohio. 

Write No. 32 on Inquiry Card—Page 32 


Chlorinated Compounds 


The petroleum industry is to be 
credited with a valuable assist to 
the chemical industry. Improved 
refining processes are making 
high quality p-xylene available in 
adequate supply. This has made 
possible the development of six 
promising new chlorinated com- 
pounds, utilizing p-xylene as the 
basic raw material. Three of the 
new products are what chemists 
call “ring chlorinated,” while the 
remaining three are “chain chlor- 
inated.” The chain-chlorinated 
materials are expected to find ap- 
plications as chemical interme- 
diates in the production of food 
flavoring materials, dibasic acids, 
glycols, etc. The ring-type com- 
pounds are suited for use as flame 
retardants and in the formulation 
of hydraulic fluids. The com- 
pounds are a development of Dia- 
mond Alkali Co., Product Devel- 
opment Dept., Painesville, Ohio. 
Write No. 33 on Inquiry Card—Page 32 


For More Information Write No. 211 
on Inquiry Card—Page 32> 
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DRIVE AND PROPELLER SHAFTS CUTLERY 





FITTINGS AND VALVES 
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FASTENERS 


BAR SHAPES 
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AND VALVES 





























BURNER NOZZLES 





If you use stainless steel in the manufacture of your From the first order on, you can depend on the J & L 
products, they will be improved with the excellent . Stainless Steel Division in Detroit to give you quality, 
quality of J & L Stainless Steel. Our modern facilities service and immediate shipment. Write or call for the 
stock a large range of sizes and grades, and we're latest complete stock lists. 


ready to ship from stock right now. 


mv yr ts i... ATW TAIN ESS 


STEEL 


Jones & Laughlin Steel Corporation - STAINLESS STEEL DIVISION © Box 4606, Detroit 34 
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IN 8 MINUTES 22 SECONDS, both all- 
welded end sections (beaded front post, 
back post, and I-piece side panel), top 
shelf, base strip, l-piece back panel, and 
back panel clips are in place. 





WOT MMA BE Cla 0 Ree 
THESE 25 PARTS are components of a 36 in. wide, 18 in. deep, 7 ft. 3 in. 
high unit of HALLOWELL Erectomatic closed type shelving with seven shelves. 





Hallowell BrectOo Matic? ier ened ind sheles 
located on their respective supports. ~ 

Shelving Goes Up Fast, 
Cuts Erection Costs 


Two men assembled 7-shelf closed unit, 
7 ft. 3 in. high, in only 10 minutes 42 seconds 


Since HALLOWELL Erectomatic goes up faster, you save as much as 40% in 
erection costs. Time is saved in changing shelf arrangement to meet varying 
conditions, too. A shelf can be removed independently without tilting, repo- 
sitioned without unloading. There is no interference with any other shelf. Just 
release the locks, remove the shelf and its supports, relocate them, and press 
the locks. It takes only seconds to do the complete job. Form 2257 tells the 
full story. Ask an authorized HALLOWELL Shop Equipment dealer for your — 

copy. Or write Hallowell Shop Equipment Division, STANDARD Pressep UNIQUE LOCKING DEVICES are pressed 


: ; into place and shelves are ready for 
STEEL Co., Jenkintown 31, Pa. loading in just 10 minutes 42 seconds. 


7 


Jenkintown:+- Pennsylvania 





Standard Pressed Steel Co. ¢ The Cleveland Cap Screw Co. @ Columbia Steel Equipment Co., Inc. 
e Nutt-Shel Corporation e SPS Western @ Standco Canada ltd. e Unbrako Socket Screw Co., ltd. 


For More Information Write No. 212 on Inquiry Card—Page 32 
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Tramrail Overhead 


Fork Lift 





nrTaTES see” 


here OFC Thon 


The Cleveland Tramrail Divi- 
sion of the Cleveland Crane & 
Engineering Co., Wickliffe, Ohio, 
has developed a versatile over- 
head fork lift. It posseses a high 
degree of maneuverability. When 
on a tramrail crane, it can be 
traveled to front, rear or either 
side of a building, up, down and 
turned through a full circle clock- 
wise or counterclockwise. The 
overhead fork lift is particularly 
advantageous for handling and 
storing materials in warehouses. 
Materials can be piled higher and 
aisleways can be reduced in 
width. 

Write No. 34 on Inquiry Card—Page 32 


Time-Saving Caliper 
Reads Directly 


Much of the time and effort 
normally required for measuring 
parts and materials is saved by 
use of a newly introduced direct 
reading caliper. It not only meas- 
ures bar stock, sheet ‘stock and 
lathe turnings up to 4” thick, but 
also castings and moldings of ir- 
regular shape that are difficult 
to measure by other methods. The 
size is read directly on a 0-to-4 
inch, black-on-white scale that is 
precisely calibrated in inches by 
32nd’s. Thickness of sections up 
to 3” from the edge of a part 
can be measured. The caliper is a 
product of Master Specialty Co., 
Inc., 3725 Monitor Ave., Min- 
neapolis 26, Minn. 

Write No. 35 on Inquiry Card—Page 32 
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you wouldn’t buy hydraulic fluids 





Operating pressures and temperatures, pump and equip- 
ment design and degree of fire hazard all affect the selection 
of the right fluid. 


These fluids are available in three viscosities to meet the needs of 
systems running as high as 150° F., and where maximum lubricity 
is needed for heavy bearing loads. Used in deck-edge elevators 
in Navy carriers. . 


These fluids will adequately meet the requirements of up to 85% 
of all hydraulic systems. Houghto-Safe 600 series provides maxi- 
mum fire protection with good lubricity for systems running up 
to 150° F. Used in catapults in Navy carriers. 


These are lower cost fire-resistant fluids. They are stable, afford 
good lubricity and provide adequate fire protection where hazards 
are intermittent or remote. . 

When you think of fire-resistant hydraulic fluids—call on 
Houghton. You will get factual, unbiased recommendations of the 
fluid best suited to your equipment and degree of fire hazard. 
Factual folders describing these safe fluids are yours for the asking. 
Write E. F. Houghton & Co., 303 W. Lehigh Ave., Phila. 33, Pa. 








.- products of 


«of 


Ready to give you 
on-the-job service... 
For More Information Write No. 213 on Inquiry Card—Page 32 





Jones & Laugniin steel Corporation - STAINLESS STEEL DIVISION « Box 4606, Detroit 34 
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BLENDS 


MOLDED PARTS 


SHEET + ROD » TUBE 





a io LININGS + COVERINGS 


ace’ is not just one material 


Ace means tailor-made rubber and plastic materials . . . with 
mechanical, electrical and chemical properties carefully 
blended to give you the one best material and most 
economical production methods for your designs. Hundreds 
of Ace rubber and plastic compounds to choose from— 

plus many unusual materials like Ace-Tex pyrobitumens 
and Ace-Hide rubber-plastic blends. Among world’s 

largest molding, extruding, fabricating facilities. 





80-Page Ace Rubber and - fe’/ 
Plastics Handbook Free to iA / 
Design Engineers. Write today. | 

LT, 5 en "09 


ACE rubber and plastic products 


ay - AMERICAN HARD RUBBER COMPANY 
Ace Avenue @ Butler, New Jersey 
“ss DIVISION OF AMERACE CORPORATION 


For More Information Write No. 214 on Inquiry Card—Page 32 
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Products 


Vacuum Chuck Handles 
Almost Any Workpiece 


A universal vacuum chuck of 
almost limitless versatility in the 
size and shape of work to be han- 
dled is provided by the “Octupus” 
multiple-grip chuck. Closely set 
suction grips hold non-magnetic 
materials firmly in place for 
drill press, router, bullard lathe 
and other milling. Any one 
of a combination of vacuum 
apertures can be sealed off, con- 
fining the gripping area to the 
work at hand. Any piece of ma- 


terial which covers one of the - 


small rubber sealing rings can be 
worked on. The chucks are made 
on special order from 921-T cast 
aluminum by Pioneer Aluminum 
Inc., 5251 W. Imperial Highway, 
Los Angeles 45, Calif. 

Write No. 36 on Inquiry Card—Page 32 


Turns Out Gears in 
Less Than 6 Hours 





From tool-up to finished pro- 
duction takes less than six hours 
to fabricate fine pitch gears with 
a machine engineered by Illinois 
Tool Works, 2501 N. Keeler Ave., 
Chicago, Ill. In addition, the ma- 
chine performs economically on a 
production basis—generating p-2 
and p-3 gears without “hand se- 
lection” and costly time and ma- 


terial waste. Cutting is done by- 


an inexpensive, single point tool 
that can be made in user’s own 
plant in less than an hour. It gen- 
erates spur or helical gedrs to 
45° helix up to 3” diam and 34” 
of cutting length from 30 to 300 
pitch. 

Write No. 37 on Inquiry Card—Page 32 
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NOTHING TRANSMITS POWER AT SUCH LOW COST FOR SO LONG 
AS ROEBLING ROYAL BLUE WIRE ROPE. No means of transmitting power can be com- 


pared—on a cost basis—with Royal Blue, the strongest wire rope you’ve ever used. Meeting industry’s stringent 


service demands is a function fulfilled by Royal Blue in many ways: unimpaired flexibility, great resistance to 
shock, abrasion and corrosion ...a plurality of qualities that make for singularly long service life. For further 
details on “length through strength,’ communicate with Wire Rope Division, John A. Roebling’s Sons Corpo- 
ration, Trenton 2, New Jersey. 


ROEBUING 


Branch Offices in Principal Cites (Fl 


sidiary of The Colorado Fuel ond Iron Corporation 


DESIGN 
FOR WIRE ROPE 


Its ready adaptability is 
evident wherever powers 
transmitted. Itconforms 
to unique design re 
quirements. Use wire 
rope to transmit 


power 





For More Information Write No. 215 on Inquiry Card—Page 32 


For More Information Write No. 216 on Inquiry Card—Page 32 
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sions of new S.E.C.0. allow faster cuts with less too 














NEW EMULSIFYING OIL 
KEEPS MACHINES CLEAN, 
PROTECTS AGAINST RUST, 

GIVES IMPROVED HARD-WATER 

EMULSION STABILITY 


of Sun’s new S.E.C.O. (Sunoco RUST-PREVENTION— ‘The smaller oil particle size 


Emulsifying Cutting Oil) with smaller oil in emulsions of new S.E.C.O. gives better 








Emulsion 












particle size give you the following benefits metal wetting properties and increased pro- 











EMULSION STABILITY— In hard-water areas, im- tection against rust and corrosion. See 
partial field test how that emulsions of photos below. 

new S.E.C.O tand up better under more If you’re a regular user of S.E.C.O., notice 
severe conditions than those made with other how much it has been improved. If you're 
regular emulsifying cutting oils not, find out what we mean about greater 
DETERGENCY — The excellent wetting properties economy and improved production with neu 
and detergency of new S.E.C.O. allow dirt Sunoco Emulsifying Cutting Oil. Call your 
and fines to settle quickly out of emulsions. Sun representative, or write to Sun Oil 
Grinding wheels and machines stay cleaner. * Company, Philadelphia 3, Pa., Dept. I-9 





800x photomicrographs of 10% emulsions. New S.E.C.O. emulsion on left contains 
8 tin is many oil particles per unit volume as ordinary emulsion on right. 
Many minute particles in S.E.C.O. emulsion do not showat this magnification 


«SUNOCO 
a 


INDUSTRIAL PRODUCTS DEPARTMENT 


SUN OIL COMPANY Philadelphia 3, Pa. 


IN CANADA: SUN OIL COMPANY LIMITED, TORONTO AND MONTREAL 

















UROLATOR FILTERS 
FOR THE PROTECTION — 
OF HYDRAULIC CIRCUITS 
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PR 312 12 GPM line type fil- e PR 412-8 12 GPM line type e G-187 3 GPM in-line hydrau e P 32-26 Low pressure, high 
ter Micronic element filter Military approval lic oil filter Metal element flow hydraulic oil filter 
e bd ' 
Effective filtration is essential for optimum perform- trom which to choose. It your application requires 
ance in hydraulic circuits. To keep a system clean a special filter, Purolator will design and build it. 
and functioning properly, it is important that the Let Purolator work on your toughest filtration : 
filter be designed specifically to meet the require- problem. 


ments of the job. Filtration For Every Known Fluid 


Purolator’s complete line of filters for hydraulic 


systems includes models for every set of operating PU Fe O LA 4 fe) Fe 


conditions likely to be encountered. A few are PRODUCTS. INC 


shown here; there are many more standard models Rahway, New Jersey and Toronto, Ontario, Canada 
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Products 





Patching Material Repairs 
’ Any Floor Fast 





“Chemi-Patch,” a 
unique floor patching material 
formulated for use in all types 
of industrial plants, one need only 
wire-brush loose particles from 
the surface. No deep chipping out 
or cutting around the edge of the 
area to be patched is needed. 
Chemically-resistant, the product 
can be applied with a trowel. All 
that is needed to prepare the ma- 


To apply 


terial for application is to mix the 
binder and catalyst and then add 
the aggregate. Afterward, the sur- 
face is finished with a smoothing 
agent. All four ingredients are 
packaged in one 2% gal container 
by the Garland Co., 3748 E. 94th 
St., Dept C-66, Cleveland 5, Ohio 


Write No. 38 on Inquiry Card—Page 32 


Machine Pierces Up To 
600 Tubes a Minute 


A high speed tube piercing ma- 
chine is being manufactured by 
Koppy Tool & Die Co., Ferndale, 
Mich. to produce round or irregu- 
lar holes at production-speeds up 
to 600 tubes per hour. Accuracy 
is assured by absolute control 
and support of the tube during 
the piercing action. As the punch 
engages the work, tube and man- 
drel are held in rigid balanced 
condition by the action of upper 
and lower compression inserts. 
The machine is available in two 
models, which pierce tubing up 
to 3” diam. Model AA pierces two 
holes at maximum distances of 
2%”; model AB has a maximum 
cutting distance of 44”. 

Write No. 39 on Inquiry Card—Page 32 
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Industry's No. 1 choice... 
the V-Belt with concave sides 


Here’s the reason: er 
the concave sides of Gates V-Belts \ ee 
insure far longer belt life. 


Make this simple test. Bend a Gates V-Belt with \ 
concave sides (Fig. 1) as if it were going around a 
sheave. Feel how the sides fill out become per- 
fectly straight (Fig. 1-A). Note how this belt makes 
full contact with the sides of a sheave grips the 
sheave evenly, distributing wear uniformly across the 
sides of the belt. Uniform wear lengthens belt life — 
ke eps costs down 


Now make the same test with a straight-sided 
belt (Fig. 2). Feel how the sides bulge out, (Fig. 2-A) 
concentrating wear at the points shown by arrows. 
Uneven wear shortens belt life; increases belt costs 

Jecause Gates V-Belts with concave sides are so 
universally preferred, they are also the most widely 
available. There are Gates distributor stocks in indus- 
trial centers throughout the world. 


The Gates Rubber Company 


Denver, Colorado 


ZPD, World's Largest Maker of V-Belts 
ape" 
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Office Equipment and Supplies 





6 Ways to Cut Cost of Record Keeping 


A SYSTEMS expert for a man- 
ufacturer of business forms re- 
cently said that a great deal of 
clerical time is unknowingly wast- 
ed in preparing purchase orders, 
invoices, production orders and 
all other standard papers it takes 
to run a business. To overcome 
this he recommends six ways to 
save time in writing and handling 
business forms, an $8 billion task 
for the country’s business firms. 
“Attention fo basic principles 
of forms design can plug sev- 
eral loopholes,” said William W. 
Zechel, manager of the systems 
planning department of Uarco, In- 
corporated of Chicago, Illinois. He 
added that office costs “deserve a 
special scrutiny” in these days 


when business firms are trimming 
expenses wherever possible. His 
six suggestions for better forms 
design, which will result in sav- 
ings of clerical time and better 
control are: 

Combine forms wherever possi- 
ble. Carbon and paper cost far less 
than a typist’s time, so study all 
ways to combine two or more 
forms that contain similar infor- 
mation, such as shipping orders 
and packing lists. The science of 
combining forms often enables a 
company to eliminate an entire 
typing operation, as well as the 
cost of an extra sets of forms. 

Choose the form best suited for 
the job. Unit carbonset forms 
compared to loose sheets save the 





typist all the time of assembling 
sets and inserting them in the 
typewriter. On the ordinary four- 
part form, for instance, the typist 
must pick up four sheets and 
three carbons, assemble, jog into 
position, insert in the typewriter, 
align, type, remove from _ type- 
writer, and remove carbons. With 
unit carbonset forms, typist need 
only pick up set, insert in type- 
writer, type, remove from type- 
writer and deleave carbons. Ad- 
ditional time can be saved by us- 
ing continuous forms. 

Preprinted information elimi- 
nates the need of writing fre- 
quently repeated items, such as 
popular products, terms of pay- 
ment and other Standard informa- 
tion. Writing time can be reduced 
five to ten per cent by appropriate 


ict ask [enaace TO re 
FIRM NAME ADDRESS 


CITY, STATE 
DATE _ 





preprinting. 

Use check boxes to indicate 
multiple choices. For example, 
when answers are limited to di- 
rect questions such as “yes” or 
“no”, “prepaid” or “collect”, con- 
siderable time is saved by the use 
of check boxes. This also saves 

saa 2 time in interpreting answers. 
pony ees Designate function and distri- 
| coms smesrion $89, %0, bution of each ply. Colored papers 

provide quick identification.. 

Proper use of tab stops, mar- 
gins and straight line typing elim- 
inates the need for hand position- 
ing of the carriage takes 12 times 
as long as a keyboard stroke and 
four times as long as the use of a 
tabular stop. 

The science of combining and 
designing forms can save many 
business firms from 17 to 78 per 
cent of clerical costs for record 
keeping, said the Uarco executive. 
According to systems experts, the 
cost of a form is usually about 
1/20th as much as the cost of typ- 
ing or otherwise preparing it. In 
other words, the $400,000,000 
spent annually for printed forms 
themselves should be multiplied 
by about 20 to figure the nation’s 
bill for paperwork. ; 
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SPECIAL INSTRUCTIONS 


FIRM WAME 
INSTRUCTIONS PRINTED HERE 





PoecaasinG acent 


CONDITIONS OF PURCHASE PRINTED HERE.REVERSE SIDE CAN ALSO BE USED 














Shown here is the first page of a form designed by Uarco, Inc. 
It represents a composite outline of a practical purchase order. 
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Compact Voicewriter model VPC-1 is 


always ready for work 
Savings as dictating machine and 


offers two-way 


tran- 


scribing unit 





Edison Voicewriter can show you the way to 
new office efficiency for as little as 





Now’s the 


your 


time to help every office in 
organization paperwork costs 
and step up office productivity ——and noth 


jobs like an 


cut 


ing can do these two timely 
efficient Edison Voicewritet 

Ready pennies per 
day, a compact Voicewriter model VPC-1! 
can do double duty as a dictating instru 


to go to work for 


ment and secretarial transcriber. And 
because it’s an Edison product — you know 
its real dictating equipment, built for 


years of economical operation 


For as little as $17.28 per month, you 
‘can equip any executive in your organiza- 
tion for complete home, office, or on-the- 
road dictation—to give him the kind of 
extra flexibility and efficiency today’s busi- 
ness demands. And, at the same time, you 


Edison Voicewriter 


a product of Thomas A. Edison Industries 


Marcu 31, 1958 


equip his secretary to turn out more work, 
more accurately, thanks to the famous 
Edison diamond disc. Incidentally, it will 
pay you to look into Voicewriter for help 
in handling your own office work-load. 
Most organizations find the Voicewriter 
pays for itself in executive and secretarial 
timesavings within the first year you use it. 


For equipment and systems to meet 
every dictating need—look to Edison 
the organization that pioneered modern 
dictating equipment, dial-telephone and 
network dictation, and the new ALL- 
PURPOSE Edison Voicewriter. 

Why not get the full story on Voice- 
writer savings in your office through an 
Edison five-day, on-the-spot check? For 
details mail the coupon today. 





$1728 a month 








FOR THE LARGER OFFICE, Edison 

Televoice centralized dictation systems 
using either your inter-office dial 

phones or Edison dictating phones 


unmatched and 
At low unit cost, you can put 


offer 
savings 


convenience 


Televoice dictation at the fingertips of 


every individual in your organization 














Edison Voicewriter Division 

Thomas A. Edison Industries 

McGraw-Edison Co., West Orange, N. J 

In Canada: 32 Front St. W., Toronto, Ont 

Please send me, without obligation 
Information on 5-day office survey 
Information on monthly-pay plan 
Literature on Voicewriter 

Name —lieaieiiiicnens 

Co 

Address = -_ 

0 —_—  . 


apanannnunenantamapeienial 


snenenenanenenanananancendanamnal 
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after letter 








makes the clearest impression 


Nylon ribbon puts a fast end to fuzzy impressions. Stays fresh 
far longer. Doesn’t get chewed to bits. For electric or manual 
machines, it’s the quickest way to improve typing. We invite you 
to see for yourself. For free sample write to “Dept. P” on your 
own letterhead, giving your title as well as machine name and 
model. You'll discover why America’s leading manufacturers of 
typewriter ribbon use nylon fabric woven by Burlington... 
America’s +] producer of synthetic industrial fabrics. 


Burlin ngton® 


A MEMBER OF BURLINGTON INDUSTRIES industrial fabrics co. 
1400 BROADWAY, NEW YORK 18, ¢‘*WOVEN INTO THE INDUSTRIAL LIFE OF AMERICA’ 
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Office Equipment 





Zephyr American 
Corporation of 
New York City 
announced recent- 
ly that its line of 


Rolodex rotary 
card files has been 
expanded to 17 


models by the ad- 
dition of six econ- 
omy models. The 
newly developed 
Rolomatic __ prin- 
ciple of automatic 
ball-bearirig ten- 
sion control, on 
which patents are 
pending, is in- 
cluded in these 
new models as 
well. While per- 
mitting rotation in 
either direction, Rolomatic indexes as the knob is 
turned, and maintains the cards in balance at the 
desired position. : 

For More Information Write No. 40 on Inquiry Card—Page 32 





The supplies Division of International Business Ma- 
chines Corporation announced the availability of the 
Port-A-Punch, a new device specifically designed for 
on-the-spot punching of IBM punch cards. The one 
step recording operation speeds the overall data 
processing job and reduces the chance of error by 
eliminating the preliminary writing or typing of source 
documents. The new puncher consists of a punching 
board, template and punching instruments, and uses 
pre-scored IBM cards designed to meet individual job 
requirements. 

For More Information Write No. 41 on Inquiry Card—Page 32 


A one-piece mail- 
ing unit consisting 
of statement and 
remittance enve- 
lope has been per- 
fected by Ameri- 
can Lithofold 
Corporation, St. 
Louis. This form 
offers substantial 
savings wherever 
a return envelope 
is to be included 
with an invoice or 
statement. Riding 
along on the back of the statement is the return enve- 
lope, attached by glue spots at top and back of the 
form. 
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Seating... for Value-Inclined Purchasers 


No. 1230 Executive Posture Chair. Coil-spring seat is 
wide, comfortable, mounted on all-welded island base. 
Oven-baked enamel finish. A prestige chair. 


Royal seating gives you more value for your pur- 
chasing dollar . . . in surprisingly low initial outlay 
as well as in long-life economy. Sturdy, durable, 

* No. 1278 Secretarial Posture Chair. Day-long, fatigue-free attractive . . . Royal seating is a wise investment in 


seating. 4-way adjustable, free-floating, padded contour comfort and efficiency for office and plant personnel. 


back rest. Steel construction. Available in full range of styles, with wide variety 
see tt eet Meh Sentai eet Centiekes, colorful, wear-resistant upholstery materials. Write 
Wall-saver legs. All-welded tubular steel frame and leg  £0day for free catalog. 
braces. eeeeeeeceeeeeoeoeoeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee 
7 ~ ° 
No. 913 Side Chair. Handsome, all-steel, square tubular 4 ROYAL METAL MANUFACTURING CO. : 
frame sturdily welded throughout. Flex-spring seat. Padded . ONE PARK AVENUE, NEW YORK 16, NEW YORK DEPT. 25-C . 
back. 4 Send me |_} Office Furniture Catalog |_| Industrial Seating Catalog 4 
o o 
Royal also makes furniture for <2 “*™*- : 
6 . . $ Company 4 
cafeterias, lounges, reception rooms... $ ° 
. s ° . Address ° 
and industrial seating. ‘¢ ° 
e City Zone State e 
SSSHSSSSSSSSSSSSSSSSSSSSSSSESSESSSSSSCCSESSSSESEESESeeee 
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After 2 years exposure, Gulf Metalcoat A is still giving exceptional protection 
to the structural steelwork supporting this 40-ton overhead traveling crane. 
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the revolutionary. new 


is unaffected by temperature changes 


as Guif Stoddard Solvent 
® costs less 


New Gulf Metalcoat A has been passing the most 
rugged marine and industrial tests for 9 years! Salt 
spray tests at Wrightsville Beach, N.C., revealed that 
Gulf Metalcoat A gave from 7 to 10 times greater 
protection than that afforded by competitive products. 
In Philadelphia, overhead cranes in a shipyard have 
been perfectly protected by Gulf Metalcoa: A for 4 years. 
Ships have used the new coating on stacks exposed to 
salt spray atmosphere—with outstanding success! 

For longer-lasting protection, use new Gulf Metal- 
coat A on piping, fences, storage tanks, machine parts, 
transportation and marine equipment, ships, barges, 


Guif Metalcoat A has protected this steelwork for 4 years -- above 
sulfuric acid pickling tanks! The coating is still in excellent condition, 


Marca 31, 1958 
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aluminum pigmented liquid coating that: 


protects metal surfaces against rust and corrosion up to 10 times longer 
protects under the most severe exposures in marine and industrial atmospheres 
is easy to apply by brushing, dipping or spraying—to either rough or polished surfaces 


resists the abrasion of normal handling —yet can be easily removed by a petroleum solvent such 


metal roofs, stacks, sheet metal buildings. For tem- 
porary protection, Gulf Metalcoat A is excellent for 
structurals and steel components of all kinds which 
must be protected during storage or shipment. 

Get complete details on new Gulf Metalcoat A by 
calling your nearest Gulf office. It’s available now! 


GULF OIL CORPORATION 


Dept. DM, Gulf Building 
Pittsburgh 30, Pa. 


These building exhaust ventilators, located in an extremely corrosive 
atmosphere, are kept free from rust and corrosion by Gulf Metalcoat A. 
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Alabama Buyers Have Sellers to Dinner 


Tue PURCHASING Agents As- 
sociation of Alabama held their 
eleventh annual seller-buyer din- 
ner at the Dinkler Tutwiler Hotel 
recently. Some two hundred buy- 
ers from all over the state of Ala- 
bama were on hand to extend 
- a cordial welcome to their guests, 
the sellers. Total attendance was 
over eight hundred. 

The principal speaker, Mr. E. F. 
“Andy” Andrews, associate direc- 
tor of Biological Laboratories, 


Pittman-Moore Co., was _ intro- 
duced by General Chairman 
George L. Wilson, purchasing 


agent, Jefferson County Commis- 
sion, Birmingham, Alabama. Mr. 
Andrews spoke on present mar- 
ket conditions. He said that the 
existing market was more com- 
petitive now than at any time 
since the start of World War II. 
He stated that between 1930-40 
there were supplies but no busi- 
ness. From 1940-54 there was 
plenty of business but no sup- 
plies, and since 1954 there has 
been plenty of both. 

“Even though we are expe- 
riencing a downward trend in 
some industries,” said Andrews, 
“the economic picture will begin 
to look brighter later in the year.” 

Mr. Andrews concluded that 
the man doing the job is the only 
factor that can and will make the 
difference in the rise and fall of 
business. 

Mr. Andrews’ speech was both 
enjoyable and enlightening. All 
present profited greatly. He was 
followed by a floor show which 
those present found highly enter- 
taining. In fact, the entire buyer- 
seller affair was a huge success, 
proving to be another milestone 
forward in the progress of indus- 
try in Alabama. Throughout the 
evening there existed a warm at- 
mosphere of congeniality and 
good fellowship that contributed 
considerably to the success of the 
affair. 


“Andy” Andrews is a former 
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president of the National Asso- 
ciation of Purchasing Agents. He 
is one of the youngest men ever 
elected to the office. In addition to 
his activities in the national asso- 
ciation, Andrews has served as 
president of the Indianapolis as- 
sociation and has taught a course 


in purchasing at Butler Univer- 
sity School of Business Adminis- 
tration. He is a member of the 
Masonic order and the American 
Legion, and holds a lifetime mem- 
bership in the Indiana University 
chapter of the American Market- 
ing Club. ; 





Seated at the speakers table are, left to right: George L. Wilson, general 
chairman of the association; C. E. Temple, president of the association; E. F. 
Andrews, guest speaker and associate director of Biological Laboratories, 
Pittman-Moore Co.; David R. Wood, president, City Salesmen’s Club; W. L. 
Bellande, president, Birmingham Junior Chamber of Commerce; John W. 


. Frierson, president, Birmingham Post-Herald; E. H. Gilmore, commis- 


sioner, Jefferson County; P. N. Pylor, Jr., vice president, B’Ham Sales 
Executive Club; George A. Mattison, chairman, Birmingham Committee of 
100. 





Over eight hundred people attended the eleventh annual seller-buyer din- 


ner given by the Purchasing Agents Association of Alabama at the Dinkler 
Tutwiler Hotel. 
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Genuine ALLENs for your 
king-size holding jobs now 
available from stock! 


1%” and 1'/2” sizes are standard 


These applications show you the great variety of holding jobs for 
which designers and engineers are specifying these rugged king-size 
Allen Hex-Socket Cap Screws. They’re genuine Allens, from their 
heads to their Leader Points. Pressur-formd, to preserve the long 
fibers uncut throughout their lengths. Highly accurate threads. 
Leader Points, of course—for fast, true starting. 14” and 1%” 
diameters available immediately from stock—larger diameters are 
available on special order. 





PHOTO: THE OILGEAR co. PHOTO: SODERHAMN MACHINE MFG. CO. 


PHOTO: GOODMAN MFG. CO. 


PHOTO: JOHN ROYLE & SONS 


King-size Allen Cap Screws se- King-size Allens in the side-de- 
curely clamp the knives of this livery Extruding Head of this 
large and unusual machine that Royle machine for application of 
debarks whole trees. rubber or plastic in solution. 


King-size Allen Hex-Socket Cap 
Screws are used to secure the 
flanges in this big 12-inch 3000 
psi Oilgear Surge Valve. 


King-size Allens secure cutter 
arms, tilting arms, and elevating 
cylinders in this massive Good- 
man Continuous Mining Machine. 


The cost of Allen Hex-Socket Cap Screws is only a minor fraction of your assembly costs 
...» be sure you're getting the timesaving, cost saving advantages of genuine Allens! 


. a 








easiest starting, firmest holding. Stand- 
ard sizes from No. 0 to 1%” diameters 








ALLEN BUTTON HEAD CAP SCREWS. 
for streamlined, snag-free, unbroken 
surfaces where countersinking is im 
practical. Standard sizes from No. 4 
through %” diameters 





U 
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|G 


Wer Ss nes <A OS Raa ee Ps ee 7 
: | FREE! . . . this new 
“ ” } 4 
ALLEN GRIP HEAD CAP SCREWS A ALLEN FLAT HEAD CAP SCREWS— } vest-pocket” size 
" known throughout industry as fastest, 3 for str of thin Allen Hex-Socket 





plates, any = Standard sizes 
from No. 4 through %” diameters. 





ALLEN STAINLESS STEEL CAP 
SCREWS—for applications where bright 
finish, or rust and corrosion resistance 
is essential. Standard sizes from No. 0 
to %” diameters. 











ALLEN 


Stocked and sold by leading industrial distributors every where 








Screw HAND- 
BOOK...112 
pages of up-to- 
date technical 
information ... 
Send for your 
free copy 
today. 


MANUFACTURING COMPANY 
Hartford 2, Connecticut, U.S.A. 


MEX-SOCKET SCREWS 
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=n \|\ 510 beers a minute... 


Made for automatic packaging, H&D 
corrugated boxes meet exacting re- 
quirements of Carling’s high-speed can 
line. Sharp, clean printing provides 
strong identification. Better see H&D. 


HINDE & DAUCH 


Division of West Virginia Pulp and Paper Company 


- Authority on Packaging « Sandusky, Ohio 
15 Factories e 42 Sales Offices 
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N.Y. Assn. Holds 
Purchasing-Sales Dinner 


More than 800 purchasing and 
sales executives attended the an- 
nual Purchasing-Sales Dinner of 
the Purchasing Agents Associa- 
tion of New York in the Hotel 
Commodore on February 13. 
Guest speaker was Gene Flack, 
sales counsel and director of ad- 
vertising for the Sunshine Biscuit 





President Dave Gibson relaxing 
at the pre-dinner reception 





Cliff Lloyd, former president of 
Canadian Association of Purchas- 
ing Agents ponders a question 
from Don Lyons 


Co. “Sunshine Gene” was in rare 
form, loading his plea for more 
cooperation between buyers and 
sellers with a rapid-fire delivery 
and a torrent of humorous sallies. 
He closed on the serious note that 
purchasing agents, salesmen, and’ 
elements of business must work 
Please turn to page 114 
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A. Your Problem in handling corrosives is discussed with 
a specialist when you sit down with an Aloyco Sales En- 
gineer. He handles only one line, knows his business. 


B. Right Alloy for your application is based on 29 years of 
specialized experience in the field plus continuing research 
in Aloyco metallurgical labs. 


C. Valve Casting is made from Aloyco design in Aloyco 
foundry, only foundry ever built to produce pressure-tight 
Stainless Steel Valve castings, exclusively. 


D. Special Techniques in machining stainless steel, plus 
most modern equipment in Aloyco plant assure you precise 
tolerances, trouble-free performance. 


E. Aloyco Y Valve, shown here in various stages of produc- 
tion, is one of Aloyco’s complete line of valve types, alloys, 
sizes, pressures — including nuclear valves. 


BEHIND EVERY ALOYCO VALVE... 


specialization 
... to help you handle corrosives 


Valves often look alike —even stainless steel valves. But they 
won't necessarily perform alike when you get them into the line, 


Here are some of the special skills and facilities that make 
the difference between Aloyco valves and others. Some of the 


“‘extras’’ you get with Aloyco valves are staying power, 
minimum maintenance, trouble-free operation in severe as well 
as mild corrosive service. Doesn’t it make sense that the 


one company specializing in the manufacture of Stainless Steel 


Longer Lasting 
ALOYCO 


VALVES 


Valves exclusively is your 
best source of supply? 
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ALLOY STEEL PRODUCTS COMPANY 


1312 West Elizabeth Avenue, Linden, New Jersey 
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OU afford — 


to overlook the lower costs 
increased efficiency and dependability 
other plants are getting with 


Quick-As-Wink* 


AIR AND HYDRAULIC 





Control Valves 





8” Double Pilot Operated 2-way 
Valve for Plant Water Systems; 
Pressures to 250 psi. 


Y2"" Diaphragm Operated Single 
Plunger 4-way Air or Hydraulic 
Valve; Pressures to 250 psi. 








Ya" Single Solenoid 4-way Air Valve; 
Pressures to 125 psi; (Conforms to 
“JIC” Standards). 





1” Hand Operated 
4-way Hydraulic 
Valve for Oil or 
Water Service; Pres- 
sures to 2,000 psi, 







Quick-As-Wink Control Valves are precision instruments:— 
unsurpassed for controlling all single or sequence machine 
movements. They are designed better — and made better — to 
give users unsurpassed efficiency, economy and satisfaction — 
free from breakdowns. Serviced easily and quickly — in the field 
— without disturbing any piping. No need to carry large stand-by 
inventories — or to return valves to the factory for servicing. 
Hundreds of different types, sizes and actions, including “JIC” 
designs. Sizes from %"’ to 4’’. You'll never know how good 
they are until you try them... Get full details. 








Write for BULLETIN NO. 571 Today. 


Tuick As Wink 


AIR AND HYDRAULIC 


Control Valves 


Mfd. by C. B. HUNT & SON, INC., 2126 East Pershing St., Salem, Ohio 
Engineering and Sales Representatives in the Principal Cities 
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Vice-President Stan Romanse 


together for a better America. 

As outstanding as the main 
speaker’s address, was that given 
by Howard Ahl, executive secre- 
tary-treasurer of the National As- 
sociation of Purchasing Agents. 

Among the guests at the main 
table were members of the board 
of the New York Association, and 
officials of the 8th District, 
N.A.P.A. including John Snede- 
ker, vice-president. 

President David S. Gibson pre- 
sided. 


Congressman Addresses 
Rhode Island P.A.’s 


The Purchasing Agents Associa- 
tion of Rhode Island was honored 
by having Congressman John E. 
Fogarty as their guest speaker. 
At a dinner meeting held at the 
Naragansett Hotel, Mr. Fogarty 
spoke on “Medical Research and 
the -Health Program,” a matter 
which is of vital interest to him 
and to which he has devoted a 
great deal of his time at much 
personal sacrifice. 

The following applications for 
membership were approved by 
the board of directors: Joseph R. 
Burns, Minneapolis-Honeywell 
Regulator Co.; James Evans, The 
Evans Finding Co., Inc.; Merrill 
Hathaway, Electric Terminal 
Corp,; George K. Shaffer, Rhode 
Island Hospital Trust Co.; Edward 
J. McCabe, The Congdon & Car- 
penter Co.; Robert F. McElroy, 


Universal Winding Co.; and 
Robert N. Livernois, Bulova 
Watch Co. 

PURCHASING 














SVL SOW Se WE AN —eww 







You can tell 
the SiGiF man 


-cause he always 
comes through 





He’s a whiz at prompt deliveries—because he engineer, backed by versatile application en- 
has the most complete line of bearings avail- gineers and bearing designers. 

able. More than 3,000 basic sizes of ball and Why not simplify your job by putting his 
roller bearings. And he knows bearings inside- skills to work for you today? Just call the 
out because he’s an experienced bearing Sos office nearest you. 7818 


S508 kK 


SKF iINOUSTRIES. INC.. PHILADELPHIA 32. PA 


ereeeeeeeeeeee 


eee eee ee eee ee | ee ee 


* REG. U.S. PAT. OFF. 
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PLASTIC PLUGS AND CAPS 


FULL PROTECTION 
EASY TO REMOVE 
EASY TO INSTALL 
WILL NOT SHRED 


S.S.Wuite Plugs and Caps give full 
protection, plus many other important 
advantages. They'll never shred, leav- 
ing debris in your product. Your cus- 
tomers will appreciate their simple ease 
of removal. Installation takes only sec- 
onds of production line time! 


THE Qua.ity Line—of Rigid Acetate— 
is tough, non-brittle, impervious to 
petroleum-base oils and greases, and 
withstands impact. 
















THE Economy Line—of Flexible Elas- 


Quality has a way of suffering when price is figured toplastic Vinylite has a “non-slip grip” 
. . for easy installation or removal, a stay- 
on wire goods because the margin between cost and put fit, and gives sure protection 


quotation can be increased by sacrificing quality. against damage in handling, storing or 
shipping. 

Not so, however, at Peerless, for our facilities and S.S.Wuite Plastic Plugs and Caps will 

. : . ° e give your product sure protection, 

experience have been delivering quality and price for worth thousands of dollars, at a cost 

nearly 50 years. of only pennies! Ask for samples and 


for Bulletin P5708. Dept. PP 
When formed wire products are a factor in your 
production costs, check with Peerless and be assured Z 


of quality at the lowest price. PLASTICS DIVISION 


> e ° . - ” } 10 East 40th Street, New York 16, New York 
Your blueprints and specifications by mail will Western Office: 1839 West Pico Bivd., 
bring you a quotation based on design know-how and Los Angeles 6, Calif, 


experience in producing quality to a price. 


FORMED 


WIRE PRODUCTS 








P E ERLESS WIRE GOODS COMPANY, INC. For More Information Write No. 229 on Inquiry Card—Page 32 


2701 FERRY STREET - LAFAYETTE, INDIANA Fer Move tafermetion Welte No. 228 
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New England P.A.’s 
Hear Purchasing Editors 


Principal speaker at a recent 
meeting of the New England Pur- 
chasing Agents Association was 
Paul V. Farrell, the editor of 
PURCHASING magazine. His subject 
was “How Transportation Affects 
Purchasing Profits.” 

Mr. Farrell is an Amherst grad- 
uate and a former business news 
reporter for the New York Times 
He was assisted in presenting his 
subject by Dean S. Ammer, ex- 
ecutive editor of PuRCHASING 
magazine, an engineering graduate 
of M.LT. and a former analyst 
and buyer for the Ford Motor Co 

Prior to the evening session, 
the education committee, under 
the chairmanship of Louis A 
Little, Simonds Saw & Steel Co., 
sponsored a “How to Buy” work- 
shop, with simultaneous pane! dis- 
_cussions covering steel, electronic 
components and office equipment. 


D.C. P.A.’s Hold 
‘Bosses’ Night” 


The Purchasing Agents Associa- 
tion of Washingtom D.C. held their 
annual ‘Bosses’ Night” at a re- 
cent meeting: The meeting was 
very successful. George A. Fredi- 
ani, president of the association, 
wrote a letter of invitation to all 
the bosses. And the association 
picked up the tabs for the bosses. 

Three new members were wel- 
comed at an earlier meeting. They 
included Mrs. Dorothy Harris, 
William Pignone, and Eugene 
Pipher. Mrs. Harris is in charge 
of the Procurement and: Supply 
Branch of Small Business Ad- 
ministration located at 811 Ver- 
mont Avenue, N.W. Mr. Pignone 
is the purchasing agent and the 
manager of U.S. Parts Corpora- 
tion located at 2101 14th Street, 
NW. Mr. Pipher is the purchas- 
ing agent and manager of the 
Hardware Dept. at the Barber & 
Ross Company, 2323 4th Street, 
N.E. 

The Door Prize Committee al- 
most gave up when they tried to 
give away gifts donated by Wash- 
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The mark of an 
Extra Dependable 
machine 


What this symbol means 


Like the brand name on other quality products you buy, the E.D. 
symbol on your electric motors means “The Best”. 


You know also that there is an E.D. expert nearby whenever you 
need him. Electro Dynamic’s broad network of offices includes a 
chain of over 25 warehouses set up across the country to provide 
utmost speed of delivery to you. 


Complete line of a.c. and d.c. motors from 1 to 300 h.p., Geared 
Motors, Selectrol and Selectron Variable Speed Drives and Motor 
Generator sets. 


Telephone or write for Bulletin 50-A. 


ELECTRO DYNAMIC 


DIVISION OF GENERAL DYNAMICS 
CORPORATION 


BAYONNE, NEW JERSEY 
For More Information Write No. 230 on Inquiry Card—Page 32 
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(Continued from page 117) 


Ow ington Brick Co. and by R. C. M. 
Ss Burton Co. Thirteen names were 












> drawn before they came up with 
A Dp the winners. The fourteenth was 
: —— the association president, George 
D t Frediani, and the fifteenth was 
L A C L t Past President Earl Johnson. 
~ 


Walt Pritchard was appointed 
a ; education chairman for the 5th 
: District. He will assume his du- 
ties this June. 
A “distributors buyers group” 
meeting was held at Hugh 
Munro’s, Arlington, Virginia. 


g | , r | | lf 5 N ‘ Kennedy Addresses 
Youngstown P.A.’s 


“The Shoe Is On the Other 
Foot” was the subject of a talk 
given by Andrew M. Kennedy, 
Jr., vice president in charge of 
Purchasing and Traffic, Westing- 
house Electric Corp., Pittsburgh, 
Pa., to the Youngstown District 

Purchasing Agents Association. 
Mr. Kennedy made several in- 
teresting remarks in his talk, 
which were well received by the 
members. He joined Westinghouse 
Purchasing Dept. in 1941: at Lima 
G A s an d ae an a ote on - o- VV a a oe 2) and has been climbing in the 
Westinghouse organization ever 
since. At one time, Mr. Kennedy 
served as chairman of the steel 
committee of the National Asso- 
ciation of Purchasing Agents, and 
presently serves as a member of 
this committee. Cliff Egan made 
the arrangements for Mr. Ken- 


Quality controlled nedy to speak to the association. 
The Mahoning Valley Sales Ex- 


from raw material to finished product ecutive Club joined the associa- 
tion for this meeting. This was 
the third annual get-together for 
the two groups. Fred Albrecht 
made the arrangements. 

o At an earlier meeting, Carl Den- 

- & nison of Butler-Wick & Co. made 











LA 


rT) 


Pte DE 
many interesting comments about 
@ M/ D \ WI // the workings of the stock market. 
- FA IN The pre-meeting forum was run 
by Glen McQuiston. His subject 
Ss was “Purchasing’s Role in Man- 
agement.” 
Quality Stee/ for Construction and /ndustry At a later meeting Dr. J. N. 
; Dawson, National City Bank in 
Cleveland, spoke on the “Business 
Outlook.” 


AINT LOUIS 1, MISSOURI 
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STERLING SUPREME and TROJAN IMPERIAL GUMMED TAPES... 
PERFECT FOR ALL YOUR PACKAGING NEEDS! 


It’s just packaging horse-sense to use superior gummed tapes from the Sterling and 
Trojan line. These tapes are made to give you instant adhesion—and they stay stuck 
Makes no difference whether you need general purpose or specially reinforced tapes 
You get the best tape for the job and at the same time keep costs under control when 
you rely on Sterling Supreme and Trojan Imperial. Get the facts and figures—fast 
service, too—from your local paper merchant who distributes Sterling and Trojan. He's 


your dependable source of supply for all your paper and gummed tape requirements 


The Gummed Products Company 
Troy, Ohio *« Subsidiary of St. Regis Paper Company 
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Gown by Sophie of Saks Fifth Avenue 


COLUMBIA-SOUTHERN CHEMICALS HELP SHAPE 


IDEAS ON DISPLAY ... watched every day by the management team building and selling successful products. 
Their responsibilities range from research and design to marketing and delivery. 

These men and women make the profit-creating decisions for going, growing businesses . . . textiles, 
petroleum products, paper, metals, plastics, food, glass, soap, foils and wraps, chemicals, pharmaceuticals, 
cosmetics, rubber goods, disinfectants and cleansers. A vital part of their jobs is spotting and applying 
new trends in materials selection, processing, and handling that produce better goods at lower cost. 

The versatile basic chemicals are deeply involved in the style changes continually reshaping almost 
all products and processes. Columbia-Southern, a leading producer of these essential industrial chemicals, 
can be a big help to your business as both supplier and technical adviser. Call Columbia-Southern with your 
next order. You’ll soon see why Columbia-Southern chemicals, research, service, and technical assistance 
help shape profitable futures for products. The Columbia-Southern Chemical Corporation, One Gateway 
Center, Pittsburgh 22, Pennsylvania. Offices in principal cities. In Canada: Standard Chemical Limited. 


NaHCO;—Sodium Bicarbonate * CaCiz—Caicium Chioride * Na2z2SO,4—Sodium Sulfate 
KOH—Caustic Potash ° CCli4z—Carbon Tetrachioride ° NHs—Anhydrous Ammonia 








WIARCEL Ji, 1LAIO 








Caustic soda and chlorine, basic Columbia-Southern chemicals, are used throughout many industries . . . textiles, for one. 


THE FUTURE FOR SO MANY PRODUCTS 











LOOK AT Ci,—CHLORINE LOOK AT Na,CO,—SODA ASH 

. Highly reactive chlorine’s transforming touch “ This versatile alkali serves as basic raw mate- 
creates thousands of molecular regroupings | rial or essential “‘refiner’’ in the manufacture 
necessary to economical processing of prod of glass, chemicals, detergents, ferrous and 
ucts ranging from solvents to plastics, wonder non-ferrous metals, pigments, soan, textiles, 
drugs to refrigerants } paper and many other items. 
LOOK AT NaOQH—CAUSTIC SODA LOOK AT H,0,—HYDROGEN PEROXIDE 
Petroleum producers and cellophane manu One of Columbia-Southern’s newer products, 
facturers, textile and rubber makers, busi this compliant chemical has a range of reac- 
nesses by the dozens put caustic soda’s tions that permits its use for bleaching paper 
voracious appetite to work “eating’’ away and textiles, as a rocket propellant, as a 
unwanted organic or inorganic compounds ‘ reagent in organic syntheses. 





COLUMBIA-SOUTHERN CHEMICAL CORPORATION A Subsidiary of Pittsburgh Plate Glass Company 


HCi—Muriatic Acid * TiCi4z—Titanium Tetrachioride © Ca(OCi)2—Calicium Hypochiorite 
Chlorinated Solvents * Chiorinated Benzenes * Agricultural Chemicais * Chrome Chemicals 
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Unequalled for tough jobs, these 
hoists are unaffected by hot, 
corrosive, or wet atmospheres and 
are explosion and shock proof. 


They are available in two ca- 
pacities. The 1/2-ton size weighs 
only 39 lbs., and the l-ton size 
weighs only 55 lbs. Fully-loaded 
lifting speeds are 40 fpm and 
20 fpm respectively, and both 
units are available with either 
link or roller chain. 


Ask your Ingersoll-Rand AIR- 
engineer to demonstrate these 
new “light weight leaders’’ in 
the complete line of Ingersoll- 
Rand air hoists from 200 lbs. to 
24,000 lbs. capacity. Ingersoll- 
Rand, ll: Broadway, New 
York 4, N. Y. 


Send for free copy 
of new Lightweight 
Air Hoist Bulletin 
Form 5224. 


Tools plus AlRengineering 


increase output per man 
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Two Speakers Address 
Metropolitan Purchasers 


Club 


The pre-meeting forum of the 
monthly meeting of the Metro- 
politan Purchasers Club was con- 
ducted by R. M. Lacy, staff as- 
sistant, purchasing — personnel, 
American Cyanamid Co. “Pur- 
chasing Agents Requirements 
from the Personnel Point of View” 
was the topic of discussion. 

Mr. Lacy is a graduate of the 
University of Rochester with a 
B.S. in psychology. He received 
his Masters from the University 
of Pennsylvania. Prior to joining 
American Cyanamid, Mr. Lacy 
was personnel manager, Birdseye 
Division of the General Foods 
Corp. 

The dinner speaker, Mr. George 
W. Baker, deputy director, pur- 
chase and administrative services 
dept., Port of New York Author- 
ity, spoke on “How to become a 
Purchasing Manager.” Mr. Baker 
is also second vice-president, Pur- 
chasing Agents Association of 
New York, and is district eight 
chairman of education of the Na- 
tional’ Association of Purchasing 
Agents. 

Harold E. Mead, president of 
the association, expressed the feel- 
ings of the other members present 
when he highly praised the two 
speakers. 


Salesmen Talk to 
Louisville P.A.’s 


A unique type of purchasing 
agent meeting program was tried 
out during a recent meeting of 
the Purchasing Agents Associa- 
tion of Louisville. The program 
committee, headed by First Vice 
President Kellie Robinson, as- 
sembled a panel composed of four 
outstanding members of the Louis- 
ville City Salesmen’s Club and 
four members of the association. 
Their topics, respectively, were: 
“A Good Sale I Have Made” and 
“A Good Buy I Have Made.” 

Each panel member was allotted 
five minutes to explain his partic- 
ular good sale or purchase. 


Please turn to page 126 
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- Purchasing Dilemma 


In a spot where you need p/us service on chains 













... Sprockets... bearings ...couplings... pulleys 
..-idlers? Having trouble with equipment that 
doesn’t stand up...causes production hold-ups 
due to premature failures? 


Here’s the quick cure for that purchasing 
i 'C . . N Be wg 

AUTHORIZED en eee sng yee 

CHAIN BELT triputor. You n im ready, willing an 






DISTRIBUTOR able to serve you...a man of his word on de- 


liveries and service. 


Speaking of service, your CHAIN Belt Dis- 
tributor is way ahead. Product quality? The 
best...it’s CHAIN Belt’s p/us value! Personal 
service? The best! His men are trained in spe- 
cial factory schools to provide you unequaled 
assistance in selection and application help. 
Delivery? The best! His complete stocks aré 
backed up by the regional CHAIN Belt ware-+ 
house. Your standard and emergency needs 





CHAIN BELT 
WAREHOUSE 


are served as you want them. 


For the quick cure for P.D., call your CHAIN 
Belt Distributor. CHAIN Belt Company, 4670 
W. Greenfield Ave., Milwaukee 1, Wis. 


CHAIN! sect 
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Roughing and finishing this large 
motor shaft, a modified Standard 
Carboloy Tool (tipped with Grade 
350) boosted the number of linear 
inches cut by 30% over other tools. 
SETUP: Material — AISI 1045 modi- 
fied (hot-rolled). Speed — 300 
SFPM. Feed — 0.020 inch. Depth of 
cut—1/16 to 4 inch. Coolant—Yes. 
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specifies more Carboloy. 


braze-type tools 


than any other brand 


l 


Consistent, record-breaking performance 


Tough jobs, like the one at left, are the real test of a tool’s perform- 
anee. And in plant after plant, Standard Carboloy Tools have proved 
that they deliver maximum production — at lowest cost per piece. 
They're made by the company that pioneered “standards.” Their shanks 
are of the finest cold-drawn steel. Their carbide edges are auto- 
matically diamond-ground for accurate machining. 


Complete range of styles, sizes, grades 


Standard Carboloy Tools are available in thirteen styles, hundreds 
of sizes. Used “as is” or adapted to specials, they can handle up to 80% 
of all single-point jobs — from rough turning to precision threading. 
They’re available with tips of Carboloy Extra-Performance steel- 
cutting grades 330, 350, and 370. Or, with carbides for cast irons, super 
alloys, nonferrous and nonmetallic materials. 


Immediate delivery from local stocks 


There’s no waiting for “long distance” delivery when you order 
Standard Carboloy Tools. Authorized Distributors of Carboloy ce- 
mented carbides in 140 cities keep full stocks on hand for off-the-shelf 
delivery. Your local Carboloy Distributor is listed in your Yellow Pages. 
Call him today. Or write: Metallurgical Products Department of Gen- 
eral Electric Company, 11143 E. 8 Mile Road, Detroit 32, Michigan. 


CARBOLOY. 


cE MEN T E OD CAR BIOE S 


GENERAL @@ ELECTRIC 
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WE MOLD AND 


aN 1041 07-4 8 
RUBBER AND SYNTHETICS 


WITH |MAGINATI 




















SPONGE RUBBER 


with CONNECTING or NON-CONNECTING CELLS 


in Buna-N, Buna-S, Hycar, Neoprene, 
Silicone and natural rubber . . . made 
into parts of all shapes and sizes . . . 
die cuts, rolls, moldings, sheets, strips 

- any of which can be supplied with 
adhesive already affixed for simple 
and quick cementing to your assembly. 
Whatever your needs, we are ready to 
serve you from raw material to finished 
product. Our own tool shop, complete 
ptaen facilities, approved test 
laboratory, resident gevernment 
inspectors are all right on the premises. 
Years of skill and experience, expert 
craftsmanship assure quality on long, 
short or experimental runs, 


Write, wire, phone RIGHT NOW for 

samples, prices or help on your 

design problems; new tactual folder i= 4 
just off press—please ask for it. ay —. 






r + 


M;: “rIANICAL RUBBER PRODUCTS CO. 


Doris Drive Warwick, New York o Warwick 55-2271 
For More Information Write No. 237 on Inquiry Card—Page 32 





126 





PROBLEM: Design a small (50 cubic in.) 

and light (3% Ibs.) unit that contains: 

1. a positive d.c. pulse selector 

2. a negative d.c. pulse selector 

3. a high level 60 cps band pass filter 

4. a 400 cps detector circuit 

(all with tight tolerances, naturally). 
Design it to operate within the usual 

military environmental conditions, in- 

cluding high vibration and shock. 

SOLUTION: We assembled the 

components shishkabob ee 

style. Then mounted the 






bi four functions in 


miniaturized, shock-resistant package. 





Electronics today is partly packaging 


kabob in a metal case filled with an epoxy 
foam compound to hold the parts in 
firm cushion. . 


TIME ELAPSED: From original assign- 
ment, through design to volume produc- 
tion—two months. 


If such quick, dependable assistance in 
design and production can make your 
work more effective, we'll be glad to 
hear from you. We offer experience, 
good production facilities, and a recog- 
nized quality record. 


i 


CALEDONIA 


| ELECTRONICS AND TRANSFORMER CORPORATION | 








Dept. P-3, Caledonia, N.Y. « In Canada: Hackbusch Electronics, Ltd., 23 Primrose Ave., Toronto 4, Ont, 
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While “A Good Buy I Have 
Made” panels which originated in 
Louisville, have been presented 
before by local associations, dis- 
trict conferences and the 1957 
NAPA Convention, this is be- 
lieved to be the first time such 
talks have been accompanied by 
explanations of “A Good Sale I 
Have Made.” 

Panel members were City Sales- 
men’s Club members Ed Brown, 
Horton Fruit Co.; Ken Fobes, P. 
Lorillard Co.; Barney Huston, 
Wayfarer Travel Service; and 
Gerald McCullough, Axton Candy 
& Tobacco Co. and association 
members Matt Franck, Kurfees 
Paint Co.; Walter Harding, Fed- 
eral. Chemical Co.; Dave Jamie- 


son, Reynolds Metals Co.; and 
Christian C. Lee, Norton Me- 
morial Infirmary. 
Dallas P.A.’s 
Discuss Plastics 
“Getting Acquainted With 
Plastics” was the subject of a 


discussion held by the Purchasing 
Agents Association of Dallas. Mr. 
Ernest F. Dourlet, branch man” 
ager, assisted by Mr. James Isom, 
sales representative, Cadillac 
Plastic Company of Texas, con- 
ducted the discussion. 

The program consisted of a ten 
minute film strip, “Plastics Is 
your Business”, followed by a 
discussion of the plastic materials 
with which the purchasing agent 
is likely to come in contact. 
Samples of the materials were 
available for inspection 

Held at a later date was a pur- 
chasing seminar on “Economic 
Order Quantities”. The discussion 
leader for the seminar was Bruce - 
B. Tilden, Frank Holister Com- 
pany, Inc. 





SEE PAGE 32 
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INQUIRY CARD 





PURCHASING 








li, tii te 


125 


Any similarity to a real-life company 
is purely intentional 


How did the 
\ lathe builder get 


| 
' 


‘the worm to turn? 


Henry Wadsworth Headstock had a dream. About a 
better turret lathe. It used worm gears in the drives. 
He not only doodled it — he dood it. And he got a 
venturesome soul to try out a pilot 
model of his new Turnabout Lathe. 
Then his troubles started to multi- 
ply — like ants at a picnic. For the 
worm gears conked out with a sickening 
regularity. There were 12 replacements 
in 24 weeks. (Three guesses what the big wheels thought 
of that!) Things certainly were in one heck of a mesh. 
Then Henry heard of Ampco Metal, the special 
copper-base alloy. And he had a worm gear made out 
of it. The last we heard, the Ampco Metal 
gear had been running for a whole year 
4 ¢ 5 and still showed no signs of wear. 








aa Frankly, we’re not surprised. Gear serv- 

ice — in fact, any wear application — is 
duck soup for Ampco Metal. It resists 

deformation under heavy loads and speeds — so tooth 

hy contours hold their original shape. There’s no scoring, 

no galling — the worm has true 

bearing action against the worm 

wheel. Damping characteristics, ~ 

plus fine mating properties, reduce 

the noise of the gear set. 

The moral is obvious: Why ae 

gamble with guesses on gear life 

> (or other critical parts), when it’s so easy to be sure. 

If you want to know more about 


—e mal "CO -> Ampco Metal, call in your Ampco 

field engineer. Write for Bulletin 33. 
Ampco Metal, Inc., Dept. P-3, Milwaukee 46, 
Wisconsin. (West Coast Plant: Burbank, California) 



































AMPCO® METAL The metal without an equal os 
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YOU GET 
THE SAME 
QUALITY 
SHIPPING 
CONTAINERS FROM 
EVERY 
MEAD 
CONTAINER 
PLANT! 


Behind every Mead corrugated shipping container is a 
solid, multi-plant organization reinforced by an integrated 

_ source of top quality containerboard. This assures you of 
a steady and dependable supply of containers, regardless 
of size, shape or design. 


With years of research in the highly technical and related 
problems of product protection, materials handling and con- 
tainer construction, each individual Mead Container Plant 
offers you the combined skills and knowledge of all our plants. 


Furthermore, comprehensive design and engineering 
services, fast processing of orders and quick deliveries are 
other reasons why it will pay you to have one of our 
representatives present to you the advantages of using 
Mead’s shipping containers and display-shippers. 





MEAD CONTAINERS, INC. 


Subsidiary of 


THE MEAD CORPORATION 


Executive Offices, Cincinnati 
_ 
containers National Sales Offices, 230 Park Avenue, 
New York 17, N.Y. « 5875 North Lincoln 
Avenue, Chicago 45, Illinois 
and in principal cities 
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Purchasing People In The News 





Leland E. Spencer, vice presi- 
dent of the Goodyear Tire & Rub- 
ber Company, Akron, Ohio, has 
been elected executive vice presi- 





Leland E. Spencer 


dent of the Goodyear Tire & Rub- 
ber Company Ltd. of Toronto, 
Canada. Mr. Spencer, who has 
been a company vice president 
since 1956, joined the firm in 1926 
and advanced through several im- 
portant administrative positions 
including government assignments 
until his recent promotion. 





Mark W. Laibe 


Mark W. Laibe, with the title of 
assistant to the president, has 
been named to succeed Mr. Spen- 
cer. He has been director of pur- 
chases for the company. Mr. 
Laibe’s new post includes most of 
the responsibilities that have been 
Mr. Spencer’s, including rubber 
plantations, purchasing, _ traffic, 
warehousing and merchandise 
and materials control. Associated 


130 


with the firm’s purchasing depart- 
ment since 1925, Mr. Laibe be- 
came division manager in 1947. 
He has been director of purchases 
since 1952. 


I. S. Gharky has been appointed 
director of purchases, to replace 
Mr. Laibe. Mr. Gharky has been 
manager of purchasing and ma- 
terials at Goodyear Atomic Cor- 
poration, Portsmouth, Ohio, since 
1952. He joined the company in 
1933 and two years later was as- 
signed to the purchasing depart- 
ment as an assistant buyer. In 





"1S. Gharky 


1938 Mr. Gharky was named pur- 
chasing agent for the company’s 
plant in Sweden. He returned in 
1941 to assume similar duties at 
the Goodyear Aircraft plant in 
Litchfield Park, Arizona. After 
World War II, he was named pur- 
chasing agent for the company’s 
Australian operations. He re- 
turned to the United States in 
1951. 


Douglas P. Bailey has been 
named manager of the purchasing 
department of The Texas Com- 
pany, New York City. He was 
previously manager of the Opera- 
tions Division of the company’s 
refining department. He has been 
with Texaco since 1927 following 
graduation from the University of 
Texas with a B.S. degree in 
Chemical Engineering. Mr. Bailey 
succeeds Howard S. McCray as 
manager of the purchasing de- 
partment. Mr. McCray was elect- 


ed Chairman of the Board of Di- 
rectors and chief executive officer 
of the Texas-Zinc Minerals Cor- 
poration. 


The El Paso, Texas Division of 
Standard Oil Company of Texas 
has announced the retirement of - 
A. V. Winther after 30 years of 
service with these companies. As 
assistant to the vice president, Mr. 
Winther has had under his juris- 
diction purchasing, motor trans- 
port, administration building and 
other duties which come under 
the classfiication of services. 


International Business Ma- 
chines Corporation, New York 
City, has announced the appoint- 
ment of Roy J. Henderson as as- 





Roy J. Henderson 


sistant purchasing agent for tools 
and equipment at the company’s 
Endicott, New York, manufactur- 
ing plant. Mr. Henderson joined 
IBM in 1942. Prior to his present 
appointment he served in a man- 
agerial post at Endicott. 


International Business Ma- 
chines Corporation, New York, 
has named Daniel T. Bucchioni 
assistant purchasing agent in 
charge of manufacturing purchas- 
ing for the company’s Military 
Products Division plant at Owego, 
New York. Associated with the 
corporation since 1952, Mr. Buc- 
chioni has been manager of buy- 
ers at Owego. 
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Now! Snail’s pace to top speed...no jars, no jolts! 


Entirely new! The: only electric fork truck 
that provides smooth, “‘non-jerk’’ power-delivery 
under all working conditions. 

On the all-new Clarklift Electric an infinitely 
variable speed control provides the exact torque 
necessary for different working conditions and 
assignments. On ramps, in congested areas, and 
particularly when inching or stacking . power 
is delivered with perfect regulation. Your driver 
has complete control of the travel speed of his 


truck at all times, resulting in greater efficiency 
and safety than ever before possible. 

A new upright, ore lever for both lift and tilt, 
self-adjusting brakes, unmatched accessibility are 
just some of the new features. There are many, 
many more. Send today for 
a brochure giving full de- 
tails. Simply write: New 
Electrics, Clark Equipment Q 
Co., Battle Creek, Mich. E UIPMENT 


CLARKLIFT is a trademark of Clark Equipment Company 
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DAYTON COG-BELTS* | 
Withstand 3-Year Punishment 
from Abrasive Dust and Grit 


“Our Dayton Cog-Belts have been running 10 hours a day, 514 days a week for over 


three years.” —D. L. Howard, Plant Superintendent, Valley Quarries, Chambersburg, - Pa. 


“This set of eight Dayton Cog-Belts on our gy- 
ratory breaker is still in good condition even 
though every belt has taken constant punishment 
from abrasive grit and dust. 

“Experience with other V-Belts taught us how 
destructive rock dust can be. It was one headache 
after another... with abrasive particles cutting 
the reinforcing cords or building up in the sheave 
grooves until the belts were forced off the sheave. 
All these troubles disappeared after we switched 
to Dayton Cog-Belts. 


bedded in the Cog-Belt’s raw-edge sides and have 
no harmful effect whatever. 

“On all our other V-Belt drives, too 
pulsators, conveyors — downtime has 
tremely rare. 


-crushers, 
been ex- 


“Although V-Belts are only a small part of our 
investment here, they’re very important to steady; 
efficient plant operation. That’s why every one 
of the 134 V-Belts we use are now Daytons. And 
to top it all off, our Dayton supplier, the Indus- 
trial Motor Supply Company in Harrisburg, gives 


pus , P P us one-hour service.” 
“We've found that clinkers, or iron grit that 


would chew up a fabric-covered belt become im- 











For more information and help in solving 
your power transmission problems, see 
BELTING in the Yellow Pages for the 
name and phone number of your nearest 
Dayton Distributor. Or write The Dayton 
Rubber Company, Industrial Replacement 
Division, Dayton 1, Ohio. 





“You can see how rock dust collects around the aver- 
age drive. Yet, this 3-year-old set of Dayton Cog- 
Belts is still almost as good as new.” D. L. Howard is 
looking on while Ralph Peters, of Industrial Motor 
Supply, examines ‘a Cog-Belt held by John Morgan, 
the Dayton Representative. 
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has complete control of the travel speed of his Co., Battle Creek, Mich. ee 


CLARKLIFT ts a trademark of Clark Equipment Company 
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“Examine a Dayton Cog-Belt and you'll 
¢ see why abrasives don’t bother it. The 
space between each Cog picks up dust 
before it settles in the sheave and carries 
it out before trouble develops. The dust 
problem solved, there’s nothing to cause 
distortion of the belt or force it out of 
the groove. We've noted, too, that the 
Cog-Belts seem to kick out stones that 
cause belts to flip over in the groove.” 


Sail Sn Se ee 


x 


* 
2 


weed 


*T.M, © D.R. 1957 


Daw t (uw) Pall A wile a) YE Worle’s Largest Manufacturer of V-Belts 


DAYTON RUBBER COMPANY, INDUSTRIAL REPLACEMENT DIVISION, DAYTON 1, OHIO 
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P&B PROGRESS / New! Ingenious Impulse Latching Relay 
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TWO COIL RELAY PERFORMANCE 
AT SINGLE COIL COST! 


The PC employs a single coil and 
armature to activate an insulated 
rocker arm. Switching is positive, fast 
(30 milliseconds). 

Low cost, dependability and versatil- 
ity make it ideal for a wide range of 


uses in ‘“‘off-on’’ applications. 


The relay may be ordered open, as 
shown, or in a metal dust cover. 


Write or wire today for complete in- 
formation. 


PC SERIES ENGINEERING DATA 


Operate: 30 MS. 
Terminals: Pierced Solder Lugs. 





Coil: Two #20 AWG Wires. 
4 = Contacts: One #20 AWG Wire. 
qT =— | Enclosures: Dust Cover. 


J 
= 
| 
! 


—+ CONTACTS: 





— 2%"-% ov 2) HOLES + Dita: s Gore C. ace 
ia 2a i Moterial: “%" dia. Silver Cadmium oxide 
“ua gold flashed 
Pc ee Load: 10 amp. @ 115 V. AC resistive. 
SERIES Pressure: 20 grms. min. 
COIL: 


Resistance: .016 to 34,500 max. 
Power: DC, 9? watts | at nominal 
AC, 18.4 Volt Amps. } voltage. 
Duty: Intermittant 
Insulation: Cellulose acetate wrap; varnish 
impregnated (open) 


MOUNTINGS: 


Two %)" dia. holes on 25%” center. 


GENERAL: 
Description: Single coil, impulse latching relay. 
Insulating Material: Laminated Phenolic. 
Insulation Resistance: 1500 megs min. 
Breakdown Voltage: 500 V. RMS. 
Ambient Temperature: —55°C.to +85°C. 
Weight: 5 ezs. (open). 
Pull-in: ae be. } for nominal voltage. 


P&B STANDARD RELAYS ARE AVAILABLE AT YOUR LOCAL ELECTRONIC, 
ELECTRICAL AND REFRIGERATION DISTRIBUTORS 


See our catalog in 
iad Sweet's Product 
une, Design File 

‘9 - 


PRINCETON, INDIANA + SUBSIDIARY OF AMERICAN MACHINE & FOUNDRY COMPANY 


Manvfacturing Divisions also in Franklin, Ky. and Laconia, N. H. 
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Purchasing People 





John W. Sharpe and Joseph J. 
Vilis have joined the purchasing 
division of Crane Co., Chicago, 
Illinois. Mr. Sharpe, formerly traf- 
fic manager at Warwick Manu- 





John W. Sharpe 





Joseph J. Vilis 


facturing Corporation, has been 
named staff assistant. His head- 
quarters are at the company’s 
general office. Mr. Vilis has been 
appointed purchasing manager at 
the company’s valve and fitting 
plant, 4100 S. Kedzie Avenue, 
Chicago. Previously, he had been 
manager of the refrigeration de- 
partment of Hotpoint Corporation. 


Two new purchasing personnel 
appointments at the Axle Division 
have been announced by Eaton 
Manufacturing Company, Cleve- 
land, Ohio. Jack D. Hoye has been 
promoted to production buyer. He 
has been transferred from the 
Dynamic Division in Kenosha, 
Wisconsin. Paul R. Marke, Jr. has 
been appointed buyer of supplies. 
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Such excitement—the day our firm 


took delivery of Polyvac! Accord- - 


ing to Mr. Ackish, our-head ac- 
countant, this Giant Brain could 
do just about anything in the world 
except warble “Oh Promise Me.” 

“Payrolls! Billing! Inventory 
and sales analysis!’ he exclaimed. 
“She'll cut corners all along the 
line.”’ 

Ackish didn’t mention it, but 
‘he’d done a little corner-cutting 
himself. Seems he had picked up a 
“good enough” power feeder cable 
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instead of the Okonite cable the 
engineers had wanted. Polyvac, 
they had pointed out, gulps a lot 
of juice. 

Well, Polyvac gulped a little too 
hard one hectic day while rushing 
out a bid for a big construction 
project. Ackish’s “good enough” 
power cable wilted and died, leav- 
ing us with our bid stuck in the 
works and a backlog of seven 
other big jobs to go. 

We'd probably have lost the 
contract, and we'd still be cleaning 





The day the brain lost its head 


up the figures, if Okonite hadn't 
come to our rescue. While Ackish 
was on the President’s carpet, 
pleading thirty years of faithful 
service, they were installing an 
Okonite cable and starting Polyvac 
up again. 

That night, Polyvae suddenly 
shifted gears and printed out—500 
times: “‘Where power supply is 
important—dependability comes 
first.”’ 

That’s one reason why our entire 
plant is being rewired with Okonite. 


where there’s electrical power... there’s OKON ITE CABLE 

















MORE BOTTLES IN SAME WAREHOUSE! Filled wine bottles get a 
smooth, high lift on Yale K51W Trucks. Full use of air rights boosts 
warehouse capacity for Gallo—8,000 more bottles! 








ee I; muere meres electrical power... theres WIMRWNMEIEBK LADLE 


boosts production, 
slashes handling costs 


with 


VALE KSIW ELECTRIC TRUCKS 


speeds empties in-speeds cases out! 


Gallo’s winery at Modesto, Calif. is one of the nation’s 
largest. Here, 32 different types of wines are produced, 
bottled and shipped. With production steadily increas- 
ing, Gallo management faced a common problem: out- 
moded, obsolete equipment—unable to handle soaring 
output. For a solution, Gallo called in Yale engineers. 
Together, ‘they came up with a new handling system 
that has produced amazing results. 

Today, a fleet of new, heavy-duty Yale K51W Electric 
Trucks unloads thousands of empty bottles a day—feeds 
them to 6 non-stop bottling lines. Every day these same 
trucks stack hundreds of fuil cases in warehouses and 
load them onto trucks and rail for shipment. Result: 
fast-cycle operations — big savings in storage space — 
handling costs at an all time low! Here’s why: 


Yale K51W is fast! Travels up to 6% m.p.h. Lifts full 
50 ft. a minute. 





THIS IS MANEUVERABILITY! Short Yale K51W works at top speed 
in aisles less than 10 feet wide. 15° tilt-back improves maneuvera 
bility and speeds up operation. 


Yale K51W is short! Only 68%” from front face of 
forks. Compactness makes fast maneuvering easy, lets 
you trim warehouse aisles for extra storage space. 


Yale K51W is safe! Excellent operator visibility. Maxi- 
mum stability. Dead-man control. 


Yale K51W is easy to drive! Full forward visibility. 
Special inching control. Exclusive Yale magnetic Cam- 
O-Tactor for controlled acceleration. High-capacity 
battery for 8-hour operation without recharging. 


Learn how you can cut handling costs with the 
3,000-4,000 lb. capacity Yale K51W Electric Truck or, 
send for information on any of the broad line of Yale 
Industrial Lift Trucks — Gasoline, Electric, LP-Gas, 
Worksavers, Warehousers, Hand Trucks. Wide ranze 
of capacities. Write The Yale & Towne Mfg. Co., Phil- 
adelphia 15, Pa., Dept. A-253. 





FAST SHUTTLE! Yale K51W unloads this trailer truck in only 12 


trips. Takes empties directly to bottling lines to meet tight produc- 
tion schedules. 


YA L E | INDUSTRIAL LIFT TRUCKS AND HOISTS 


®REG U.S. PAT. OFF 
. 
toe 
t 





GASOLINE, ELECTRIC, DIESEL & LP-GAS INDUSTRIAL LIFT TRUCKS e WORKSAVERS 


b WAREHOUSERS ¢ HAND TRUCKS * HAND 4ND ELECTRIC HOISTS 


YALE MATERIALS HANDLING 








DIVISION, THE YALE & TOWNE MANUFACTURING CO. MANUFACTURING PLANTS: PHILADELPHIA, PA.; SAN LEANORO, CALIF.; FORREST CITY, ARK, 
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Industry Developments 


Huge Copper Cakes 
For Rolling Mills 











This copper cake, which weighs over 5 
tons and is 25 feet long, was just cast. 
Mold assembly (in lower right) has been 
swung away from top of 61 ft.-deep pit 
(lower foreground). Capacity of the new 
multimillion dollar cake casting project 
is in excess of 160 tons of copper per 8 


hour shift. 


This is the world’s first commercial unit to “continu- 
ously cast” tough pitch copper cakes. Molten copper, at 
2100°F., flows from the holding furnace (center) into 
a special pouring ladle and then into the mold. Operator 
in the electronic control booth governs the entire cast- 
ing operation. 


1 
Giant COPPER cakes, up to 
25 feet in length and weighing up 
to nine tons, are now being cast. 
A new “continuous casting” in- 
siallation at American Smelting 
and Refining Co.’s Perth Amboy, 
New Jersey, refinery casts these 
huge slabs, from which copper 
sheet and strip are rolled. 
Conventional casting yields 
cakes three to six feet long. With 
the longer lengths copper rolling 
mills will be able to roll more 
copper per hour, thereby increas- 
ing plant efficiency and cutting 
operating costs. Also, the metal 
cast by the new method is un- 


usually sound and dense, and has 
a surface uniformity which is ideal 
for rolling. 

The mold is the key element of 
the new casting method. It is a 
small, “bottomless” water-cooled 
graphite mold, which eliminates 
batch casting in costly, individual 
metal molds. Molten copper is 
poured continuously into the new 
mold and, by rapid cooling, the 
molten copper solidifies as_ it 
passes through the mold, emerg- 
ing from the orifice as a smooth, 
dense copper cake. This cake is 
lowered into a cooling well by a 
stainless steel hydraulic ram 


which has a 27 foot stroke. After 
cooling, the mold is swung to one 
side and the cake is lifted by a 
10 ton crane to a nearby platform. 
There it is sawed to lengths spe- 
cified by rolling mills. 

*. At the present time, the Asarco- 
developed technique is being used 
to continuously cast tough pitch 
copper—the type of copper which 
represents about 90% of U.S. con- 
sumption. However, it can be used 
to produce cakes of oxygen-free, 
phosphorized, or other special 
coppers. Capacity of the new mul- 
timillion dollar cake casting pro- 
ject is in excess of 160 tons of 
copper per 8 hour shift. 
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Stapling is “more secure and twice as fast” says car seat 
manufacturer who changed from slow gluing method. 


SS 





This electrical manufacturer used to tape wires to fibre lami- 
nations for transformers. Staples do the job at 4 the cost. 





Stapling replaced spot welding in assembling metal tumblers for clothes dryers. Assembly 


time dropped 50 and costly excess framework required with spot welding was eliminated 


Gluing slowed production of paper sales displays and tied up 
space. Assembly line stapling operation doubled production 





Speed, strength, economy, flexibility — 


How can stapling improve your fastening ? 


These are 


just a few of the ways Bostitch stapling 
solves industrial fastening problems. There are hun- 
dreds more examples in industries making products 
of almost every kind. For Bostitch makes 800 different 
stapling machines and 200 kinds of staples each 
designed to fit specific fastening needs. 

One of these capsule case histories may suggest a 
way your company can use stapling profitably in 


production. Or you may have an entirely different 





problem—one involving speed, or strength, or low 
unit costs, or the fastening of unlike materials. 

In any case, a Bostitch Economy Man, one of the 
1400 who work out of 123 U. S. 
will be glad to talk with you, survey your problem, 
and tell you honestly if stapling can help. Just look 
under “Bostitch” in your phone book—or send us 
the coupon for the latest technical bulletins about the 
stapling applications that interest you. 


and Canadian cities, 


Bostitch stapling the answer to your production fastening ey eee = ~ 7 2 ee 
problems?’ For helpful information, mark and mail this coupon : ; 
: Bostitch, 723 Briggs Drive, East Greenwich, R. I. } 
‘ 1 
Fasten it better and faster with : Please send me free information on ways to cut costs with stapling i 
! | want to fasten 
} Light metals Fabric Wood \ 
' Corrugated cardboard Leather Roofing i 
k : Cartons Plastic Rubber i 
! 1 
I Name ! 
" | 
STAPLERS AND STAPLES 1 Company : 
! 
' ! 
| Address i 
! | 
I City Zone State 1 
A anasunin unt tpabebebineninthmn a een ae eens all 


For More 
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Today, Brass is stocked and priced at levels to 


catch the keenest buyer’s eye . . . both for now and for the future. 


So now’s the time to put your manufacturing and marketing operations on the solid 
Brass standard. Bring into your plant the unmatched advantages of Brass in forming, 
spinning and machining. Bring into your sales outlets the unmatched customer-appeal 


of appearance, quality and long life. 


And let Bristol Brass bring into your profit-picture the “‘custom-fitted”’ alloy that will 
do your product most proudly. Now, more than ever, it’s good business to buy 


Bristol Brass strip, rod and wire. Call Ludlow 2-3161 and ask for a sales engineer. 


and for BRASS FORGINGS, too. . . get them from .. . ACCURATE BRASS CORP. 
(Subsidiary of The Bristol Brass Corp.) now in a new and modern plant at Bristol, Conn. 





Bristol-Fashion 
means Brass at its best 


THE BRISTOL BRASS CORPORATION + SINCE 1850, MAKERS OF BRASS STRIP, ROD AND WIRE IN BRISTOL, CONNECTICUT 


Bristol Brass has offices and warehouses in Boston, Buffalo, Chicago, Cleveland, Dayton, Detroit, Milwaukee, New York, Philadelphia, Pittsburgh, Rochester, Syracuse. 
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TO NS ee eee — 


YOUR SAVINGS START 
AT CONSTRUCTIO 
AND NEVER STOP 


with K&M Asbestos-Cement Structural Sheets! 



























You save right at the start. K&M Asbestos-Cement Structural Sheets 
are low in initial cost. Inexpensive to install. To put them up, you 
need only ordinary carpenter’s tools. 

Maintenance costs are practically zero. K&M Asbestos-Cement 
Structural Sheets won’t burn, rot, or corrode. Never need protec- 
tive painting. They’re weather-resistant and vermin-proof. K&M 
Structural Sheets consist of asbestos fibers combined with port- 
land cement. 


K&M Asbestos-Cement Structural Sheets reduce building or remod- 

eling costs indoors and outdoors. They’re excellent for exterior siding 

or interior sheathing . . . for fireproof partitions, walls, panelings, . 
ceilings, lockers, storage bins, elevator casing linings, fume hoods, 

warm air ducts and table tops. K&M makes three types of 

Asbestos-Cement Structural Sheets: Linabestos, Apac, 

and Sheetflextos. Write today for more information. 





4 
KEASBEY & MATTISON . 
COMPANY « AMBLER « PENNA, ; 
Factories: Ambler, Pa. « St. Lovis, Mo 
Santa Clara, Calif 
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available for better maintenance 
and production cleaning and 
plant sanitation...at lowest cost. 
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OAKITE WAREHOUSES 


at key points assure prompt de- 
livery of cleaning materials. 
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at Ww OAKITE MEN 


cover the country to give YOU ex- 
pert technical service fast on a 
local basis. 





Call your local Oakite man or write for 
details to Oakite Products, Inc., 54 Rector 
Street, New York 6, N. Y. 


RLITED INDUSTRIA 






Export Division Cable Address: Oakite 


OAKITE. 
4 


SCIENCE / 
Qa” 


Technical Service Representatives in Principal Cities of U. S. and Canada 
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A new one-story aluminum- 
clad building containing 61,000 
square feet of floor space was re- 
cently opened by Walworth Com- 
pany, New York, on Route 8, in 
Glenshaw, Pennsylvania, a sub- 
urb of Pittsburgh. The new build- 
ing which will house the com- 
pany’s Central Division’s sales 
and distribution for the greater 
Pittsburgh area, will also serve 
customers in West Virginia, most 
of Ohio, portions of western New 
York, western Pennsylvania -and 
sections of Maryland, Indiana and 
Kentucky. The new Central Divi- 
sion facilities include modern ma- 
terial. handling equipment and 
spacious truck and railroad ship- 
ping areas. Distribution for the 
Central Division was previously 
from Greensburg, Pa. 


Formation of its new Foundry 
and Machine Division and ap- 
pointment of Bond and Den Uyl 
Associates of Detroit to represent 
the new division in Michigan, 
Indiana and Northern Ohio have 
been announced by Beloit Iron 
Works, Beloit, Wisconsin. The new 
division is said to be the largest 
facility of its kind in the Midwest. 
Included are a completely mechan- 
ized foundry for ductile iron, cast 
iron, semi-steel, bronze and alu- 
minum, making castings from 5 
Ibs. to 40 tons; a large fabrication 
shop for machine frames, bases, 
special applications; and a ma- 
chine shop capable of performing 
almost any operation on the cast- 
ings and fabrication they make, 
including roll grinding and gear 
hobbing. Also included are three 
large normalizing furnaces, a roll 
foundry, and a large X-ray vault 
using the cobalt 60 process. 
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ALONG THE WAY...OF -7WVA 
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& EIZAWTY YY TAKES TO THE AIR! 


DELICATELY PACKAGED COSMETICS 
DISTRIBUTED TO NATIONWIDE BRANCHES 


By TWA AIR FREIGHT ! 












(GAREFUL HANDLING, SPEEDY 
DELIVERY SAVES TIME AND MONEY 
FOR AVON COSMETICS, NEw yvorK. 
ENABLES OVER 80,000 AVON 
REPRESENTATIVES TO MAKE 
PROMPT DELIVERIES...ONLY TWA A“ 
OFFERS DIRECT, ONE-AIRLINE SERVICE 
BETWEEN 65 KEY U.8. CITIES AND 
23 WORLD CENTERS OVERSEAS. 


















SHIP AT LOW, SPECIFIC COMMODITY RATES... 


SHIP TWA AIR FREIGHT! 


















BOOKED AIR FREIGHT! OVERSEAS SHIPMENTS... / 

FOR FAST, ON-SCHEDULE TWA OFFERS MORE THAN 76 

DELIVERY OF YOUR TRANSATLANTIC CROSS/INGS EVERY WEEK 
SHIPMENTS IN THE U.S., INCLUDING ALL-CARGO SKY MERCHANT SERVICE 
BOOK THEM ON TWA - Ary a IN THE US. 
JETSTREAM™® AND SUPER ; 5b ek AND TO EUROPE ! 






CONSTELLATION FLIGHTS... | 4 / aime g: = 
yr" ober sh : = —= . 


_— AI TWA Flights carry Air Mail, 

Air Freight and -in Te unirev stares - Ait Express TWA 
* Jetatream is a service mark owned exclusively by TW. 

Fr om PS TRANS WORLD AIRLINES Al 


YEA. EUROPE - AFRICA: eeeeed | 
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Redmond Tells 
How Motors 


Are Developed 





VISITOR at the Redmond Com- 

pany’s main plant in Owosso, 
Michigan, will find the complete engi- 
neering facilities that enable Red- 
mond, a leading manufacturer of 
fractional horsepower electric motors, 
to function as the engineering depart- 
ment of their customers. As James W. 
Tweedy, President of Redmond, puts 
it, “‘We serve as the small motors 
division of our customers.” 





Several dozen engineers at Redmond 
are kept busy with design and applica- 
tion activities. Some of these men are 
working continually to develop the 
inotors that meet the demand for 
more horsepower in ever smaller and 
more economical packages. Two of 

—~. these new motors recently developed 
- at Redmond are the AL-4 induction 


APPLICATION LABORATORIES are called “the customers’ labs” at Redmond MicroMotor and the AM-4 single 

because here the motors are especially developed for specific customer applica- - bearing MonoMotor. 

tions. This photo was made in the induction motor applications me where 

applications are made for every major industry including air conditioning, venti- : . : ‘ 

lating, heating, refrigeration, and appliances. This kind of engineering work re 
quires complete facilities with the 


© ee 


CHAIRS area typical 
example of the rapidly ex- 
panding markets for frac- 
tional horsepower electric 
motors. Here an engineer in 
the special products engi- 
neering laboratory is instal- 
ling an actuator motor 
developed for a chair. 
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latest equipment. For example, Red- 
mond’s modern chemical laboratory 
is used for making humidity and rain 
tests, as well as tests on insulation, 
plating, and paints. In the complete 
model shop special motors and parts 
are made. 


In the applications laboratories 
Redmond engineers are continually 
striving to provide the best, most 
efficient, and most economical motors 
to fit the applications of the customers. 
The units to which motors are being 
applied are generally brought right 
into the laboratories, where Redmond 
engineers develop exactly the most 
efficient and economical motor to do 
the job. In these laboratories motors 
are being applied to a tremendous 
range of products. Some of these 
applications are the familiar ones of 
air conditioners, business machines, 
tape recorders, furnace blowers, kitchen 
ventilators, and window fans. Other 
typical applications that illustrate the 
ever-expanding market for electric 
motors are car seat adjustors, lawn- 
mower starters, can openers, bilge 
pumps, egg washers, shoe buffers, and 
vending machines. 


The Redmond Company, “The Big 
Name in Small Motors,” has the engi- 
neering facilities with which to main- 
tain its position as a leader in the 
design, application, and manufacture of 
fractional horsepower electric motors. 





GENERAL SALES MANAGER of Redmond, M. J. Koenig, left, is also an engi- 
neer. Here he is checking on the progress of a starter motor in the special products 
engineering laboratory. Some of the other units in the picture are blenders, 


mixers, pumps, and buffers. 





ENGINEERING RESEARCH AND DEVELOPMENT lab- 
oratory is looked on as the “company” laboratory, for here 
motors are continually being developed that meet the 
modern demands for motors that are smaller, yet more 
powerful, lighter in weight, and quiet in operation. 


LIFE TEST ROOM contains motors that have been running 
continuously for many years in different positions, at dif- 
ferent speeds, and under different loads. In this room there 
are also ovens to test and evaluate high and low ambient 
lubricants and lubrication systems. As model changes 
occur, all new motors immediately take their place here 
to be life-tested. 


Advertisement 
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COAST -TO-COAST LONG. DISTANCE MOVING 


Safe dependable service to all 48 hold goods, displays and 
States, Alaska, Hawaii and other and office equipment cou 


countries by van, air, and boat. 
Wheaton will move your house- 


Free moving ¥ 
day kit for y 
personnel transfers. | 





Gs ) 
Free booklet for the | oes / i 
family ‘‘Moving can be fi 
almost fun’’. 


: General Offices: Indianapolis, Indiana 










exhibits 
rteously, 


efficiently, promptly and safely. 
Next time call your Wheaton Agent. 


- } Over 500 : 
heaton sr 
’ cities 
Vere Lined Suc. ui the —— 
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DELUXE  BOLILESS STEEL FING 


[D THE STRONGEST, SAFEST SHELVING 
VET IT COSTS NO MORE 





SS ry BOLTLESS SHELF BRACKET 


ERECTED FASTER—INSTALLED COST IS LOWER 


Merely insert four to a shelf—no 


rigid assembly. 


[> 
' Ay tools or special equipme 
ie ONE-PIECE BIN-TYPE UPRIGHT 

bres 3 Single upright member between sec- 
i ie jl, tions prov ides faster erection, more 


nt needed. 


A \, BUILT-IN SHELF REINFORCING 
aK Reinforcing bars imbedded in the 


— ~~. shelves, eliminating mar 


crew man hours. 


ly erection 


For assistance in planning your stockroom and 
other storage problems and for fast friendly 


shelving service, call your local De 
Write for new Catalog No. 30 


luxe dealer. 


DELUXE METAL FURNITURE CO., Warren 10, Pa. 
A Division of Royal Metal Manufacturing Co. 








iO} i, 


\ Eager < 
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Formation of a new corpora- 
tion, to be known as HEF Inc., 
has been announced jointly by 


‘Hocker Electrochemical Com- 


pany, Niagara Falls, N. Y., and 
Foote Mineral Company, Phila- 
delphia, Pa. The new firm will 
specialize in the manufacture of 
components of solid fuels for 
rockets and guided missiles, spe- 
cifically ammonium perchlorate 
and other perchlorates. Hooker 
and Foote have been engaged in 
a joint study of the propellant 
markets since September of last 
year, when they announced their 
intent to work together in a sur- 
vey of the solid fuel propellant 
field. The corporate name of the 
jointly held company was selected 
because it combines the initials 
of the two parent companies, and 
also signifies high energy fuels 
The company has been incorpo- 
rated in the State of Delaware. 
While the new company expects 
ultimately to operate propellant 
production facilities, plans for the 
location of such facilities will be 
announced at a later date. 





Penco Metal Products Div., 
Alan Wood Steel Co. has moved 
into its new $2.5 million plant at 
Oaks, Pennsylvania. Because of 
this unique new plant facility, the 
company is now able to provide 
faster delivery of customer orders 
for its steel equipment regardless 
of color. Unpainted steel parts 
and components are stocked in 
the large, air-conditioned, de- 
humidified storage area shown in 
the accompanying photo. Precise- 
ly controlled temperature and 
humidity prevent metal rusting 
and permit fabricated parts to be 
painted, assembled and shipped on 
short notice. 
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World’s Biggest Eater 
Dines Without Interruption 





ax 


Typical insulator and insulating 
bolts used on power shovels. 
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You are looking at 3 million dollars’ 
worth of power shovel, a 14-story 
monster capable of biting off 70 
cubic yards of dirt at a clip. 
Continuous operation is essential 


because downtime on a shovel of 


this size could top 500 dollars an 
hour. Reliability is shared by many 
interrelated parts. Some are made 
of Synthane laminated plastics. 
Why Synthane? Because Synthane 
laminated plastics have the right 
combination of properties—dielec- 
tric strength, mechanical strength, 
and ease of machining. And Synthane 
uses only first-quality raw materials, 
watches every step in the produc- 
tion and fabrication of the laminate, 


is deeply concerned about delivery 
requirements. 

Good materials, competent peo- 
ple, excellent tools and workman- 
ship may not guarantee reliability 
but they’re strong assurance of it. 

If you are interested in a reliable 
source of laminated plastics—sheets, 
rods, tubes, or completely fabri- 
cated parts, write for an interesting 
catalog or call our representative 
near you. 


SYNTHANE 





SYNTHANE CORPORATION, 7 RIVER RD., OAKS, PA, 
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Pointed 


right 
for you! 


Whatever you want to drill — steel, cast iron, 

or non-ferrous materials — you'll find there’s 

an ACE “Ground-from-the-Solid” Drill that’s 

pointed right for the job! Drills made of top 

quality, uniformly hardened high speed steel 

—carbide tipped and solid carbide, too. Drills 
Ground-from-the-Solid ground by the ACE-originated method that 
gives them more highly polished flutes and 

Dp R I L L = keener, stronger, longer-lasting cutting edges. 
Drills that are finished with on center points, 

correct point angle and lip relief to “bite” in 

fast, produce cleaner, more accurate holes. 

And they’re available now through your 

local distributor — so ask for them by name! 


ACE DRILL 


ADRIAN, MICHIGAN 





Call your local distributor 
or write direct today for the 
latest Ace Drill Catalog and 
current Net Price Schedule. 








Originators of Ground-from-the-Solid High Speed Steel Drills 











pe - Neat time row raed drills in 
call your mu by Coe Ristribritor, 

a wep pu too! 
fe 


Taper Length Drills Stub Length Drills “Hi-Brinell’ Drills Carbide Tipped Drills 

12” - 18” Longboy Drills Heavy Duty Drills Solid CorbideDrills Step & Subland Drills 
Hardened H.S.S. Blanks Slow Spiral Drills Taper Shank Drills  “‘L’ '& “M” Plastic Drills 

General Purpose Drills Fast Spiral Drills Chucking Reamers Drill Length Reamers 
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CCH Issues Defense 
Contract Guide 


An aid to purchasing agents at 
firms doing business with the gov- 
ernment is the revised edition ‘of 
““Accounting Guide for Defense 
Contracts” by CPA Paul M. True- 
ger published by Commerce 
Clearing House, 307 N. Michigan 
Ave., Chicago, II. 

The new edition of the 480- 
page guide takes into account the 
many changes that have occurred 
in military procurement since the 
first edition was published in 
1953. It outlines detailed adminis- 
trative procedure and the present 
rules for negotiating all the va- 
rious phases of defense contracts. 

“No firm can afford to conduct 
its affairs with the government 
with less than a comprehensive 
and up-to-date knowledge of pro- 
curement policies and practices,” 
says CCH. “The relations among 
procurement authorities, military 
auditors and industry have under- 
gone many revisions which have 
generated a need for practical 
guidance in the entire field of de- 
fense contracts.” 


New Book Published 
On Stainless Steel 


A new book, called “Stainless 
Steel Fabrication,” is now being 
distributed by Allegheny Ludlum 
Steel Corporation. The 386 page 
volume has over 140 photographs, 
120 charts and graphs and 200 
special diagrams on the making 
of this metal into usable products. 
Included are chapters on cutting, 
joining, cold and hot forming and 
machining operations. Copies are 
available from the advertising de- 
partment of the company, Oliver 
Building, Pittsburgh 22, Pa. 





FOR MORE INFORMATION 
ON PRODUCTS IN 
THIS ISSUE 
USE INQUIRY CARD 
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Have you called Carpenter lately ? 


When you do, we believe you'll find a personal satisfac- 
tion in getting the kind of specialty steel service you 
want and need today. 


Suppose, for example, you need fast delivery on a tool, 
stainless or alloy grade. From the man on the order 
desk . . . to the one who processes your order . . . to 
the man who delivers it—each one does his best to earn 
your business. 


What's more, they're backed by unusually ample stocks 
of all grades and sizes of Carpenter Quality steels. Short 
lengths can be quickly processed to meet your most ex- 


acting requirements . . . your most pressing emergencies. 





For More Information Write No 
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[arpenter 


In addition, information on prices, sizes and grades is 
yours for no more than a phone call. 


And your Carpenter Representative brings helpful serv- 
ice whenever needed. From providing practical technical 
literature—all the way through to trouble-shooting an 
unusual production problem—he’s a good man to know. 


To get this full measure of service on specialty steels, 
call the Carpenter Mill-Branch Warehouse nearest you. 
See what a difference it makes to work with conscien- 
tious people backed by ever-increasing stocks of quality 
specialty steels. The Carpenter Steel Co., 182 W. Bern 
St., Reading, Pa. 


> 


Mill-Branch Warehouse Service 


Mill-Branch Warehouses, Offices and Distributors in Principal U. S. Cities 
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IFIT’S A 


= OLR Cea EN 


IT’S A STRONGER PART! 


When product design calls for stronger parts, it pays to 
specify Ritco “Bright Finish” Forgings. Here’s why: 


With their dense, fibrous structure and controlled grain 
flow, Ritco Forgings assure maximum strength and tough- 
ness at points of greatest shock and stress . . . provide 
improved impact resistance and fatigue strength in key 
parts. Also, because they are held to extremely close tol- 
erances and have a bright, flawless finish, Ritco Forgings 
require minimum machining ... help you make impor- 
tant savings. 


Ceececcececcece Get the full facts on Ritco Forged Parts now. Ritco 


Forgings are produced in a wide range of metals and 
Ritco also offers ‘ oe ¢ > - : . 
parece pe alloys, and in many designs. 
facilities and makes 
Special Fasteners 
and Upsets of fer- 
rous and non-fer- 
rous metals. Send us 
your requirements. 


Send us your blueprints now 
for estimates at no obligation! 


RHODE ISLAND TOOL COMPANY 


~ Member Drop Forging Association 
eeeeeecseeeeeeeeeeeee 150 WEST RIVER STREET - PROVIDENCE 1, R. I. 
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CLASSIFIED DEPARTMENT 


Contract Work * Used Equipment For Sale 7 Employment and Business Opportunities 














Send orders to: CLASSIFIED DEPARTMENT . PURCHASING ° 205 East 42nd Street, New York 17, New York 
RATES . g REQUIREMENTS 
Baad . . Undisplayed (want ad style), minimum charge 4 lines, prepaid. 
Undiaptayed (set solid) 2... eeceeeeseeeeees 90¢ line Figure forty-four letter spaces (five average words) to a line. 
Positions Wanted ..................seeeeeee 45¢ line Add one line for box number address; replies forwarded with- 
out charge. 
Discount of 10% for twelve consecutive displayed insertions. 
Displayed ........ ORT eT Ee MOET $8.50 inch Forms close 15th of month preceding date of publication. 








Positions Wanted 


Supply Agent (Senior Buyer) 5 years diversified 
experience (2 plants in industrial procurement, | PURCHASING ASST. 29, INITIATIVE, 2 YRS. IN- 
plant, office, maintenance and MRO. Negotia- DUSTRIAL PURCH. EXP., 6 YRS. QUALITY CON. 


tions, placement and administration of subcon 
tracts, maintenance contracts and other contracts. TROL, COLL. INDUSTRIAL MGMT., SEEKS POSI- 
ge we ea 4 oa om ae a TION WITH RESPONSIBLE FUTURE. WRITE, BOX 
YOUNG MAN, 31, WITH NIN EAR EXPE- ing arita ‘atus: arried, children. lLoca- 
RIENCE IN_ INDUSTRIAL INVENTORY CONTROL, tion: Open—preferably south ‘ond west, Presently | 1938, a a a 
PURCHASING, DESIRES POSITION WITH MANU- | Bermonently, employed desires challenging | posi- Wome i, 0 ¥. 

FACTURER A BUYER RP tion wit uture esume upon request. rite, 
WRITE BOX S guy EPURCHASING. 209” Eo uaed | Box, 1546, APURCHASING, 205 East 42nd St., New 
ST., NEW YORK 17, N.Y. York 17. 














arene omen, B.S. Degree in Electrical 
. ngineering, 20 years experience in industrial 
Mor. of Purch. or Admin. Asst. NYC area. MBA Purchasing Agent 10 years Industrial Purchasing | procurement, specializing in automotive, Govern- 
Candidate 10 yrs. in Purchasing. Knowledge Bud- | and Supervision. Familiar with all phases pur- | ment Contract. and Merchandise buying. Plant 


gets, Wage & Salary Admin., Cost Analysis, Pro- chasing. Seeks position Purchasing Agent, loca- | Phase out requires relocation. Write, Box 1549 
cedures, etc. Age 33, married Salary $9,500. | tion optional. Write Box 1548, PURCHASING. 205 PURCHASING, 205 East 42nd Street, New York 
— fox af PURCHASING, 205 E. 42nd St., | E. 42rd St., New York 17, N.Y. 17, New York, 

ew Yor , 
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DOES THIS COPY OF 
“PURCHASING REACH 
YOU VIA A ROUTING SLIP? 


-IF SO, YOU MAY NOT ADAMS GEARS = [7,. spams tine 














are made exactly Spur Geors 
FIND TIME ENOUGH TO as you want them. | Melis! Gear 
DEVOTE TO THIS EVERY- |} tm.z:" zone nutes warms and Worm Gear 
OTHER-WEEK MAGAZINE || S:eiczcim "| Tae 
OF MODERN INDUSTRIAL i ned Sh 
BUYING METHODS. ttc 
EVERY PURCHASING MAN crm Ted Wom 











SHOULD HAVE HIS OWN The ADAMS Company 


Dubuque, lowa 


COPY OF “PURCHASING.” || 9% 102 75st! aimee rose 


YOU CAN TAKE CARE OF || saaeeeeeanienn 
THAT RIGHT NOW. 


SIMPLY COMPLETE THE 
- POSTPAID INQUIRY 
CARD ON PAGE 32— 
THEN WRITE IN NO. 500 
IN ONE OF THE BOXES. 
MAIL TO “PURCHASING” 


YOUR FULL YEAR OF 
“PURCHASING —ALL 26 
ISSUES—WILL COST YOU 
ONLY $4.00. LESS THAN 
16¢ PER COPY. 
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Letters To The Editor 


MEASURING PERFORMANCE 

Among the special articles your 
publication presents there are 
quite often features on Cost Re- 
duction Programs or comparable 
programs, such as Value Analysis, 
Purchasing Analysis, ete. Al- 
though the various concepts as 
presented by you have been most 
comprehensive and of inestimable 
practical value we have been un- 
able to create, devise or other- 
wise resolve a satisfactory meth- 
od of evaluating, rating or meas- 
uring individual performances 
with regard to Cost Reduction. It 
would be of considerable interest 
to know if any of your articles or 
contributors have outlined meth- 
ods of measuring the relative 
value of the individual buyer’s 
performances embodied in such 
programs. Our thinking here re- 
volves around total dollars in- 
volved versus number of actions 
reflecting savings or, more likely, 
a combination or ratio of the two. 
It is entirely conceivable that a 
satisfactory formula exists for 
measuring the value of such per- 
formances. 
At any rate two thoughts occur— 

(1) We are personally _in- 
terested in obtaining all 
available information and 
data on such a barometer of 
performance. 
In the event that little or 
no satisfactory material ex- 
ists on the subject, you may 
want to develop or pursue 
the issue from the stand- 
point of interest to your 
devotees. 
Your response to the above would 
be sincerely appreciated, especial- 
ly any courtesies or assistance ex- 
tended in this matter. We, in turn, 
would be pleased to contribute 
any findings, results or ideas 
which may evolve in part or in 
entirety from any contribution on 
your part. 

Thank you for all considera- 
tions. 


(2) 


W. J. McCombe 
Pittsburgh, Penna. 


e Enclosed are a number of 
articles on measuring purchasing 
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performance (see “16 Ways to 
Evaluate Purchasing  Perfor- 
mance” December, 1957, page 
87). We now have a series of 
articles in the works which we 
hope to publish sometime this 
year. However, our research is 
not complete. 


ONE BOSS . 


Please allow me to introduce 
myself. I am, Walter Hinds, a 
buyer in the Winnipeg Office of 
Trans-Canada Air Lines. This 
year I am enrolled in the course 
for purchasing agents which is 
sponsored through the University 
of Toronto by the Canadian As- 
sociation of Purchasing Agents. I 
have become acquainted with you 
through your articles in the Pur- 
CHASING Magazine and through 
using your textbook, “Purchas- 
ing—Principles and Applications.” 

In the issue dated February 3, 
1958, there is an article, “Are 
Buyers Becoming Obsolete.” I 
have been asked to write a re- 
port comparing the application of 
procurement at the General Elec- 
tric Evendale plant with our own 
company function. 

I am quite satisfied that pur- 
chasing is a profession and do not 
think that the function as outlined 
in the article works quite as 
smoothly or easily as one-is led 
to believe. I do concede that they 
have made the purchasing agent 
the important man that he should 
be, but I can’t help but feel that 
there are instances where some 
sections are responsible to more 
than one boss. For example, sure- 
ly there is only one shipping and 
receiving section, how do all the 
Material Sub Sections execute 
their supervisory capacity over 
one section. ; 

My opinion at the moment is 
that the Evendale plant has 
changed the titles of their per- 
sonnel but they have not changed 
the function. I know it is asking 
a great deal, but I would appreci- 
ate a short summary from you 
concerning this article. I feel sure 
that your comments will aid me 
in the preparation of my report. 


I do not intend quoting you ex- 
cept possibly from your textbook, 
but I do feel that my report will 
do a great deal for our own pur- 
chasing department, therefore it 
must be sound in fact and prin- 
ciple. 

Walter Hinds 

Buyer, Purchases & Stores 

Trans-Canada Air Lines 


e After everyone got used to the 
new setup, there was remarkably 
little friction in the new organiza- 
tion at the General Electric Even- 
dale plant. The organization chart 
accompanying the article shows 
that no one has more than one 
“boss.” Shipping and receiving 
for example, remains a separate 
function. It’s not under the juris- 
diction of the materials specialist. 
Instead the shipping and receiv- 
ing supervisor reports directly to 
the materials manager. 

The General Electric approach 
is new, in that it combines the 
nine basic functions. These func- 


tions, of course, are much broader 


than those exercised by the buy- 
er in other companies which is 
why G. E. coined the term “ma- 


terial specialist.” 


GOOD SUPPLIER 


Cannot allow the opportunity 
to pass without commenting on 
the article by Stuart Heinritz, 
“What Makes a Good Supplier?” 
which very clearly and definitely 
defines the responsibilities of “a 
good supplier.” 

Through the reading of this 
article it is very encouraging for 
a good supplier to know that their 
efforts are recognized by alert 
purchasing agents. Do hope that 
many purchasing directors will 
make use of presenting this article 
to members of their purchasing 
staff for a guide. 

Your magazine is very worth- 
while not only to the purchasing 
department, but also to all com- 
panies who are desirous of serv- 
ing industry. 

C. M. Smillie 
Cc. M. Smillie & Company 
Ferndale, Michigan 


For More Information Write No. 260 
on Inquiry Card—Page 32> 


PuRCHASING 





Marca 31, 1958 151 





Distributors stock a large variety of Bethlehem products, and their delivery service is fast and dependable. 


“Local distributors of steel are vital to our set-up’ 


Marcus Transformer Co., Inc., is a name well known to users of electrical equipment. 
As one means of coordinating production schedules and avoiding manufacturing delays, 
this Rahway, N. J., firm buys much of its steel from near-by distributors 

Today,’ says Bernard Anderson, Treasurer, ‘‘customers demand something more 
than quality alone. We find that we have to be geared for speedy production and early 
delivery dates—and that’s why local distributors of steel are vital to our set-up. Without 
such distributors and their big stocks and many services, we couldn't operate under our 
present arrangement 

We purchase all our angles, channels, plates, and hot- and cold-rolled sheets 
from distributors, who furnish them cut the way we specify. This enables us to avoid 
big capital outlay for inventory and shear equipment. It also saves us the space that a 
large inventory always requires. And when we re pressed for time, we can usually get 
overnight service from the distributors we call. 

Another point: to a certain extent, every job we do is a custom job. Hence our 
month-to-month needs cannot be wholly anticipated. It’s a great help to be able to order 
by phone, if necessary, and know that the steel will be at our door when we want it.” 


HERE'S WHAT THE DISTRIBUTOR OFFERS YOU. Bethlehem sheets, bars, shapes, plates, tool steel, 
and other steel products are stocked by distributors equipped to serve you well. Not only can the dis- 
tributor be your “storage space,” but he shoulders the “cost of possession” —items such as insurance, 
handling costs, etc. Because of his specialized machinery, he can do many things you 
need—like cutting, sawing, slitting. And he's always able to make delivery fast! 





Bemard Anderson, Treceurer, Marcus BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
Transformer Co., Inc., Rahway, N. J. Bethlehem Pacific Coast Steel Corporation, San Francisco 
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MEN WHO BUY STEEL SAY THIS: 


“Steel Service Centers 
give us better production efficiency’’ 
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W. W. Scull, Director Manufacturing Services, The B. F. Goodrich Company 


“Needless to say, manufacturing costs in our need it—at a reasonable service charge.” 


business have to be carefully controlled. Steel Include Steel Service Center steel stocks, 
Service Centers have proved invaluable to us cutting and handling equipment, storage space 
in keeping costs down by helping us maintain and general service availability in your steel 
better production efficiencies. buying plans. Perhaps you will find, as 

“Their availability to us for steel helps keep The B. F. Goodrich Company did, that your 
production on schedule. Costly shutdowns, production efficiencies can be improved. 
layoffs, lost contracts are avoided. We know American Steel Warehouse Association, Inc., 
we can get exactly what we need, when we 540 Terminal Tower, Cleveland 13, Ohio. 


[ ame RICAN STEEL 
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The American Steel Warehouse 


WAREHOUSE ASS -. YOUR STEEL SERVICE CENTER 


For More Information Write No. 261 on Inquiry Card—Page 32 
Marca 31, 1958 155 





10% PuRCHASING 


materials-handling 


NEW AND UNUSUAL APPLICATIONS OF BASSICK CASTERS THAT MIGHT BE ADAPTED TO YOUR HANDLING PROBLEMS 


Bassick Casters help solve new plant problem 











Redstone Missile rides Bassick casters 
on the ground. Grooved wheel caster con- 
struction permits close control of dolly. 
Second set of grooved wheel Bassicks per- 
mit missile to be rotated, facilitate fueling. 
Bassick casters are also used in handling 
The Nike. 





Jet-age scaffold rolls to job on Bassick 
casters, stands steady, thanks to position 
locks, raises to convenient height for work. 
Here at Pease Air Force Base, New Hamp- 
shire, they're checking a jet engine. Could 
Bassick casters help speed work or save 
time in your plant? 








Matador Dolly at The Martin Company’s 
Baltimore plant has removable headers set 
up to transport Matador missile assembly. 
Bassick Floating Hub casters (inset) absorb 
shocks, snub out harmful vibration. 


For More 
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Decentralize for efficiency or cen- 
tralize for savings .. . planned han- 
dling system lets Johnson & Johnson 
do both! 

Johnson & Johnson’s much-talked- 
about new plant at North Brunswick, 
New Jersey, is an exciting example of 
the savings possible with efficient ma- 
terials-handling. 

A 3600-ft. towline, with Bassick 
caster-equipped trucks, Jinks all manu- 
facturing operations to shipping, de- 
livers raw materials and carries away 
finished products. In the shipping center, 
a clerk at control board (below) uses 
two additional 2000-ft. towlines to con- 
sign pallet loads to the 12-truck loading 
docks or storage. This well planned ma- 
terials-handling system gives Johnson & 
Johnson the efficiency of decentralized 
management and production units plus 
the savings of centralized utility and 
services at the same time. 

Trucks are equipped with 8” Bassick 
“S99” casters in front, and 12” Bassick 
“Alcore” wheels at rear. Sealed swivel 
and wheel bearings of casters minimize 
maintenance, assure long caster life, and 
keep floors clean of dripped lubrication 
grease which is both unsightly and 
hazardous. 

Materials-handling, which represents 














products, Call on him. 








YOUR DISTRIBUTOR SAVES YOU SPACE, TIME | 

















Heavy duty Bassick ‘‘S99"’ casters 
have fully sealed bearings to keep grease 
in, dirt, water, debris out. They're built to 
stand the abuse of power pulled applica- 
tions under heavy loads. 


30% of the average manufacturer’s pro- 
duction costs, is the one major cost area 
most capable of reduction. Could 
Bassick casters spearhead 
the attack on this “reducible 
30%” in your plant, too? 








Your local distributor who carries Bassick casters maintains suffi- 
cient stocks to meet most day-to-day needs—saves you storage space 
otherwise needed for supplies. He 
saves you ordering time, too, by 
acting as a single, dependable 
source of supply for a variety of 





ARNG MORE FUNDS OF CASIONS «— ManONG CASTERS 09 ORE 


| THE BASSICK COMPANY, Bridgeport 5, Conn. In Canada: Belleville, Ont. °-°° | 
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IF YOU WANT COMPLETE SAFETY 
IN YOUR SAFETY SWITCHES— 


REMEMBER THE A FOR 











HERE IS ANOTHER 
REASON WHY 
SQUARE D 
HAS HELD FIRST PLACE 
FOR MORE THAN 
50 YEARS 


Positive Pressure 
(SPRING LOADED) 


Fuse Clips 


o Maintain positive con- 
tact as fuses alternately 
heat and cool. Fuses are 
held tight even where vi- 


- - The men who pull the switches will bration is present or dur- 
tell you what can happen when a switch, believed ing short circuit surges. 
to be open — isn’t. A lot of things can happen—and o Fuse clip jaws use pure 
every one of them is bad. Personnel safety is in jeop- et ea rol 
ardy. Motors can single-phase. Machinery and work rriecnentaaeyy a 
can be damaged. Down-time can skyrocket. heating 80% over com- 

Doesn't it make sense to insist on Wisible Blade mercial type clip. 
construction which gives you a road block against ovNo clamps or screws to 
any of those possibilities? Doesn't it make equally . tightes er to Sesget to 


Apes : . ‘ tighten. 
good sense to insist on the safety switch which gives 


you that construction—plus a lot of other perform- 
ance advantages? 


EC&M weavy inpustry ELECTRICAL EQUIPMENT...NOW A PART OF THE SQUARE D LINE 


SQUARE J) COMPANY 
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A Bronze yoke bushing nut M Teflon impregnated 
, ‘ ‘ B Handy grip iron wheel asbestos packing 
Wherever valves are attacked by acids, salt and alkaline : Bronze yoke bushing N ree 26 annees 
i ; ‘ : : Iron yok > with ' 2onnet bushing 
solutions, sea water, brine or other corrosive fluids, zerk fitting for O NI-RESIST CAST IRON, 
é . 1 . , ” lubricating bushin TYPE 2, bonnet 
vapors or gases, “Jenkins Ni-Resist Gate Valves” are tt GC OPERA eit 
© Steel yoke cap bolts P Stee! bonnet bolts 
fighting words. and nuts ond nuts 
: . : . ; F TYPE 316 STAINLESS Q TYPE 316 STAINLESS 
In a wide range of corrosive and erosive services com- STEEL spindle STEEL spindle ring 
ss ; é G NI-RESIST CAST IRON, R A 
mon to the chemical, food, plastics, marine, petroleum, TYPE 2, yoke : Asbestos gosket 
- r olf nu TYPE 316 STAINLESS 
and pulp and paper industries, these valves have shown ; ee ee STEEL wedge pit 
: ? all ple iron glonc . ‘ 
a remarkable ability to withstand corrosion and cut flange T 0 SESIES CART OT, 
‘ . . J Steel gland eye bolts TYPE 2, through-port body 
valve costs. ; K Steel gland lug bolts U TYPE 316 STAINLESS 
i . ‘ ond nuts - STEEL solid |-beam wedge 
[he secret of their long, trouble-free service is the L TYPE 316 STAINLESS V TYPE 316 STAINLESS 
combination of Ni-Resist typé 2 cast iron and type 316 ie —— 


Stainless steel trim, plus Jenkins extra value construc- 
tion throughout. No other gate valves offer this com- 
bination for fighting corrosion. 

When choosing Ni-Resist valves, let the famous 
Jenkins Diamond be your guide. Specify “JENKINS 
NI-RESIST” — for longer valve life. Write us, or ask 
your Jenkins Distributor for information folder No. 
205. Jenkins Bros., 100 Park Avenue,. New York 17. 
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